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An Essex Dealership and— 
| “The Survival of the Fittest” 
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In considering your future prospects as § But many other good dealers, not so 
an Essex dealer, you cannot fail to fortunately connected, have seen their 
consider the past history of Hudson. efforts and the business they built go 


to wreck. | 
Both cars are built by the same men, 


| and guided by the same policy. Essex in its first 20 months has sold 
more than $75,000,000 worth of cars. Its 
performance records as well as the | 
enthusiasm of more than 50,000 owners 
| have made it the most widely talked of 
| That gives an idea of the permanency light car in the world. 


of a Hudson dealership. It connotes the And the same policy directs Essex that 
| same permanency for the Essex dealer. — syided Hudson to success. 


teal 


And today 97% of Hudson’s product is 
handled through men whose connection 
exceeds 7 years. 


In the eleven years since Hudson’s entry These are things to think of in seeking 
into the motor industry think of the an automobile dealer franchise. 


number of automobile companies which It is not only the immediate large 


| have gone under. profits of the Essex which attract men 
Hudson’s policy and product have of wisdom to handle it. Even more 
made it the largest builder of they prize its security and per- 
fine cars in the world. And ELA manency. 

Hudson dealers have shared MOTORS If you are interested in that 
generously in the prosperity <, sort of franchise, write to- 
| they helped create. day. 
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. view of uni- 
versal nosepiece, show- 
ing ring retainer that 
holds socket in place. 
Used on all Billmonts 
except Ratchet. 








Mechanics’ Kit 


BILLMONT | 


Here’s a real wrench—a sturdy, well-knit, powerful fellow, 
strong as a horse—more than a match for the most stubborn, 
obstinate nut or bolt you will ever meet. 

























And the Junior is ready to meet ’em all, too. For there are 
twenty-four different sizes of interchangeable sockets, which 
fit into that universal nosepiece—they don’t come too big, or 
too small for the Junior. 


Don’t wrench your back—let the Junior do your wrenching. 
The T-bar handle—it slides to get by any obstruction—gives 
you the leverage. of a windlass—even the hard ones come 
off easy. 


The nickel hand-grip is separated, does not turn with the 
shaft of the wrench. Just hold hard with your left and spin 
’em off or on with your right. 


The Junior and a set of Billmont sockets belongs in every 
well equipped garage, private or public. Nearly a foot long— 
111% inches to be exact—it goes way in, and with a socket 
capacity from 3/8 to 31/32, it is the wrench of a “million uses.” 


You really ought to have the whole Billmont Kit, illustrated 
below. If you dealer can’t show you the Junior or the whole 
kit, he can get them from his jobber—or us. 


All Billmont sockets are interchangeable with all Billmont wrenches 


Edgar C.Guthard Co. 361 E. Ohio St., Chicago, Ill. 


207 W. 76th St., New York 1714 Phelan Bldg., San Francisco 
Cc. C. Craig & Co., Winnipeg, Canada 


WRENCHES 























November 4, 1920 


JoToR AGE 


Published Every Thursday by 


THE CLASS JOURNAL COMPANY 


MALLERS BUILDING 
59 East Madison Street, CHICAGO 


HORACE M. SWETLAND, Pres. W. I. RALPH, Vice-Pres. 
E. M. COREY, Treas. A. B. SWETLAND, Gen. Mgr. 


Member Audit Bureau of Circulations; Assoc. Business Papers, Inc. 





Member 





No. 19 


Vol. XXXVIII_ November 4, 1920 








CONTENTS 


(A more complete table of contents will be found on 























page 8.) 
Keep the Shop Busy. 12 
The Sixth Stage 14 
Window Display Advertising 18 
pa RE en eee si Saeco SW 22 
Tags to Get Business 24 
An Advertising Compaign for the Dealer..................................-.28 
Selling Service ‘by “Clubbing Offers” .......................................... 36 
Winter—The Battery Man’s Harvest Time..................................42 
Some Service Truck Suggestions..................-....-----.-.----c.e--scoseceseeee- 50 
Snowbound = a 
Re | Skee a ae a 54 
DEPARTMENTS 
Exhaust Pipe Diameters Data Sheet.....................-...-.....------.0--e0-- 66 
Cena ee: Cm SIC BE neice Fiesicinsecntenenenntcnninn 67 
ee 2 eee 69 
bf Ba i ROE a ee | | 
eee EET Ree Se. 71 


Autogenous Welding 
Automotive Architecture 
































The Readers’ Clearing House... -76 
NEWS OF THE INDUSTRY 
Favor Used Car Standardization 83 
Government Denounces Shifting of Blame 83 
Chamberlain Urges Flat Rate Plan 84 
Plows on Trucks to Clear Snow. 84 
Townsend Highway Bill Up to Congress 86 
Committee Drops Power and Gas Tax Plan.. 87 
Expect Refining Processes to Help Fuel Supply... 87 
Truck Branch Brings Drivers Together... 88 
Colorado Dealers Separate Trade Bodies 88 
More Capital Authorized for Kelly-Springfield Truck............... 89 
Southern Dealers Plan to Meet Changed Conditions................ 91 
Dealers Pooling Interests for Cheaper Alcohol.................cecess:-+-- 91 











MOTOR AGE 


LER ILDING PI Randolph 6960 
ns es ERICAGO Cabie Address “Motage” 
E. E. HAIGHT, Manager 
DAVID BEECROFT, Directing Editor 
RAY W. SHERMAN, Executive Editor B. M. IKERT, Editor 
BRANCH OFFICES 
DETROIT, 95 Fort St., W., Phone Maine 1351 
CLEV VELAND, 536- im Guardian Bldg., Main 6432 
NEW YORK CITY, U. P. C. Bldg., 239 W. 39th St. 


Phone Bryant 8760 
PHILADELPHIA, Widener Bldg., Phone Locust 342-343 


ph a el te RATES 
United States, Mexico and U. S. 
Canada 
All Other Countries in Postal Union. 
Single Copies 








$ 5.00 per year 

7.00 per year 
10.00 per year 
35 cents 


















Make Checks Payable to Motor Age 


Entered as second-class matter, September 19, 1899, at the 

Post Office, Chicago, Illinois, under Act of March 3, 1879. 
Owned by UNITED PUBLISHERS CORPORATION, 239 W. 
39th St, New York, M. Swetland, Pres.; Charles S. Phil- 
lips, Vice-Pres.; W. H. Taylor, Treas. ; ; A. C. Pearson, Sec. 














MOTOR AGE 3 








PRODUCTS 


See The Complete Line At The 
Automotive Equipment Show 


Spaces 1 and 2 


COLISEUM CHICAGO 


Nov. 15 to 20 
The Dutch Girl will be there to wel- 


come you and give you a personal in- 
‘troduction to the complete Dutch Brand 
line of tire and chemical necessities. 


You ought to become better acquaint- 
.ed with Dutch Brand Products—the line 
of Auto Chemical Specialties that is 
known and sold the country over. 


Spaces 1 and 2—Don’t Forget 


Radiator-Seal Compound 
Auto Patching Cement 
Rubber-Seal 

Vulcanizing Cement 
Carbo-Cide 





Valve Grinding Compound 
Auto ee — Cushion 


VAN CLEEF BROS. 








Cos Manufacturers 
Gasket Shellac Solution Woodlawn Ave., 77th to 
a 78th St., Chicago 
Friction Tupe 








2 in 1 Tire Cut Filler 
And other necessities for 
“Keeping Down the Up- 
keep” of motor cars. 
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Delightful riding comfort 
—with Houdaille 
Shock Absorbers 


HE Houdaille Hydraulic Shock Absorber adds the 

same sensation to a car as riding in a canoe over 

smooth waters. Every bump gives the feeling of 
gliding on the crest of small waves. Full benefit is derived 
from the spring suspension, but Houdaille automatically 
checks the racking rebound that usually jounces the occu- 
pants off their seats. 


The Minerva, Panhard, Delage, American Cunningham 
and 15 of the leading foreign cars are factory equipped 
with Houdaille. And many Cadillacs, Packards, Pierce 
Arrows, Locomobiles, Mercers, Stutzs, Jordans, Hudsons, 
etc., are now using this device. 


Mechanical Features 


The Houdaille is made of the finest alloy steel and 
is frictionless—having only one moving part operat- 
ing in a glycerine-filled chamber. It absorbs 75% of 
all shocks and spring vibrations, preventing body 
sway and broken springs. There are no straps to 
break or springs to lose tension; it will not rust 
or squeak. 





Guaranteed one year from date of installation 


THE HOUDAILLE COMPANY 


__ a 
(HOUDAILLE Neha $5: 








35 Root Bldg., Buffalo, N. Y. 
Mfg'd by the Houde Eng. Corp. 
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Year ’Round Business In The Snow Area 


Conditions Vary in Different Sections of the Country and the 
Dealer Must Plan His Winter Work to Meet This Condition 


In the map above the snow area of the 
United States is shown in white. In some 
sections the snow will be deeper than in 
others and the weather will be much colder. 
All of these things are factors that must be 
considered when planning a winter business 


campaign 


HE automotive dealer who operates in the snow area of the country 

| is up against propositions very foreign to his fellow dealer in the 

South or on the Pacific Coast. He must cope with conditions that 

are diametrically opposite from summer. But, it is possible for dealers, 

garages and service stations to tide over a period of what generally is 
accepted as a period of business stagnation. 


Individually the dealer cannot do as much as he can when co-operating 
with the other dealers of his section. It is better for all dealers to do some 
business than no business at all. Where snows are heavy and the roads 
become blocked it may be possible for the dealers to get together and join 
hands with the merchants, highway commissioners, farmers, and others, and 
put on a campaign for clearing the roads. In some sections where snow 
flies the snow is light and while the roads may be covered with a foot or 
more a car or truck can easily plow its way through. There are, on the 
other hand, sections where it simply is impossible to ‘drive cars for weeks at 


a time, but even here, service stations can keep 
busy in some way. You will find on the pages that 
are to follow suggestions to make yours a year 
‘round business, 
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What Can Be Done In Warmer Climates 


Conditions Remain Nearly the Same in Some Sections and 
Here the Problem of Year ’Round Business Is Not Complex 









This map draws emphasis upon 
Southern and Pacific Coast states 
where blocked roads and frozen 







radiators are not associated ‘with 






winter motoring. These sections 






draw a large winter tourist trade 






and offer, therefore, a gotd ¢ 







source of revenue for the auto- $ 






motive dealer 


F you happen to be a dealer operating a service station in the sections 
shown by the dark color in the map above, winter work will mean 
largely a continuation of what you have been doing all summer and 
fall. There is not the falling off in car, truck or tractor sales in these 
sections as compared with the snow area states and, consequently, the 
service stations have not the drop in the service curve to contend with 
which for many winters has been the chief problem of the Northern 


dealer. 


In the last few years many tourists going South and West for the 
winter lay up their cars and buy small cars for use over winter. Others 
drive to warmer climates in their cars. The temporary increase in the 
number of cars in these sections is responsible, therefore, for the fact 
that dealers have an actual increase in service work during the winter 
months instead of a falling off. When sales drop, service drops and vice 
versa. Dealers in the temperate winter area can cash in heavily on 
accessories. 
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The Dealer Who Puts Forth a Little Effort Will 


Keep Busy All Winter 








The dealer who closes shop during the cold weather is the 
exception nowadays. 


The dealer who has sold 


business can be had will get it. 


The dealer who has rendered good service to his customers 
this summer and fall will have plenty of work this winter. 


The dealer who sits back, hugs the stove and says a t can’t 
be done” will find his fellow dealer across the street doing it. 


Finally, the dealer who has full confidence in his business, 
in the industry and in his country is going to get winter profits 


himself on the fact that winter 


because he goes after them with courage and determination. 








INTER does not 
WV hold the terror to 

automotive dealers 
that it did a few years ago. 
Then it was common for 
a man engaged in the 
selling or servicing of 
automotive apparatus to 
close his doors, literally 
at least, from November 
to March, because people 
did not think automobiles 
were meant to be an all 
year proposition. 

Now, the dealer who 
closes shop during the 
cold weather season is the 
exception. We realize, of 
course, that in _ places 
where winter means zero 
temperatures, the dealer, 
whether he sells passen- 
ger cars, trucks, tractors 
or farm light plants, must 
line up and shape his 
service work in a vastly 
different manner from 
that employed by his fel- 
low dealer living in Geor- 
gia or California. 

In northern climates winter may 
mean an empty shop for the dealer 
unless he has been alert to opportu- 
nity and worked out a campaign or 
method to tide him over the period 
of what the snow-bound dealers call 
business stagnation. 

The most essential thing for the 
dealer to do is first sell himself that 
business is to be had, even though he 
may depart from a strictly automo- 








By B. 


A tank truck supplying winter delivery service to a Colorado 


town 45 miles from a railroad station 


tive business. In another article in 
this issue, for instance, is told how 
one dealer living in a section in Iowa 
where the roads are blocked with 
snow for weeks at a time, tides over 
by storing all kinds of commodities in 
his basement and in addition runs a 
dance each week on the second floor 
of his building. 

His forethought is shown in the 
fact that when his building was put 


M. Lkert 


up he placed steel girders 
in it to support the sec- 
ond story in order that it 
would carry the load 
placed upon it when 
several hundred people 
dance. Every dealer, of 
course, is not expected to 
run a dance hall in con- 
nection with his business, 
but it shows that there is 
more than one way of 
“skinning a cat.” 

When one reads the 
staggering figures show- 
ing the number of cars, 
trucks and tractors regis- 
tered in this country it is 
at once evident that the 
dealer has no right to 
refer to the winter as a 
“dull season.” It is true 
that not so many automo- 
tive vehicles will be sold, 
perhaps, but what of the 
vast number that have 
been sold and must be 
kept running? 

No car owner who is 
going to drive all winter 
will rush blindly into cold weather 
without having his car put in shape. 
The same is true about the man 
who has made up his mind to store 
his car. In both cases, the dealer 
should take the “bull by the horns” 
and convince the owner that his 
service station is the one to do the 
work. 

The success the dealer will have 
this winter in lining up service work 
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will depend largely on how well he 
has rendered service to his customers 
this summer and fall. In this respect 
the dealer must assume leadership. He 
must make himself important to every 
man to whom he has sold a car. Once 
he gains the confidence of his custom- 
ers it will not become very difficult 


to “sell’ them on win- 
ter business. 

The dealer who sits 
back and hugs the 
stove in his place of 
business waiting for 
business to come in 
will not get very far 
this winter. He repre- 
sents largely the class 
of men who talk about 
something that can’t be 
done when there is 
someone already doing 
it. We find in the same 
town some men who 
deplore the winter, 
while others simply 
make it incidental to 
their business and 
work accordingly. 

No hard and fast 
rules can be put down 
here as to what the 
dealer should do and 
what he should not do, 
because conditions are 
going to vary in dif- 
ferent sections of the 
country. In some sec- 
tions, for example, the 
farmers, who may be 
holding off on dispos- 
ing of their grain, will 
not be inclined to talk 
overhaul work on their 
tractor, truck or car. 
This calls for special 
effort on the dealer’s 
part to batter down the 
resistance put forth by 
the farmer. It is the 
dealer’s first job to an- 
alyze his territory and 
plan his winter cam- 
paign accordingly. 

Naturally what the 
manufacturers of auto- 
motive apparatus do 
will have its effect 
upon the dealer’s busi- 
ness. Production, for 
instance, has gone 
down so that now it 
loes not exceed 50 per 
cent of the output early 
in the year. The same 
holds true in other 
iines of manufacture. 
The status of labor, 
credit and general 
business conditions 
vill all have some 
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effect on every business this winter. 

With these things in mind the wise 
dealer who is planning his service 
work will cut down gverhead to bed 
rock. He will keep going after new 
business, get together with the other 
dealers of his town and pool his ideas 
with theirs. Collectively these ideas 








The Future of Your Business De- 
pends Largely On What You Know 
A bout Your Surroundings 


The coaches of football teams try to find out all they can about 
the opposing team. Why? Because they want to plan their 
mode of attack to meet the tactics of the other team. They want 
to know as far as possible what, when and where something is 
going to happen. Similarly, the automotive dealer should sit 
down sometime and look over his territory for things that might 
happen. There is a keen sense of satisfaction in knowing whether 
you are living in a community that is much alive or one that is 
dead. Here are some of the things you should know about the 
district in which you sell and service automotive equipment: 


1. The total population 

2. The total wealth per capita 

3. The number of farms in your territory 
4 


. Number of cars, trucks and tractors in your 
territory 


vi 


. The number of cars in the same price class 
as those you are selling 


. Number of owners driving open models 


. Number of owners driving closed cars 


mo ND 


The concerns or individuals who operate 
trucks 


9. The concerns or individuals who should be 
operating trucks 

10. What is being done in the way of building 
better roads ; 

11. What farmers are there that should buy a 
tractor or truck 

12. How many farmers drive open model cars 

13. What is the tendency of wages in your 
territory 

14. What about the financial resources of the 


people? What is the theoretical potential 
market of a car in your price class? 


15. How many concerns are there that employ 
men who travel to the suburban towns and 
who should be driving cars 


16. How many people drive their cars all winter 

17. How many store their cars 

18. What is the potential demand for cars, trucks 
and tractors in your territory 


The more information of this kind the dealer can get together 
the better able he is to plan for the future of his business. Infor- 
mation can be obtained from government bulletins, tax records, 


registration lists, city and telephone directories, etc. 





TAN ITON ANI TAN ANON AN ONAN AN ANON i /a\ a ia\ ie 





will lead somewhere. 
tion of keeping the highways open, the 
dealers should be the first to get be- 
hind a snow removal campaign. By 
getting into the same boat and rowing 
in the same direction dealers will get 
somewhere. Keep a strong right arm 
busy steadying your own business and 





13 


If it is a ques- 


use the left in joining 
hands with your fel- 
low dealers in putting 
across things that will 
insure year ‘round 
business. 

Recent trips into 
some areas of the 
country where snow 
and cold temperatures 
abound for weeks at a 
time showed that while 
there may be a falling 
off in sales of automo- 
tive vehicles during the 
winter, there was 
plenty of overhaul and 
repair work to be had, 
but here’s where the 
hitch comes in. 


The farmer, for ex- 
ample, would gladly 
have his car, truck or 
tractor put into shape 
for next spring, but 
these are out on the 
farm and cannot be 
driven into town and 
the dealer cannot get 
out to them with his 


service car. 


Naturally farmers do 
not want to do without 
their cars as long as 
the roads are open, but 
it stands to reason that 
as long as they are 
willing to have the 
work done in the win- 
ter and can see the 
folly of waiting until 
snow ties up the roads 
the dealer has a chance 
to sell them on the idea 
of getting their cars 
into his shop in the 
late fall. 

The vast amount of 


_ automotive vehicles in 


the country do not 
warrant any dealer’s 
service establishment 
sitting back and wait- 
ing until the usual 
spring rush of business 
comes. By properly 
planning his winter 
work, every dealer can 
keep his organization 
together and evolve 
methods that will mean 
big money for all. 
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STAGE 


end of last winter divides itself into six parts, of 

which we are now beginning the sixth part or 
step. The attitude of the: automotive business man 
during the next couple of months means much to his 
business and to the industry as a whole. Let us take up 
these stages one by one: 


4 | “HE progress of the automotive business since the 


1—With business humming merrily last spring, with 
more orders than cars, with factories speeding toward 
greater production and with buyers keen for new cars, 
trucks and tractors, there began Stage No. 1. This was 
occasioned by the effort of the Federal Reserve Banks 
to draw in on credit m order that there might be avail- 
able credit for the movement of the fall crop. This 
curtailment of credit, whether just or unjust, affected 
the sale of automotive products, many of which had 
been sold on time. The demand still existed but credit 
could not be secured for the financing of sales. This 
condition continued from May until late in August. 


2—By August credit curtailment had caused a 
lessened activity in business generally with the result 
that business men and workers as well did not feel that 
they could spend money as freely as before. This was 
the second stage in slackening sales in this business. 
The demand was now affected, whereas the demand had 


existed at the beginning despite the credit curtailment. 


3—The third stage came at the end of September, 
when the downward movement of prices began. Some 
factories could and some could not reduce .prices—but 
many did. Others guaranteed their prices. It is a 
disputed point whether sales could have been made 
during the coming winter without price reductions—but 
they were made and the atmosphere was greatly clari- 
fied. Fortunately, the cuts were made in a short period 
of two weeks—and were over with. 





4—Then it was demonstrated that it takes more than 
price cuts to make sales. A few of the lines that were 
greatly cut moved rapidly—for a while. But in most 
sections the rapid movement slowed down somewhat 
and the public went into a period of waiting. Falling 
prices always causes buyers to hold off until they are 
sure the bottom has been reached. Therefore, the 
public waited, and for a time after the price-cutting 
period selling was extremely difficult. Salesmen 
THOUUGHT sales couldn’t be made, so they didn’t 
sell. Buyers waited, as was to be expected. 





5—Then, things began to let up. The crops were 
financed and there was no longer the keen necessity 
for credit curtailment. It began to be a bit easier to 
borrow money. The banks, anticipating a lowering of 
the call rate, were inclined to extend loan periods. 
Bonds turned in an upward direction. But, most impor- 
tant of all, the public and the trade grew tired of doing 
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1. Credit Restrictions 

2. Lessened Buying 

3. Price Reductions 

4. Period of Waiting 

5. Relaxation of Restrictions 
6. ACTION 

7. 


Good Business 


nothing. Buyers wanted. to have cars, and salesmen 
and dealers grew anxious to resume business. The 
result was that sales began to be made. Dealers in 
some cities put on energetic sales campaigns and began 
to get business—in pretty fair volume. Business began 
to move, about three weeks ago, at first slowly, but still 
moved. 


6—We are now in the SIXTH stage, the stage of the 
return to business—and profits. In this period the dealer 
who makes the greatest effort will find his business 
increasing faster than the business of the dealer who 
makes not so great an effort. This period will last prob- 
ably until January when the shows are held. The 
decision of the election should help by further clarifying 
the atmosphere. But from now until January sales 
should take an upward curve and continue to increase 
until by spring, we have— 

7—Good business. 


During the present period it may be advisable for 
dealers, garagemen and all others to force business at 
every point. One of the greatest possibilities of volume 
business is the shops. Regardless of whether cars can 
be sold, they MUST be repaired. Furthermore, old cars 
have been run longer than they should have been run. 
There probably are more cars in need of service right 


now than at any other time in the history of the 
industry. 


Sales campaigns for service work should meet a ready 
response. With the great need for service and the 
awakening of buying on the part of the public it should 
be possible to secure a fair volume of shop work this 
winter. If shop work can bring revenue at the same 
time that sales efforts are being made along other lines 


the service profits will balance the sales until the sales 
can catch up. 


Since the middle of the summer there have been 
disturbances, a few failures, a few creditors’ committees, 
and such things, but nothing serious has happened. 
From now on there may be a few ripples, but the indus- 
try has passed any crisis that may have existed. Things 
are on a distinct up trend and will continue so to move. 


With things getting better of their own accord, there 
is a great opportunity for the business man to cash in 
on present conditions by a drive for business, which 


. means that he adds his own effort to what is happening 


naturally and gets that much more business. 


From now on all plans should be made for a con- 
stantly increasing business, with full confidence in the 
future. To set forth the dreams of some of the industry’s 
leaders would sound a bit like exaggeration, but there 
is expectation in every quarter of the industry, which is 
fundamentally as sound as a rock, and has a wonderful 
future. 
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A young man needs a certain 
—_ woman to make him 


appy. Does he sit and wait 
for her — No, 


He Advertises! 
c Maybe she 


advertises a 
little too! 


And So if the Service Man o 
| Dealer Wants Winter Business, 


He Must Advertise 
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In Advertising 
Get Local Color 


Concentrate on One 
Idea 


Start NowSoas to Keep the Shop 
Busy During the Winter 


ing the advertisement over. The cleverer and more novel 
the advertisement is the more attention it is bound to 
attract. 

It is advisable to get away from the stereotyped form of 
advertising. The public will show more interest when there 
is injected a bit of local color. 

As far as possible arguments should center about a single 
selling point, the advantage of some particular part of the 
product. Various selling points may be distributed over a 
series of advertisements. 

The copy should meet local conditions. 

A rifle will bring down bigger game and at a greater dis- 
tance than will a shotgun because all the energy in the barrel 
of the rifle is concentrated behind a single bullet while that in 
the shotgun is behind a large number of shot. In salesmanship 
it is also found that concentrating upon some one important 
sales idea will result in bigger sales and sales over a wider area 
than would be the case if the sales energy was used to furnish 
the driving force for a much larger number of sales points. 

More and more advertising campaigns are being built around 
a single sales point. It is found that driving one point home 
produces more satisfactory results than dealing with a great 
many points not one of which is really driven home. A 
large number of advertisements now being published deal with 
but a single idea. The idea of service is featured, one partic- 
ular use is emphasized, the correctness of style may be dealt 
with, or the importance of the genuine article may be pointed 
out. A strong selling point is selected and an effort is made 
to drive this point home. 

Some of the most successful advertisers never put but one 
idea into an advertisement. Many of these advertisers have 
found that the more they illustrate this idea and the less they 
say about it the better the advertisement pays. When one point 
is driven home people do not forget that point. When a number 
of points are emphasized not so much attention is likely to be 
attracted and there is far more danger of creating confusion in 
the minds of prospective purchasers. 

The R. R. Hall Cadillac Co., Denver, has run a series of 
advertisements illustrative of this point through all of which 
it speaks of winter motoring but in each of which the firm 
emphasizes a different point. It plays up the joy and health 
benefits of winter motoring and Colorado’s special advantages. 
The value of winter tops is pointed out. Last winter, because 
of the serious difficulty in getting new cars, these winter motor- 
ing advertisements were used to push the sale of rebuilt cars. 
As a result many Colorado citizens got acquainted with the 
zest of winter motoring while practically all departments of 
the big Cadillac organization gained added zest in their winter 
business. 

“A cold engine and possible danger of freezing with an 
undercharge battery makes special care of the starting battery 
necessary during the winter months,” advertises L. R. Bach & 
Brown of the same city. Talking winter motoring, advertising 
winter motoring, taking part in winter motoring, making 
motoring a regular part of your daily life in winter as well as 
in summer and letting the public know that you are prepared 


| NGENUITY and new ideas play an important part in put- 
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tinction and prestige to this company’s fleet of trucks. i 
i ee ee ee 
° es on & 4 one : 
Customers of this firm. bad : % a a 


Brigman Motors Co. _ 
In our new home, 207-9-11 Ivy St. Phone Ivy 2247 
Distributors for Federal Motor Truck Co., Detroit 











The principal trouble with most of the automobile 
and motor truck advertising in local newspapers is 
that it is “‘ready made” and not constructed specific- 
ally to meet local conditions. Brigman prepares his 
own advertising and, therefore, it always carries a 
local appeal. He always uses the Federal slogan, 
*‘Another Federal.’’ One of his best forms of adver- 
tising, Brigman declares, is that in which he repro- 
duces a photograph of some recent Federal sale 
made in his territory 


to supply special service of a kind to insure the success of 
winter motoring is Mr. Bach’s philosophy. That he practices 
what he preaches is evidenced ,.by his newspaper advertising 
and winter circulars and also by the big volume of business 
throughout the winter months at his service station. 

Many owners of cars do not drive their cars in the winter 
which makes it a good time for automobile trimmers and top 
makers to begin lining up retopping and top repair work. 
Those who do drive their cars want good tight tops for the bad 
weather ahead. The best way to book this class of trade is by 
circularizing automobile owners, using a good form letter or a 
nicely printed folder. The circularizing should suggest that if 
the owner of the car intends driving it through the winter the 
time is now at hand when a torn, worn, or leaky top should be 
replaced or repaired; worn or damaged curtains renewed; and 
broken window lights replaced. The best time to have this 
done is before the rush starts;. that is, just before cold weather 
sets in. 

The circularizing should also suggest that if the car is to be 
laid up for the winter it is an advantage to book an order early 
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[o be effective, display advertising must have something that will atract. A novelty will 
always command attention. When H. R. Beckenbach, Cleveland sales manager for the 
Willys-Overland Co., set about to advertise for fall business he thought of this circling car, 
with no driver, going round and round and round in a circle in front of the salesroom and 
decided that it was just the kind of idea to make people stop, look, wonder and then inquire 


Uf} tp for necessary repair and replacement work, repainting, re- 
° upholstering, or whatever needs to be done to put the car in 








STUDEBAKER AUTOMOBILES good condition for an early spring start. The fellow who is 

" DAY-ELDER TRUCKS annoyed by having to wait for his car to be refitted in the : 

erect tee spring is the chap who delays ordering his work until the last | 
ACCESSORY DEPARTMENT : minute and then expects the repairman to finish his job in a 


couple of days. Maybe he could if a lot of the last-minute 
owners hadn’t brought in their cars at about the same time, all 
wanting them in a hurry and at once. 
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coted with siiving the modern aut 
t i few accessories that 
are necessary to the complete enjayment 
ef motoring. 


Some well planned solicitation along these lines ought to 
make a busy fall and winter season and the connecting link 
between the demand and the supply is circularizing. 
The Willys-Overland, Inc., of Buffalo, is attracting customers 
for used cars through classified advertising and circularizing. 
There is nothing particularly striking in the classified adver- : 
tisements, nothing to distinguish them particularly from other i 
batt ae ea z2 Ss tiny inserts seeking automobile buyers but the company finds 
ot nae aie ay that they are highly productive of results. The circulars are 
distributed at the industrial plants and show pictures of the 
cars and the terms. Circularizing is made on a systematic 
basis. : 
If you will look through the pages of any average newspaper 
you will note that a great deal of the automobile and motor 
truck advertising that appears over the name of various dealers 
is what might be termed of a stereotyped kind. To be success- 
ful, the advertisement, regardless of its nature, should be built 
from the ground up to meet specifically certain local conditions 
which may exist in that territory covered by the newspaper in 
which it is to be published. Most of the automobile and motor 
truck advertising now published in local newspapers is of the 
“ready made” sort and the same advertisement exactly that 
appears in Georgia or New York will appear in newspapers 
published in California. For this reason much of the news- 


This circular, one of a series sent out by mail about paper advertising of this nature has proved more or less of a 
every three months, contains an argument, a short failure. 


description and cuts of accessories. It serves two . 
purposes at least; it stimulates the desire to own the New ideas are important. The public likes novelty and once 


supplies circularized and it gives publicity for the attention is obtained prospects develop. This refers particu- 
house, reminding the customer of the concern aside larly to outdoor display advertising but it concerns other sorts 
from the accessory department of advertising as well. 


A Reyes Serview Unit. with iis compart 


Side Wings or Tonnean Wings must be 
real te be appreeimtod tort Sache 
Wing £25; Towwan Wings, #74.. te 


A Pyrew Fire Extingsisher js good in 
nranve fer the camp Cost #10) 

All of these aecesseries, inclading tires 
uml tubes and many others tow numernis 
on are carritét ia atock jn ot « 
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Chester N“Wraver Co. 
Stadedater Automobdes 
1560 Van Ness Avenue 
San Francisco 























displays in a lighted case 
will sometimes bring prof- 
its out of a dark corner 
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When battery service is one of the things specialized in, a display of this kind will 
show what can be done with an old battery. This will also serve to impress the 
owner of his need for battery supplies and repairs 


HE window display problem is ap- 

proached by two definite methods. 
By far the most common method among 
accessory dealers is to take something 
from every line of goods handled and 
spread these articles systematically over 
the floor, walls, on stands and in every 
other conceivable place. The other is 
the more dignified way and consists in 
bringing together at certain seasons 
those things which naturally are easiest 
to push at that time. Only a few are 
displayed but they are tastily arranged 
and should stimulate a real buying desire. 


In the two illustrations at the top of 
this page the two methods are contrasted. 
In the type of window display shown in 
the right hand picture, not half nor a 
quarter of the usual amount of articles 
are exhibited, and there is nothing in the 
whole window to suggest the approach of 
winter. It strikes one that the window 
appeals mostly to those curious persons 
who take delight in looking through a 
mail order catalog and picking out the 
things they would purchase if they had 
sufficient money. 


The display at the left is simple; 
there are only a few things and they can 
easily be seen from the road so that the 
motorist driving past on a chilly day is 
easily convinced. 

These seasonable displays may be car- 
ried throughout the year. There is almost 
always something to specialize in and 
between times special displays of one 
article or several makes of the same 
device, can be arranged. As an example 
it would be easy to fill a window with 
Ford shock absorbers alone. In Cali- 
fornia or the South a group of picnic kits 
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would make a good display for attracting 
winter visitors. 

At the center to the left is represented 
an old idea in a new way. Its purpose is 
to stimulate sales to winter drivers by 
pointing out graphically their needs. An 
old car, one from the used car stock, is 
better for this than a new car as it shows 
what can be done with an old car, and, 
incidentally, this may sell the used car 
at a good profit. The features to be 
pointed out are connected by colored rib- 
hons (paper will do) to lettered cards 
hung on the glass of the window. Make 
the lettering large so the cards can be 
read from the street and if desired 
descriptions and prices can be added in 
smaller type. 

Many times an idea can be driven home 
by a number of similar things arranged 
in a series in exactly the same way as 
shown at the right-center. 

A lap-robe is more or less uninterest- 
ing in itself, but if a number of them are 
thrown over a screen at just the same 
angle with the corner of each turned 
back exactly alike they will make an 
impression, especially if the linings are 
colored and different. 

Winter displays of service and special- 
ized service are important. Battery dis- 
plays to show how a battery looks before 
and after servicing are valuable and the 
same holds true of tires and radiators, 
especially the latter since they suffer in 
winter. 

If you specialize in any one make of 
tire you no doubt believe in it. You 
cannot always expect a customer to take 
your word, however, especially when it 
costs him money. If you can get the 
manufacturer to make some models to 
demonstrate the superiority of the tire 
you handle, with an enlarged model for 
the window display, you can increase 
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Every one locks the barn 

after the horse is stolen, 

and radiator covers will 

sell better after the first 
or second frost 

















sales and greatly decrease skepticism. 

Window display advertising is like 
most other kinds of advertising in that 
it is hard to trace the direct benefits but 





if a campaign of specializing is laid out 
and adhered to closely for a time a very 
good conclusion can be drawn from the 
way sales follow the articles displayed. 
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Make Your Advertising Say Something 


Next to a Satisfied Customer, Intelligent Advertising 
Will Do Much to Build a Service Organization 





A SATISFIED customer always will be the best form of adver- 


tising any business and it holds especially true in the service 
work on automotive vehicles. 


ay OO many dealers have been satisfied with the cut and dried 

form of advertising sent out by the maker of his product and 
which has no direct bearing on his own surroundings. To adver- 
tise your service properly you must inject some local element into 
your copy. Hitch it up with some event about to take place in your 
town, with the mayor, other prominent citizens, etc. 














ANY of us recall the so-called joke er’s business. It takes the form of hu- wax indignant at the alleged “jokes” 

picture in which a motorist was de- morous comment or illustrations regard- and fervently declare that they are dis- 
picted prostrate under his car on a coun- ing the enormous repair bills sent out’ tortions. The automobile editor of one 
try road, while another man drove past by the service station or by the extreme or the largest newspapers in the United 
him in a horse-drawn buggy, both horse inefficiency of the average service man’s’ gtates which has run a series of really 
and man wearing wide grins. That pic- work. You see it in your own daily pymorous automobile cartoons, many of 
ture was of such frequent recurrence paper two or three times a week Or them “slams” at the repair man, tells 


that the publishers of the humorous mag- oftener. us that not a week goes by that he 


azines might have saved no inconsider- So far, dealers have made little effort doesn’t get indignant letters from deal- 


able sums in artists’ fees by having @ to combat that propaganda. They may ers denouncing hese cartoons as being 
rubber stamp made for it. It used to 


appear on an average of twice or three 
times a week in every newspaper in the 
United States. 

























That sort of thing -might eventually 
have been a mighty bad thing for the 
automobile industry had it been allowed 
to continue uncombated. But automo- 


bile manufacturers combated the influ- 
ence of the stock jokes about automo- 




























biles by bringing to the attention the St. , es { 
truth about motor cars. “a hn wre oN ‘wan 
b — - ‘ 
In a word, they advertised. Don t Store Your Car Thi S Winter 
Get twelve month’ i 
“ » { S Service ev 
Jokes” Hurt the Service Man your car is properly equipped fy year out of your car. It can be done if 








* : right ki ter of real . og 
The jokes appeared two or three times ie — Gnd acetal t0 your car will keep it in Soviet ene ic 


a week. But the advertisements, telling Whi hecetiene able while riding. 
the truth about motor cars, appeared ‘your car. °T comes an estimate on the 
daily and in five or six places in the venience that results from 


paper. And naturally ,people began to 
believe in the automobile. They began AWA NN, 

to discount the automobile jokes for IA ; — 

just w : ‘ . 

j hat they were—jokes. The mere I. 

preponderance of the space occupied by Us) e 


stories telling the truth about cars—for 
advertisements, after all, are merely 
your story—successfully -combated the 
joke-propaganda. 

There is a similar vicious propaganda 
in existence to-day in regard to the im- 


portant Service department of the deal- 
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Wyeming Avenue at Vine Street 








A characteristic winter advertisement. Note that in this case the idea of 
comfort in winter driving is played up strongly 
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| A, pperson Service is a Revelation 


Those who become Apperson owners are um- 
pressed with the thoroughness and efficiency of 
| Apperson Service. As one owner remarked 
recently, “Your monthly inspection service and 
the real interest you show makes the satisfaction 
of Apperson hip 100% 

For example, when you need service, your car 
is personally i ted first by Mr. O. W. Hoff- 
man, Service Manager. The service report is 
then filled out in triplicate, one copy of which 
is sent to the General r, where its con- 








Eastern Distributor ' 
Broad and Race Sts. Philadelphia | 


Mv. &. S. Eichengreen will gladly explain and dememireic the mang 
auperion points of the Appersen. Asch or phone him. Locust 5167-68. 4 | 
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tents are ded in a p file. Another opy i in a permane” e ita co | 
copy is then sent to you. is then sent to you anent file Anothes | 
As a result of this method, we have a complete AS a result of thi ; ™ 
chronology of every car we sell, |B Ponology 18 method we have 
Should you want to sell or trade, we can tell you ould you mod every Apperson complete 
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Two of a series of adverisements used by a dealer. 
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Philadelphia 


The series idea is a 


good one where the total amount to be expended and the territory to be 
reached justify it 


utterly without any foundation in fact 
and usually concluding with threats to 
cancel advertising contracts. 

Cancelling contracts wasn’t the way 
the automobile manufacturers overcame 
their early sales resistance. The tough- 
est thing in the world to threaten—un- 
less it be a traffic policeman—is a news- 
paper. Scaring a reputable newspaper— 
and you don’t have to worry about the 
other kind, for they don’t amount to 
anything—by threats of cancelling ad- 
vertising contracts, just can’t be done. 


Courtesy Brings Courtesy in Return 

The manufacturers in the early days 
lidn’t make that mistake. They beat 
the propaganda by making themselves 
such good customers of the newspaper 
that any plea or request they made was 
at least given courteous attention. Of 


course, they didn’t always get everything 
they wanted, but just the same they 
never made a request which wasn’t thor- 
oughly considered by the publisher be- 
fore it was refused. 

They learned that it was easier to con- 
ciliate than to browbeat. More vulgarly, 
they learned that Bull is a much more 
valuable weapon of defense than brick- 
bats. An example of how courteously 
pleas of automobile manufacturers are 
considered came about three or four 
years ago. The National Automobile 
Chamber of Commerce sent a simple re- 
quest to every newspaper in the United 
States to eliminate the expression 
“pleasure car” and substitute “passenger 
ear.” And to-day there are only a few 
scattered papers which refer to automo- 
biles as “pleasure cars.” 
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The same thing can be done with the 
Service business. That the present 
propaganda has been allowed to grow 
up is no fault of the newspapers. They 
run it because in the beginning it had 
a grain of truth in it and because their 
readers seemed to enjoy it. They right- 
fully feel that if the automobile men 
don’t consider their service business im- 
portant enough to advertise it, the news- 
papers can’t be expected to take it very 
seriously either. 


Your Factory May Assist You 


Don’t however, make the mistake of 
believing that any sort of service adver- 
tising will suffice. Service, to attain its 
due dignity, must be advertised as a com- 
modity in itself. It is only by impress- 
ing upon car owners the importance— 
the necessity, indeed—of good service 
that the service department can be built 
up into a real paying business. 


Frequently our readers have sent us 
clippings of so-called “service ads” to 
show that they were doing their part in 
building up the service branch of the 
retail trade. And, sad to relate, these 
very ads proved they were doing nothing 
of the sort. They were not advertising 
service at all. They were merely adver- 
tising new cars, with Service thrown in 
as a sort of premium; just as newspa- 
pers and magazines years ago used to 
offer a hall clock or a reading room 
lamp or a set of indestructible crockery 
as a premium with a year’s subscription. 

To make service work dignified, to 
combat distrust of service work, you 
must dignify it. And you can’t dignify 
it by offering it as a premium with some 
other commodity you are selling. Let 
your customers know that you are not 
merely in the business of selling cars; 
that you are in the retail automotive 
business and that that business includes 
the selling of service pust as much as 
it does in selling cars. 


Worth Asking For 


Perhaps the Service Men who is also 
a dealer will say: 

“Yes, I realize the need of service ad- 
vertising, but how about the expense. 
My factory is willing to go 50-50 with me 
on new car advertising but I doubt if it 
will do so on service advertising.” 

Perhaps this is so and perhaps not. 
Some of the leading automobile manufac- 
turers in the United States have already 
awakened to the importance of the ser- 
vice end of the industry and are doing 
service advertising of their own. It is al- 
most a certainty that they would be 
willing to co-operate with their dealers 
in similar local advertising. It won’t do 
you any harm to ask the advertising 
department of your factory if it is will- 
ing to help you out, at any rate. The 
worst you can get is a refusal and per- 
haps an offer of co-operation may come 
with a readiness which will astonish you. 

Even in the event of a refusal by the 
factory, howevery, this is no real reason 
for the adandonment of service adver- 
tising. If you aren’t willing to advertise 
your business, you should not be in it. 
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How to Write Sales 
Letters That Sell 


Selling Costs Have Increased! Ways and Means 
for Reducing Them Must Be Found. A More 


Intelligent Use of the Power That Lies in 
Letters Correctly Written Will Aid Materially 


By J. R. HANNON 


Here’s How 


OMEONE has said that “Doing business without advertising 

is like winking at a pretty girl in the dark. You know whai 

you are doing but she doesn’t.” That chap knew what he was 
talking about. 

There are many forms of advertising a business but perhaps 
none so widely used as the sales letter. Practically every form 
of advertising has a follow-up in the form of the sales letter. 
It is a most effective weapon not only for securing immediate 
business but for building up both good-will and prestige. 

The same fundamental principles that apply to successful 
salesmanship are likewise applicable to sales letters. In plan- 
ning a letter or set of sales efforts in the form of letters, it is 
always well to keep in mind these fundamental principles which 
may be classed as follows: 


1l—Attract Attention 
2—Arouse Interest 
8—Create Desire 
4—Stimulate Action 


Each one of these elements should follow in logical sequence 
and, if properly handled, should produce the desired effect. 

For the benefit of those who have forgotten these principles, 
a detailed statement of how to handle each of these elements 
follows: 


The first thing the letter must do is—attract attention. There 
are three good methods of doing this. First, by a statement of 


The following are examples of the statement of facts open- 
img: 

“There is one right way of doing anything and a million 
wrong ways. There are two right ways of learning—one 
by experience and the other by learning from those who 
know.” 

“You have a few worn tires lying idle in your garage. 
No matter what their condition, they’re worth money to 
you.” 

Here are examples of opening paragraph with the question 
method: 

“Do you know that a new savemore carbureter installed 
on your car now would pay for itself before the winter 
season ended?” 

“Do you want to get more mileage from your tires?” 

The “strong assertion” type of opening is accomplished like 
that shown as follows: 

“Your car ts wasting gasoline and gasoline costs 
money !” 

“Don’t blame your car because you are getting less 
mileage now—you are as much at fault as it is.” 

The most common method used in opening a letter is the 
direct statement or the first method shown above. A close 
study of all three methods shows it to be more business-Jike 
because it starts the letter off well and leads the reader into 
the body matter where the arguments it suggests are presented. 
This is about the safest style of opening but one must be sure 
to make a direct statement with sufficient force to command 


an interesting fact. Second, by asking a question. Third, by a 


strong statement or assertion. 


The question method of opening has 
been greatly overworked and great care 
should be taken in using this form. 
Every effort should be made to arrange 
the question paragraph in such a way 
that the reader asks himself whether the 
point brought out applies to him. If it 
strikes the reader in this manner he 
invariably will want to know more. 

The “strong assertion” type of opening 
is rather difficult to handle and will fall 
flat unless followed up with sufficient 
evidence that will leave the reader in a 
receptive mood. On the other hand, there 
is probably no other form of opening 
that has more strength or force to make 
the reader pay quick attention to what 
you claim, than this method of opening. 


the attention desired. 


A glance over the opening paragraphs 
illustrated in the three preceding exam- 
ples will show much use of the words 
“you” and “your.” There’s a reason; in 
fact, this “you” element must never be 
lost sight of in planning a sales letter 
hecause any letter which is to act as a 
personal message must, from the very 
beginning, be addressed directly to ‘the 
reader. Of course, one must use a reas- 
onable amount of judgment in preparing 
the entire letter and it must be remem- 
bered that-there are limits to the use of 
the “you” element, even though it be the 
most important element in sales letter. 


Dow ever start a sales letter with any 
time-worn phrase, such as “You will be 


interested in knowing that we carry the 
largest stock, etc.” or “We desire to call 
your attention to our line of winter 
accessories representing thousands of 
dollars, ete.” 

Such statements are not of material 
interest to the reader. What he wants 
to know is WHAT BENEFIT HE WILL 
DERIVE FROM WHAT YOU HAVE TO 
OFFER, rather than listen to you “blow 
your horn.” Few men care to listen to 
another’s story about his business, its 
earnings, its wonderful growth, etc., un- 
less they ask for it. A better plan is to 
talk about your customer’s problems, 
business, or car. This is why the “you” 
element is such an important part of the 
sales message. 
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Study, in fact, analyze, every para- 
graph of your letter. Forget for a 
moment that you wrote it, place yourself 
in the chair of the reader and see what 
effect it has upon you. Get the other 
fellow’s viewpoint and then if it satisfies 
you—"go to it!” 

Instead of placing some of that mail 
you receive daily in the “willow morgue,” 
keep it and study it. Many of the coun- 
try’s most successful letter writers are 
sending you an education in the art of 
letter writing if you only knew it. 

Try to get into the habit of studying 
the openings of the letters and circulars 
you receive; you’ll find that most of them 
follow the practices and principles out- 
lined. 


When You Write a Letter 
Remember to— 


A—Omit unnecessary introductories 
and stereotyped phrases 

B—State your thoughts clearly and 
effectively. Let your letter be both 
concise and forcible; that is, make 
your statements count for all you 
mean them to, without any unneces- 
sary words and phrases 

c—Paragraph your letter so that 
each thought will stand out forcibly; 
do not “jumble” them together, thus 
spoiling the purpose of the letter 

vp—Be courteous without overdoing 
it; that is, let the recipient of your 
letter feel your good intent and con- 
sideration toward him. This does not 
mean mere politeness; it 1s politeness 
plus consideration 

E—Make the ending of your letter 
mean something—that is, do not in- 
sert a “stock ending,” as this often 
“queers” the original object of the 
letter 


If we will always keep in mind the 
personal element and realize that our 
reader is more interested in himself, his 
needs and his desires than in the things 


we sell, we are going to write our letter 


accordingly and get a ready listener. 
Have your sales letters pass through 
the four stages of Attention, Interest, 
Desire and Action. Write your intro- 














MOTOR AGE 


23 


Start After Winter Business With This Letter 





Dear Sir: 


You will say that there’s quite a difference between 
the man who drives a locomotive and the man who drives 
a car but you’1l admit that both have similar work to 
perform. 


Before every "run" the locomotive engineer gives his 
engine a careful "going over". He sees that every- 
thing is in perfect shape for smooth and safe driving. 


This should also hold true of the man who drives a car, 
but how many owners give their cars the careful 
attention the engineer gives his engine? 


Right now, most cars need a careful “going over", 
either because they’re going to be kept in service 
thrcughcut the winter season or because they are going 
to be stored. 


Certain things must be done to keep your car and its 
engine in perfect running condition if it’s going to 
be kept in service this winter: the carbureter may 
need adjusting because of the change in climatic con- 
ditions; lighter oil may be necessary for the engine, 
a good anti-freeze mixture may save.you time, trouble 
and money. Or, if you have decided to "put up" your 
car for the winter, ample space in a properly heated 
modern garage assures you that the best of care will 
be given your car. 


We now have an ample stock of winter tops, radiator 
covers, windshield wipers, skid chains and a line of 
general accessories that, from a service and economy 
standpoint, should warrant a visit from you and regard- 
less of whether we perform these services for you, 
your visit won’t obligate you in any way. 


We’1ll be glad to adjust your carbureter for you with- 
out charge in order that you may get a chance to view 
our splendid line of winter accessories while waiting. 


Yours very truly, 








ductory chapter from the angle of the 
reader and thus command attention and 


Sample of letter opening with statement of fact 


Convince first, then Persuade! 


interest because of that fact. 


Always 








LETTERS 








ECENTLY I called on a few dealers to get some data 

on the business they were securing through the letter- 
sales letters but, to my surprise, I met with very little 
success. “Why,” I said to myself, “is so little attention 
given to the wonderful business possibilities and the good- 
will building opportunities offered by sales letters?” 

The answer seems to be that little attention is paid to 
this subject—probably because of the lack of knowledge of 
what can be accomplished by this silent salesman or little 
knowledge of certain fundamental principles necessary to 
the proper construction of a successful letter. 





It is true that many dealers are making good use of this 
form of advertising, but it is likewise true that some of 
their letters fall flat. 

The trouble is often due to the fact that many depend 
upon one lengthy letter instead of a series of short ones. 

Again, it will be found that little attention is paid to 
limiting paragraphs to one thought or one argument. 

There are numerous other reasons why letters often fail 
to accomplish the desired result, and Moror Ace hopes 
through this series of articles to correct some of the evils 
that now confront dealers along this particular line. 
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Tags Help 

Advertise 
Your 

Business 





Year ’Round Business 
Is Made Possible by 
the Use of These 
Little Silent Salesmen 









































P WEATHERPROOF TOPS 


MEAN 






Jaar> mm 





FOR FORDS AND DODGE TOURING 





For all models 
gS ti 

t's the top wit! the pat- 
ented sliding door. 


































or break. 

Detroit Weather- 
proof Tops are quickly 
converted from ! 
to open type, or open to 
closed type. 

Backed by the largeat 
manufacturers of All- 
Season Tops in the 
world, Present « 
5 and com- 
fortable investment. OPEN FOR SUMMER 


The New Weatherford Door Top—A i root addi- 
gtte Ney Sree Pte eae reteset 
i thre the Py-ra-lin 


Cp Goer'en Reo boty of our car. @ Note the clear vision obtained 
windows ce average side cuvtoine furnished with your car do bot oller os 
mock vison. 


LOMONT & CO., FORT WAYNE, IND. 


(FACTORY DISTRIBUTORS) 


















































GET OUR PROPOSITION TODAY 

















Order yours now and be sure of delivery when you want it. 
(over) 























Here is a business-getting tag used by 
one dealer to get winter top business 
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E notice your tires need immedi- 7 

ate attention to prevent an acci- 
dent or total loss. We specialize in tire 
and tube vulcanizing—guaranteeing «ll 
of our work—make it worth while. 

McGraw, Mason Tires and Tubes 


Phone Us. We Deliver Anywhere. 
















A car owner is likely to be impressed when he finds this tag on 
his steering wheel 


NE of the most effective silent salesmen you can employ to bring in winter busi- 
ness is the cardboard tag. You have to have these printed anyway in the regular 
operation of your business, so why not cash in on the extra sales value by running 
on the back of these tags something important pertaining to your business. Note, for 
instance, the tag at the bottom of this page, which shows the reverse side of the 
repair tag used by one dealer in selling the customer whose car he is repairing on 
the idea of a winter top. This tag, by the way, is a new one and is made to hang 
over the steering wheel rim by virtue of the irregular shaped cut in the upper right 
hand corner, 


Another instance where a concern is cashing in on new business is that of a tire 
repair station in Iowa, whose card is shown above. The owner of this place or his 
men carry these cards in their pockets and when they spot a car on which the tires 
are in bad shape, out comes a card which is then tied to the steering wheel. The 
result is a much surprised owner who generally takes the first opportunity to pay 
the tire repairman a visit. It will help greatly if color is used in the tags or some 
catchy phrase employed that will “get the owner’s goat” and make it hard for him 
not to show up at your service station next day. Study page 30 of this issue for 
other ways of advertising your service. 














Use the Telephone 


To Get Business 


O you know that your telephone can be used to get 
winter service work? If you are a dealer for one or 
more makes of cars, you know to whom you have sold 
cars and it becomes quite an easy matter to take a little 
journey through your ledger and pick out the name of 
these people. After that the job is simply one of selling. 




















Very often a car owner will be convinced about driving 
his car all winter or storing it with you if you will talk 
to him personally over the telephone. But, you must have something definite to say. 
Don’t merely say “How about letting us fix up your car this winter, Mr. Smith?” or 
some similar expression. Rather, study what is said in the ads and letters in the 
campaign on pages 20 and 21 of this issue. 


As a suggestion, the dealer might get from the service manager or shop foreman 
the names of the people whose cars have recently been in the service station and 
ask these people over the telephone if the work was satisfactorily done. Very often 
a@ man may hold a grudge against the service station but if given a chance to express 
his feelings will do so and a telephone or personal conversation may bring to light 
some interesting things. 


Study the next page and note what is said in the communication by the dealer tv 
an owner who has been in the shop recently. If the dealer will cultivate the habit 
of calling his customers on the telephone occasionally and inject a little persona! 
touch into the work the result will be that the customers will be calling him on the 
phone and these get-togethers in the end mean more business for the dealer and a 
more satisfied customer, 
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A Good Will 
Builder 


Follow Up On Your 


Service Work 












EALIZING the necessity for provid- 

ing a closer connection or bond 
between the customer and the service 
department in order that a more per- 
fect understanding might result, a local 
dealer directs a personally addressed 
letter to the customer with his car at the 
time the owner calls for his machine. In 
that letter, which is enclosed in a stout 
manila paper envelope and tied to the 
steering column of the car, it is stated 
that the work which has been done on the 
car was performed to the best of the 
concern’s ability. Further than _ this 
every detail of the work is described, 
and the parts furnished are listed. Then 
a paragraph is added which earnestly 
requests that the owner make a report 
on the work. If he finds that the work 
does not seem to hold up as he thinks it 
should he is requested to inform them of 
it. A self-addressed envelope is enclosed 
which will aid him in making this report. 


The effect of this personal letter 
scheme involves a bit of psychology. 
Often the owner’s thoughts at the time 
he pays his bill are very much in a 
‘ebellious attitude. He feels that his 
ocketbook has been unduly pinched. It 
is impossible for him to see or appreciate 
the necessity of charging so much for the 
vork. He probably does not stop to 
think that it takes him practically all 
Sunday morning to clean and adjust a set 
of spark plugs, grease the cups and 
‘ighten a nut here and there. 


This is a very productive 
method for 
‘service business after it has 
been obtained. 
sonal attent ion given 
through this scheme 

makes the car owner 

a sold and satisfied 

customer, 
his friends about it 
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increasing 


The per- 


who tells vent 


Which we do, 


We would like 
of Winter a 





If such a train of thought were con- 
tinued no doubt the owner would appre- 
ciate that a charge levied for the work 
he did on the Sunday morning would be 
perhaps four or five dollars. Therefore, 
when the letter describes the processes 
of repairs and the amount of detail in- 
volved in doing the work he becomes sat- 
isfied that there is a justification for the 
bill. 


Will Analyze Service 
Costs 


LL the dealers of Fort Wayne, Ind., 

are preparing to do a lot of in- 
tensive work in pushing the service fea- 
tures of their garages. 


“Now is the time when we have to 
knuckle down and do a lot of hard, 
laborious work,” said Mr. Moss of the 
Moss-Pugh Co., and his sentiments reflect 
the general attitude of the majority of 
dealers. “When sales slacken up then 
we’ve got to work harder, that’s all. We 
are going to push our repair and serv- 
ice departments by a lot of personal 
solicitation and we are going to see to 
it that the repair department makes a 
profit, too. We are now devising a plan 
whereby we can see to it just what every 
single bit of work actually costs when 
everything is figured im -and we are 
either going to make money out of the 
repair work or not do any repair work.” 






nien 
least int - 
yOu to be s 


This Doesn’t Cost Much and the 
Results Are Surprising 








“The present changes in price and all 
that sort of thing,” said one dealer, “will 
be inclined to make the manufacturers 
turn out better cars than ever before. 
The demand for cars is pretty sure, in 
my opinion, to come back strong next 
spring and be even greater than ever 
before. During the winter the dealers 
themselves will have to get down to real 
salesmanship more effectively than ever 
before and so, all the way around. The 
present slump is pretty sure to be a 
mighty good thing for the industry in 
the long run.” 


One prominent dealer of this town 
says, “that it is a pretty hard proposition 
for an agency which is making good in a 
big way with sales, to do very much with 
the repair end of the business outside of 
servicing the cars he sells. When a man 
purchases a car from us he knows before 
buying the car just what sort of service 
he can expect. So when he comes to us 
for service it would make him feel rather 
wrathy to see our repair department 
laboring over a car we never sold, 
especially when he is in a hurry to get 
the work done on his machine. On the 
other hand, the outsider who came to us 
for repairs would become angry if we 
shoved his work aside to service one of 
the cars we had sold. Therefore, we do 
very little repair work outside of servic- 
ing fhe cars we sell,” 





Take a lesson 
from these filling 
stations and see if 
there are not 
some _architec- 
tural features ap- 
plicable to that 
new building you 
are planning 
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Tribute to the 
Automotive Industry 


AGES could be written on the many kindred 

lines of business that have sprung up as 
a result of the vast strides made in the auto- 
motive industry during the last ten years. 
Employment is now given to many hundreds 
of thousand people who earn their livelihood 
from enterprises either directly or indirectly 
concerned with the automotive industry. Take 
for example the gasoline filling stations shown 
on these two pages. It is a distinct tribute 
to the automobile, the motor truck and the 
motorcycle that we have on our best boule- 
vards and streets buildings that vie with the 
best modern architecture affords, to say noth- 
ing about the utilitarian purpose they serve. 
The pictures were taken in various parts of 
the country. It is becoming quite common 
now for filling stations to add to their busi- 
ness by taking on vulcanizing and battery 
work. 


It seems that each filling station tries to out-do its 
neighbor in splendor—aside, perhaps, from the price 


of gasoline and oil 
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Denver is said to 

have some excep- 

tionally neat fill- 

ing stations and 

the picture on the . 

right bears this 
out 























The filling station at the left 
is located on a point of land— 
a strategic location for any 
kind of service organization 
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The building shown at the right might almost 
be taken for the bungalow of a movie star in 
Hollywood 





AS 


Here is shown a 
filling station 
whose owner got 
the idea of the 
design from Mex- 
ico. This station, 
aside from selling 
oil and fuel, also 
does’ vulcanizing 
and battery serv- 
ice work 
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An Advertisin g Campaign That 
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O YOU KNOW 


they formerly stored them? 















service station to not only put your car in the best 
mechanical shape, but that we have everything to 
add to your comfort should you decide to join the 
ever-increasing number of winter-wise motorists? 


Anyway. drive around and let’s talk it over. 







The RUNWELL MOTOR SALES AND SERVICE 
114 West Main Street 
Telephone 236 





ANY dealers, particularly those living in the 

smaller towns, find it difficult to plan an 
advertising campaign to get winter service work 
and for that reason we present here a suggested 
campaign which should bring good results. 

The chief thing to bear in mind in planning an 
advertising campaign of this kind is to have some 
definite things to talk about. It is not enough to 
say merely that a man should drive his car all 
winter or that he should store it. The dealer or 
service station must point out to the car owner 
that regardless of what disposition is made of the 
car during winter he, the dealer, should be allowed 
to get in on the work, because his facilities and 
equipment are better than those of the car owner. 

If the dealer is firmly sold on his own service a 
campaign of this kind is easy to put on. Note in 
the newspaper advertisements and letters on this 
page that the whole line of thought is based on 
the phrase “Your Car This Winter.” At this time 
of the year every car owner thinks about his car 
and that is why the keynote of the advertising 











Your Car This Winter 


that your car 
representing hundreds of dollars is 
too valuable an investment to let lie 
idle four months out of the year? 

Do you know that each year more 
and more motorists are using their 
cars during winter months whereas 


Also, do you know that to get the 
utmost out of your car this winter 
. you must do things to it to insure 

? the best mechanical efficiency from 

the chassis and perfect comfort for the passengers? 


And, do you know that in order to further winter < 
use of cars we have planned and equipped our _ 
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nk Of the ; Frumning your car 
cy bl. this wi 
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matter should contain this point. 
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YOUR FIRST ADVERTISEMENT 


—_—— your local newspaper print up an adver- 

tisement like the one suggested at the top of f ™ 
this page. If you live in a locality where deep ‘ie 
snows and cold weather abound run this ad imme- - 
diately because it is necessary to catch the car . 
owners while they are debating the question of 
winter driving. Get some attractive heading {or 
it and let them know you are in a position to 
help them whether they drive or store their cars, 





After you have watched the returns from ad No. 
1 send out the letter below. You can pick a list 
of people to send this letter to from your ledger, 
from the telephone directory or from the city 
directory. Of course, if you want to cash in on 
other cars than those you may sell, you must 





A’ 


| necessarily word your letter somewhat differently. § dep: 
| In this advertising campaign plan we have as- §¢am 
sumed that the dealer is selling a car, truck and § °®¢4 
tractor and confines his service entirely to these. a 
In other words this dealer services Runwell cars mor 
only. out 

term 

grap 

and 












114 West Main a ” SERVICE Co. 


, Ss. 
TELEPHONE 236 


Novpabor 1, 1920, 
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for winter Weather, 


for you without Drive your 
Yours for Winter driving 
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pear bit. Bush:- 



















» of to oar service station 
7 ove your car . Ps erest- 
eep ve are very giod that you Crete? Looked after, Se nel 0" 
the other day and had your ze feel sure this —_—* ; 
me- oa in @ previous 1ottere = © 
: arivinge 
car in your neater nor primer for 
‘i a you hed no neaser a +t, 
. of “nile ane ca Sy natal o Surchot Ty a coenin * 
at . “ 4f£ you pring in 7 
toe <a for you in & fow nours vy 
fow days. 1 cars 
- to noxt wo make for Runvel . 
P inter incl osure car to 
ars Come in and 100% over the w shall send our denonstratstt @ you 
7 Competter yet, Dnone UH ONE Tt we feel sure vib? ar 
° ° 7 ide vs 
your hone and give ir sible in winter motoring 
that sumer comfort 15 2 ents 
" Toure WME SALES & SEHVICE co. 
0. ii 
list 
eer, 
city 
| on 
; FTER the car owners have taken advantage of your 
nus offe rto adjust their carbureters, get your service 
itly. Fdepartment to check up on the names of those who 
as- ¥came. This will give you something definite to work on, 
and because the car owners who came in for carbureter 
aed adjustment are pretty sure to have made up their minds 
, to drive all winter and the dealer can count on them fox 
cars Bmore business. Therefore, the postal above should go 
out and catch the car owner while he still thinks in 
terms of winter driving. Note that the second para- 
graph is a direct appeal to the owner for a heater 
and primer. 
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Will Help Get Winter Work 








YOUR CAR 
THIS WINTER 


We Are Very Much in Favor 
Car Owners Driving Their 
Cars All Winter 


of 


For You 


But, 
ATERS ; 
| pie If You Have Decided to Store 
| — Your Car, Let Us Do It 


HOOD COVERS 
| RADIATOR COVERS 


Just phone us and we will ae 
a service man up to your garag 


ANTI-FREEZE and get aa car y “cepairs pone 
HA + it, make an 

° ING vant, remove the battery | oe 
| care for it, in fact do a pe 
GLOVES things necessary—about w Ra 
average owner forgets ve = 
ROBES next spring your car wi! LM 
tip-top shape. Don t walt & Se Bs 

ETC cold wave comes along an 


ages your pattery. Let us get 
your car now. 
a We have plenty of space in our 
| warm storeroom. 


| The RUNWELL MOTOR SERVICE and SALES CO. 











A= you have sent the postal card follow-up with 
the advertisement shown above. This ad is primar- 
ily intended to catch the man who wants to lay up his 
car for the winter. However, attention is called to the 
accessories which this concern has on sale and is ready 
toe install. There is, thus, an appeal to the man who is 
going to drive al] winter. 
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THE RUNWELL Motor SALE 


S & SERVI 
114 West Main Stre ae CE Co. 


Bush November 12 1920 
ik, Jose: c 
Thistom | 
Wis. 

Kr. Bush:- | 


11 wondering ab 
out 
me way or another, ariving your 


Perhaps you are sti 
make up your mind o 


car this winter, mt cannot 
Tet’ 


8 get together and settle the thing. 


If 

cus fur ocld western ing, we can 
car, we can help you insure your comfort. Or, if yo waxy ee Or 
that mental anziety of not kawaii for storing you want to store your 
havoc with your battery relieve you of 
rust getting in its * — 


ing, to say nothing of 
We have a warm st 


oreroom and be: 

7 fore we c 

one and stored dry, or periodically shas bk yer Ae 

= e The tires will be removed ghee 

a oil from the engine, clutch. 

Sp: = _ wheel bearings, “nemman os 

pc fresh lubricant. Ye als i 
Polish it before ¢ a 


ean the uplolstery 
are given a coat of a protective : 


2 cover over it. all 
’ substance so they will —— or brass parts | 
Don't you think from ¢ | 


his. 
POS CHES Ge 309 we are in better position tc’ care for your car than 


Before you d 
y lecide anything cam in and tolk things over with 
US. 


Yours for winter motoring, 


WOWWELL WOCOR SALES AND SERVIOE oo, 


th. K. Lavi | 


J.K. levin-RD 





HE next step is to write the above letter to the 
owner. This generally winds up the situation one 
7 way or another. Either the man will drive his car to 
your service station so it can be put in shape for winter 
or he will want you to store it. 

Having landed your man don’t make the mistake of 
forgetting him. Send him the postal below and let him 
know you want to continue to serve him not only 
through the winter months but all the time. This sort 
of procedure produces good will and that after all is 

what brings in service work the year *round and best 
of all a satisfied customer—the finest kind of adver- 
tising. 
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Dear Mr. Bushi~ 
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Advertise 


Cold Weather Season 
Offers Many Induce- 
ments in Battery 


Work ; 


URING cold weather battery effi- 

ciency drops very much and a bat- 
tery is likely to be ruined if a careless 
owner does not take the necessary pre- 
caution to watch his battery carefully. 
Experience seems to indicate that most 
car owners are careless of their batteries 
summer or winter and for that reason 
the battery service station should take 
the bull by the horns and get all or 
nearly all the work encountered with the 
maintenance of a battery. 

The same methods of advertising any 
product can be largely resorted to in 
case of the battery service station. Thus 
newspapers, tags, postals, circulars, etc., 
can be used. The postals shown here 
speak for themselves and are the result 
of a careful analysis on the part of the 
service station man. 

In all battery advertising play up 
even to the point of putting a distinct 
jolt in your message the fact that the 
owner must keep his battery in mind. 

Then, too, there is the man who is 
going to store his car over winter. Cer- 
tainly your service station is in better 
position to keep his battery in shape 
during this time, either by dry or wet 
storage. Let him know in your advertis- 
ing that his battery is safer in your place 
during zero weather than in his home or 
in a cold garage. Point out to him the 
cost of efficient storing as compared to 
‘the price of a new battery. 


Ways in Which 
to Advertise 
Tire Service 


ITH the ever increasing number of 
motor vehicles operating on our 
streets and highways, the opportunities 
in the tire business become correspond- 
ingly greater. There are a dozen ways 
in which the tire service station can 
advertise to properly cash in on winter 
work. 
Here are some suggestions for adver- 
tising your tire service this winter: 
NEWSPAPERS—The right sort of 
newspaper advertising will bring results. 
Try to avoid trite phrases like “we guar- 
antee all our work,” “give us a trial” etc. 
Instead run a picture of the interior of 
your shop showing the equipment you 
have and then point out some one thing 
in particular that you do which you are 
quite certain no one else does and which 
is largely responsible for your success. 
It may be the efficiency with which you 
shoct a service car out to a customer on 
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Your Battery Service 
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Phone Broadway 3191 


To MICHAEL ERT, 
Battery Service Company, — 
Official Willard Service Station, 


Milwatikee. 
Dear Sirs:— 











car, on 


the electrical system of my car. 


Milwaukee, Wis......-----------ee 


Please call for my storage battery now in my 





o’clock, and send receipt to me. Keep battery 


Please send your representative or phone Tegar 
(Scratch out if not wanted.) 


in Dry Storage. 
Wet 


ding overhauling of 











NAME 











ADDRESS 





Phone 


My car is in Garage behind House. 





My car is in Garage WS conssnscumnmntabouel 

















. If you now an using y 
It yourself or let md doh ae you 
to prevent freezing. Keep your batt 
this test you need a freshening cha 
No matter what 
and make test Periodi 
made, If special att 
charges are nominal, 


make of battery yo 
cally, We have a 
ention is needed after t 
our work guaranteed. 





tion 


Why leave ou 
. 10E r . 
bring our battery in 


When fhe looks tike this 
his tires need treatin 


CALL THE TIRE SURGEON 


Motion picture - slides 


effective 


the road, the kind of repairs you spec- 
ialize in, etc. You may even run a pic- 
ture of some noted man in your town for 
whom you have done work and who is 
willing to be quoted in what he has to 
say about your place. 
LETTERS—Letters of the right kind 
get business. Especially is this true if 
you offer the prospect some sort of in- 
ducement. Read pages 22 and 28 of this 


are 


T car, give your batter 
It should show 1.2 1 

-250 specific gravity 
ery to this mark an np 
Tge, to build your b, 


It is Folly to Neglect Your Battery—When 
Our Battery Experts are so Near 


y the hydrometer test every week, Make 


the safet 
d no trouble will , 
attery up. a 2 hehe 


‘0 Car a nd liabl 0 de: tr tio Ww e Ww 
; your a e t 
; “ , Struc 10n hen a phon ? call ill 


Above are shown the business-get- 
ing cards used by a live battery 
service station 


issue and see if there are not some points 
brought out that will help you to write 
business-getting letters. 

TAGS, CIRCULARS, ETC.—Often a 
few hundred tags or circulars will bring 
around a lot of business. Note for ex- 
ample, the tag used by one tire concern 
mentioned on page 24 of this issue. You 
have to be careful about hanging tags 
on owner’s cars in some cities which 
forbid this form of advertising unless a 
permit is obtained. Make sure first that 
you know all about your town before you 
attempt an advertising campaign of this 
kind. 

MOTION PICTURE HOUSES—Good 
opportunities exist in the motion picture 
theatres in your town and adjacent towns 
for advertising your business on the 
screen, Note the picture on this page, 
which is a sample of the sort of pictures 
used by some dealers. 
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Selli ng Service 
sen nit 'in he morning 


rings with it his— 
Service 

















a You make coffee in an 
| electric percolator but 
you are dependent on 




















(| Before you can talk over 

7& Une telephone the operator 

‘| | must sell you her— 
Service 


The boy who breaks his 
wagon is dependent on 
| his dad for— 
7 _ Service il at 
| Those who would survive in the Auto- 
motive Industry must sell their Service 


along with the Car, Truck or Tractor. 
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MOTOR AGE 


Selling Winter Service 
on Passenger Cars 






Keeping the Shop Busy in Winter Won’t be 





November 4, 1921: 


Diplomacy 


Advertising 


Good Service 


Much of a Problem If You Use These Three 


HE motor car dealer must now sell his service just 
In order to attain complete 
success in this field of automotive merchandising the 
same principles applied to the selling of a motor car, or 
a spot light or any other commodity must be employed. 
It will not do to let the motorist drift into the service 
station casually as he has been in the habit of doing. 


as he sells his cars. 


EFORE any attempt is made to corral 
the winter service business, the serv- 
ice organization must be imbued with 
the spirit that, in advertising their ability 
to perform service work, they are prac- 
tically making a guarantee to do the 
most perfect work they know how, and 
that satisfaction to the owner is the 
keynote on which the volume and suc- 
cess of the winter service work is based. 

With the organization thoroughly in- 
stilled with the purpose to do good work, 
the fullest measure of confidence may be 
expressed in the advertisement, in the 
sales letters, over the telephone or by 
solicitation. Once the intimation is made 
that the firm is ready to handle any type 
of service work, the standard must from 
then on be constantly kept on a high 
plane. 

After this preparatory work the busi- 
ness may be sought. The seasonal re- 
quirements should, of course, be given 
first consideration. As an illustration of 
this one dealer makes a practice of send- 
ing his customers a well written letter 
on the subject of anti-freeze. He ex- 
plains all the things that an owner 
should do to keep his car from freezing 
in cold weather. He even suggests how 
some of this solution may be made and 
gives the cost price of the material. The 
letter then explains that with the serv- 
ice system used in the shop, its is pos- 
sible to fill the radiator with anti-freeze 
solution and thoroughly prepare the 
engine and cooling system before the 
anti-freeze is poured in, all at a cost 
less than the owner would have to pay 
to make the solution himself. Besides 
it is suggested that the task is not the 
most agreeable and all this inconveni- 
ence can be eliminated. This dealer has 
gone into the service sales problem very 
thoroughly. 

Every dealer, of course, is not in a 
position to sell anti-freeze and other 
winter driving necessities because his 
climate the year round is warm. Never- 
theless there is something to sell even 
though the climate is warm, and that 
something is good repair work. There 


our efforts. 







comes in every climate the lull between 
seasons. This is the time when the 
strongest impressions can be made, and 
the thought to be impressed is that satis- 
factory winter operation can be had oniy 
with a machine in satisfactory condition. 
The man in a warm climate natura‘ly 
has the thought of laying up his car 
furthermost removed from his mind. He 
has probably been driving the car hard 
all summer. Now with the summer sea- 
son and the vacation tours over the car 
no doubt needs some attention even 
though it does run. 


The Owner’s Folly in Putting Off 


This was very well illustrated recently 
by an owner driving his car into his 
dealer’s place to “have ’er tightened up” 
as he expressed it. Now mind, the car 
was still running. It was hitting on 
five. It squeaked badly. The rear axle 
howled. The horn worked on occasions. 
The engine would heat up duiing idling 
intervals.. The steering gear was loose. 
In all there was easily $200 worth of 
work on the car to fix it up right. 

When the owner was apprised of the 
amount he literally. hit the ceiling. It 
was highway robbery in his estimation. 
He couldn’t see where that amount was 
necessary to fix the car up, and, further- 
more, he wouldn’t see it. He. backed 
out, turned around and drove home. No 
doubt the car is running yet and will 
continue to run for some time, 
some fine day on a nice little week-end 
trip the inevitable happens. At that 
particular time fifty dollars will buy the 
car, and when he has cooled down to 
the boiling point the folly of the act will 
be driven home. The expense of the axle 
repair or whatever else will mount to 
a pretty sum. In addition the rest of 
the defects which have not improved 
since the first estimate was rendered, 
will bring the total probably to two 
times the original repair figure. 

This was a place where a little tactful 
salesmanship would have brought in the 
business. If the owner had been there 
at the time the estimate was made he 


until 


What we have to do to get this business is intensify 
Motorists are beginning to appreciate that 


the pleasure of owning and driving a motor car is far 
greater when they leave their hands off the intricate 
parts and let the service specialists who know how, 
take care of that. 





doubtless would have understood why 
the charge was as large as it was. If 
the service salesman had given the item- 
ized amounts before giving the total 
figure the owner would have been sonie- 
what appeased. A better method still 
would have been to explain the matter 
about as follows: 

“Now there’s a pretty bad hum in the 
rear axle. We would have to remove the 
rear cover plate and probably move the 
differential carrier over somewhat. If 


‘the trouble is not there then we would 


have to examine the pinion gear. The 
flat rate charge for adjusting an axle is 
(referring to the flat rate charge chart) 
$8.50. If there is any reduction on the 
amount of time on this job why, of 
course, you get the benefit of it.” 

By analyzing the situation for the 
owner in that manner he will readily see 
that he is not being over-charged. This 
is, after all, the sole reason an owner 
must be sold on the value of good service 
work. 

There must be a definite campaign in- 
stituted to secure the winter service 
work. In mapping out the campaign, 
every possible source of business must 
be included in the methods which are 
designed to bring the work in. The mail- 
ing list of car owners should be gone 
over. The local advertising should carry 
uppermost the thought of preventive 
service. 

The direct-by-mail advertising must be 
carefully prepared because the intelli- 
gently prepared letter will add cumula- 
tively to the newspaper advertising. It 
may be that even the letter service and 
its careful follow-up system will not 
reap the proper reward, but the consist- 
ent hammering has at least induced a 
thought on the subject. Once the car 
owner gets thinking about what he 
ought to have done before the winter 
season starts, the battle is nearly over. 
His next visit to the service station will 
put the deal over. If the next visit is 
delayed a personal solicitation will do 
the trick. 
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WINTER 


The Time for Tractor Repairs 


The Shop Is Not So Busy and the Farmer 
Can Spare His Tractor More Readily 
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NCE the tractor has been placed on 
the farm, part of the dealer’s busi- 
ness and obligation is finished. The work 
of getting the tractor off the farm at the 
right time for repair and overhaul work 
still remains to be done. The proper 
time to do that is when the tractor is 
used but sparingly or not at all—winter. 
There is a difference of opinion 
among those who service tractors re- 
garding the feasibility of bringing the 
tractor to the service station in town or 
the service station sending out a man or 
two to the farm to work on the tractor 
there. Where the tractor is a small one 
it is entirely possible and even desirable 
at times to load it upon a truck and 
transport it into the city. But, where 
roads are bad and the tractor is of the 
larger type it probably is better to do 
the work on the farm. Another plan is 
to take the engine out of the tractor and 
simply bring it to the service station, as 
nine times out of ten it is the engine that 
must be looked over as it travels at so 
much higher speeds than any of the other 
tractor units. 


Perhaps the tractor dealer is in a more 
fortunate situation in regard to winter 
service work than his other automotive 
brethren. The farmer is a pretty level 
headed business man in this day and age 
and no one realizes better than he that 
good equipment during the working 
season means increased profits to him. 


The dealer must make it his particular 
business to see that there are none of his 
patrons who are not wide-awake. Winter 
should be the easiest time to sell service. 
The farmer is not using his equipment, 
so he will not miss it while it is in the 
service shop for winter repair work. 
Read what a certain tractor dealer found 
out about winter service. In his first 
year in the business he sold a consider- 
able number of tractors in his vicinity. 
Up to the point of instructing his cus- 
tomers thoroughly in the operation of 
their tractors this dealer was all he 
should be. Not a machine was left to the 
manipulation of its owner until the dealer 
assured himself that the latter was com- 
petent, not only to operate his machine 
when everything worked well, but also 
that he was able to do all the little 
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service work necessary to counteract the 
little troubles incident to the operation 
of a machine with which the owner was 
not acquainted. The result of this solici- 
tude on the part of the dealer was that 
he got through his first season with a 
minimum of trouble. Then came winter. 


Spring Sees the Big Troubles 


Spring followed and troubles began to 
multiply. There was hardly a farmer 
who had bought a. tractor the season 
before who did not experience more or 
less difficulty in getting things going 
right in the spring. Things which never 
had happened the fall before began to 
happen with bewildering rapidity. Nearly 
every tractor developed troubles which 
had not been apparent the season before. 
The dealer was kept on the jump day and 
night shooting trouble and he. had his 
diplomacy put to the test smoothing down 
the ruffled plumage of disgruntled and 
angry farmers. What was the trouble? 


Nothing much—at least nothing but 
what might have been foreseen and 





SHOEING YOUR. HORSES 
DURING SPRINGPIOWING 


Would be foolish, wouldn’t 
itP Then why put off hav- 
ing your tractor over- 
hauled and repaired until 
Spring? That is when 
you will need it most and 
can least afford to have it 
laid up. 


Let us come and look over 
the tractor. Our shop . 
will-have plenty of time to 
make all necessary repairs 
before you need to use the 
tractor in the spring and 
we'll both be gainers. 


SMITH MOTOR CO. 


Here is a suggestion for a news- 
paper advertisement to get winter 
service work on tractors 
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avoided very easily. In almost every 
case the tractor, after having accom- 
plished its fall work more or less suc- 
cessfully, had been put into winter quar- 
ters just as it came from the field. It 
came out in the spring in the same con- 
dition it had been in the fall and the 
farmer was trying to meet the difficult 
spring conditions with a machine in no 
fit condition to undertake the task. The 
tractor actually had not deteriorated any 
during the winter, but none of the bolts 
which had shaken loose had been tight- 
ened, none of the adjustments had been 
gone over and all the evidences of wear 
and strain which had accumulated during 
the preceding season were left to develop 
their weakness unrestrained. Naturally, 
these speedily became worse under the 
renewed strains of the spring demands. 
Not a tractor in the lot had been over- 
hauled. Not one of them was in the best 
of condition. Not one of them was com- 
petent to deliver anywhere near 100 per 
cent efficiency. 


That dealer thought the matter over 
carefully and came to the conclusion 
that it was up to him to do something 
more than merely deliver a machine and 
instruct the owner in its immediate use. 
He decided it was clearly his duty to his 
customer to bring such pressure as he 
might to bear to convince the latter of the 
necessity of having his tractor over- 
hauled and put into good condition dur- 
ing the period when it was idle. Then 
it would be in proper condition to work 
efficiently when spring came around. 


Preparatory to putting this idea across 
he fixed up his shop in the fall, putting 
in such tools and equipment as would be 
needed for the thorough overhaul of 
tractors. Then, whenever he sold a 
machine, he tried to impress upon the 
mind of the buyer that in owning a 
tractor he obligated himself to give it 
proper care. This included getting it 
into the dealer’s shop during the winter 
for a thorough overhauling. 


At the present time this dealer is 
reminding his customers of what he told 
them when they bought. He is adver- 
tising the necessity of winter overhaul 
and the facilities he has for doing that 

(Concluded on page 95) 
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Sell preventative service. 
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Don't advise loading the truck to 
twice its carrying capacity for it will be reflected in repair 
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Keep the Truck at Work 


Winter Driving Conditions Will Increase the Num- 
ber of Calls for Service. The Dealer Must Keep the 
Truck Running If He Expects to Keep the Customer 


HAT is service? 

Service is the result of the con- 
centrated efforts of the manufacturer and 
the dealer to give the owner the maxi- 
mum return on his investment. Applied 
to the truck industry it means primarily 
keeping the truck on the road. 

Trucks have been sold without any 
thought of keeping them in operation. 
This seems to be an evolution of the 
bicycle days. A bicycle used to sell for 
$150. Every year the manufacturers 
would make a change, such as reversing 
the handle bars or using a curved instead 
of a straight fork, and called the product 
a new bicycle. It was sold as a new 
sensation and the chief thought was get- 
ting sales. This has also been true to 
a great extent in the merchandising of 
passenger cars and trucks. Manufac- 
turers have cashed in on sales and have 
put the service problem in the back- 
ground. 


The truck business is a problem of 
transportation and if anyone expects to 
go out and get business in the truck field 
today, he must guarantee keeping the 
truck in operation. Service is, undoubt- 
edly, the foundation of the truck industry 
and, therefore, the manufacturer and 
dealer must make a very extensive study 
of transportation conditions and adopt a 
100 per cent service program. . 

The biggest factor of transportation 
applied to the truck business is the time 
element. A recent survey of the truck 


100 Per Cent Sold 


POOTIIOIIIIiiitii 


INTER with its severe weather 

and much poorer driving con- 
ditions means a greater number of 
calls for service. In order to take 
advantage of this opportunity the 
dealer should be able to provide 
quick, efficient service. Sell prevent- 
ive service by educating the truck 
owner. ‘ 

When a truck is sold, the dealer 
should keep track of it and see what 
kind of service it is giving. It is 
natural that the owner will come 
back to the dealer if repairs are 
needed. If this business is getting 
away it is quite certain that there 
must be something wrong with the 
dealer’s service system. 

Maintain 24-hour service if the ter- 
ritory requires it so the truck owner 
will realize the maximum on his in- 
vestment. The unit replacement ser- 
vice system has also proved a big 
item in increasing the efficiency of 
the repair shop and in ition pro- 
vides a means of keeping the shop 
busy during the slack period. 


TITTLE 
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situation in the corn belt embracing 831 
farmer truck owners shows that 90 per 
cent of the owners reported that the 
greatest advantage of the truck was 
“saving time.” In many cases the truck 
is the means of keeping the business 
going and it means a great loss if the 
truck must stand idle. 


How are we going to keep the truck 
running? 

Let’s start with the truck sales man. 
When he goes out to sell a truck, is he 
honest with himself and his prospect? 
If he is trying to sell a two-ton truck 
does he say, “This truck will haul two 
tons” or does he say, “This truck has a 
two ton capacity but you can just as 
well haul three tons?” It stands to rea- 
son that continual overloading of a truck 
will bring it to the service station for 
repairs more frequently and it is further- 
more a big factor in ruining roads. The 
time element being the big factor of 
transportation it is essential that the 
roads be in good condition to permit 
faster driving and at the same time 
lessen wear and tear on the truck. Thus 
it is clear that overloading has a double 
effect and will reflect in repair bills. 


When the truck is sold it must be sold 
on the basis of a transportation vehicle 
and the success or failure of the busi- 
ness is dependent upon the ability of the 
manufacturer and dealer to keep that 
truck on the road. The manufacture 
first of all should design a truck that 
can be easily serviced. The dealer must 
carry a large parts stock and, therefore, 
it is up to the manufacturer to furnish 
parts. Standardization of parts should 
be adopted as far as possible so that it 
will not be necessary to purchase some 
small part from the factory should the 
dealer be unable to supply it. 
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24-Hour Service 


HAT policies and methods should 
the dealer adopt to give real 
service? 

The Service Truck Co. of Chicago have 
adopted this slogan: “In after six, out 
before seven.” This means 24-hour ser- 
vice. There has been a great deal of 
discussion about the 24-service idea but 
there is absolutely no question but what 
it is a prime requirement in the truck 
business. The Service Truck Co. will 
take any truck into their service station 
until eleven p. m. without charge for 
overtime. Eleven o’clock has been chosen 
as the dead line because a careful 
analysis of their business shows that if 
a truck is not in by this time it is not 
very likely to come at all. 

If you don’t believe in 24-hour service 
listen to this story: 


Saved From a Big Loss 


A short time ago one of the trucks of 
a large moving and storage company 
broke down about 7 p.m. The truck was 
earning about $300 a day and the com- 
pany could not afford to have it tied up. 
A certain truck service station was called 
and asked to tow the truck in and make 
the repairs. The manager replied that 
the station was just closing up but they 
would be glad to take care of the truck 
in the morning. Another station was 
called and the manager replied, “Why 
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Twenty-four hour service is essential 

to the truck industry. If a truck 

comes in after six p. m. as shown 

above, get it out by 7 a. m. ready 
for business 


yes, we will be right out and get you 
and have the truck ready in the morn- 
ing.” 

The truck was brought into the repair 
shop and before seven o’clock the next 
morning was back om the street ready 
for business. Now amswer this question 
for yourself. When it comes time for 
more repair work amd the purchase of 
new trucks, who is going to get the busi- 
ness? 


Unit replacement will speed up service and provide a means of keeping the shop 
busy repairing the units 








F every model truck they sell. 
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Unit Service 
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AVE you ever tried the unit replace- 

ment system of servicing the trucks? 
Most traffic managers prefer to have a 
reliable service station at hand than try 
to maintain a repair department. A 
service station can afford to carry a 
more complete parts stock than an indi- 
vidual fleet repair shop and can also 
maintain better repair mechanics. Ar- 
rangements can easily be made with 
truck fleet organizations if the service 
manager will only go out and get the 
business and take care of it after he gets 
it. A satisfied customer will do more to 
keep the repair shop busy than all the 
advertising you can do. 


Emergency Service 


The repair department must be able to 
meet any emergency and give quick satis- 
factory repair. One of the most advan- 
tageous systems that can be used is the 
unit replacement system. It will make 
quicker service possible and help keep 
the repair shop busy during a slack 
period. 

One of the large truck service stations 
in Chicago, using the unit replacement 
system, keeps a complete set of units fox’ 
Some of the 
installations are made for temporary use 
while others are made for permanent 
use. When a truck comes into this sta- 


# tion with a damaged engine that cannot 
be repaired quickly, instead of installing 


a complete engine for temporary use, 
they sell the owner a rebuilt engine at 
a flat-rate price. 

If the engine which has been removed 
can be repaired in their own shops it is 
done but if not it is sent to the factory 
to be rebuilt. Thus it is possible to 
render quick, efficient service and keep. 


the repair shop busy during the slack 
season. 
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LUBBING offers on service work, or 

in other words, Bargain Sales Ser- 
vice Work, is something rather new to 
the service world. The Overland branch 
in Chicago has made great strides with 
its “Clubbing” service and has been the 
means of making that branch pay a profit 
where no other Overland branch would 
finish the year’s business with better than 
an even break. 

The gist of the whole scheme is to 
devise several systems of service and 
offer these systems to twelve or more 
owners. In this way an establishment 
can turn out a high grade of work on a 
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Selling Service 


Through “Clubbing Offers” 


Finding Twelve or More Owners of a Certain Model to 
Have the Same Manner of W ork Performed Makes It Pos- 
sible to Put Overhaul on a Production Basis | 


production basis and very expert help is 
not needed to perform the work. 

After the systems are devised the 
owners should be circularized with a 
well written form letter. An example is 
printed on this page which bears out all 
the points described in the letter writing 
section of this issue on pages 22 and 23. 
The price which can be quoted for this 
work can be much lower than for the 
performance of. the same work on an 
individual car and still show’ a reason- 
able profit. 

In devising the service systems discre- 
tion should be exercised to see that some- 
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Dear Sir:- 
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Suggested letter for the dealer to send to owners of the same make of car 
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thing is going to be sold in nearly every 
system. For example, as pointed out in 
this letter, the first service system does 
not sell anything except the service. In 
the other systems an accessory is in- 
cluded, which, because of the reasonable 
price will no doubt create a lively sale of 
winter car comforts. The service sys- 
tems might be further elaborated by add- 
ing such standard operations as valve 
grinding, cylinder grinding and fitting 
new pistons and rings. 

As far as handling the service work 
on systems of this kind, there is only one 
thing to do in order to turn the work out 
quickly, inexpensively and still do the 
work good, and that way is to do it just 
as if the place were a factory working on 
a big production scale. It will probably 
take about two men at least to handle 
the work efficiently. 


Systematic Overhaul 


If, for example, twelve owners have 
been found who want to avail themselves 
of a service plan that will include say 
valve grinding, chassis inspection and 
general tightening, a thorough oiling of 
the chassis, axles and transmission, in- 
stallation of a new carbureter and a hood 
or radiator cover, then the two men or 
more would all work cooperatively. The 
material for each car would be sorted 
out, and placed alongside each car. The 
cars would be prepared for the work, 
each one in the same manner. The bon- 
nets would be removed from each. Then 
one man perhaps would remove the water 
connections to the engine head and all 
fittings which would interfere with the 
removal of the head. Then the second 
man would come along with a wrench, to 
fit the nuts on the studs which hold the 
head down and remove all these. 


The heads would then be lifted off in 
order by the first man who by this time 
will be finished with the removal of the 
water connections and so forth. By 
alternating in this manner a very efli- 
cient system can be introduced which 
will save many a step and much of the 
mechanic’s time. The valve springs and 
split washers could be removed in their 
order of progression and the valves 
would then be ready for grinding. 

The parts could be assembled in the 
same efficient way. In the meantime the 
new fittings would have been under 
course of application by a third man, 
perhaps, which would finish this part of 
the work. The chassis oiling and greas- 
ing could be handled on a production 
basis which would further systematize 


the work. 
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Sell the Car Owner on Winter Driving 


UTTING the car away for the winter 

is a habit with the majority of auto- 
mobile owners. Like any other habit it 
is seldom broken by the owners’ volition. 
The reason why more car owners do not 
drive their cars during the winter is be- 
cause no one tries to sell them winter 
service. 


For the dealer located in a small town 
with the temperature below zero much 
of the time and the snow deep the solu- 
tion of this problem becomes much more 
difficult. To get around this difficulty, 
the Lahr Motor Sales Co. of Bismark, 
North Dakota, devised a two phase plan. 
First of all, by means of personal let- 
ters, the motorist is shown in a convinc- 
ing way that it is not good business to 
allow his investment in an automobile 
to remain inoperative during the winter. 
The personal letter is a big factor and 
will prove a very valuable companion 
to newspaper advertising. 


The second phase of the eampaign is 
to make the automobile a real conveni- 
ence in the winter. The owner will noi 
drive his car if it is kept in his own un- 
heated garage, nor will be walk a mile 


to a garage to get it. The garage is open 
day and night the year around and as a 
cial service, whenever it is possible to 
spare a man, he is sent to the owner 
with the car or takes the owner where 
he wants to go and brings the car back 
to the garage. 


With such services the number of 
automobile owners who will use their 
ears in the winter will increase remark- 
ably. Having increased the number of 
winter users of cars you will also have 
increased a market for winter acces- 
sories and at the same time you will 
stimulate an interest that will promote 
the sale of closed cars. 





































LAHR Motor SALES COMPANY 


BISMARCK, N. DAKOTA 
Bept. 27, 1920, 
TO AUTOMOBILE OWNERS: 


Here are just a few reasons why you'll like 
our storage - especially during the fall and winter monthe: 


lst - We are centrally located. 





2nd - Our storage is warm and clean. Your car 
is either in the basement or on the third 
floor, away from the dust, and not so 
liable to be damaged ae on the ground 
floor. 


34 - Our service is prompt and courteous. The 
men who wait on you are clean-cut and 
anxious to serve you. 


4th - You do not have to wait for your car: 
Just telephone our Storage Department 
(490) that you want your car at a 
certain time, and it will be ready for 
you to drive out the door. 


Sth - We are OPEN ALL NIGHT - Wighty con- 
venient when you are attending a party 
or the theatre. 


And that isn't all: We are usually able to extend an.additional 
service that will please you. We would like to tell you about 

it if you will call or telephone. We were unable to take care 

of all who wanted storage last fall, and we haven't any additional 
storage space; so would suggest that you make arrangements as soon 


as possible. 


We try like the ‘dickens' to please our patrons - 
when we don't, we should like to know it. 


Very. truly yours, 
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At the top is a letter sent out by 
the Lahn Motor Sales Co. to pro- 
mote the idea of winter motoring. 
Below: Showing how this concern 
has grown from the business on the 
left to the splendid sales and service 
building at right through live sell- 
ing ideas 
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To Insure Year Round Business Sell 
After The Dealer Convinces The Owner That Winter Driving 
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Winter Tops 





EFORE any car owner can be broached with the sub- 

ject of year ’round use of his car he must be sold on 
the idea of winter comfort. This means among the more 
important things some sort of inclosure for the occupants 
of the car to approximate the sedan or coupe. 


Winter inclosures offer an excellent means for the serv- 
ice station to get extra business, particularly at this time 
of the year when some car owners are debating the ques- 
tion as to whether or not to keep on driving. This, there- 
fore, is the logical time to sell him on winter tops or 
curtain inclosures. 


It is now possible to get some form of winter inclosure 
for practically every make of car. Those which simply 
slip over the old top are perhaps the easiest to install but 
have a slight disadvantage in that it is not possible to get 
as clear vision as with those tops using a wood frame 
into which have been set glass panels. 


One of the best ways to sell winter tops is to fit up a 
demonstration car with such a top and drive up to a 
prospect’s house some cold night and take him or his 
family for a short drive. It is made especially more 
effective if a dome light is fitted in the top to light up 
the interior and give a little added touch of luxury. 


When winter tops are fitted there always comes up the 
question of what to do with the old top. Such a top is 
not the easiest thing in the world for the car owner. to 
store. The dealer can do this for him and in spring get 
the job of putting back the touring top and store the 
winter top. 
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Radiator «&’ Hood Covers 





EXT to the comfort afforded by a winter top the motorist 

must be fitted out with a radiator and hood cover, if he 
wants his engine to perform anywhere near normal. There 
is nothing especially difficult about fitting a radiator and 
hood cover and about the only way the dealer can cash in on 
the proposition is on the initial sale. As a rule when you 
have sold a man a winter top he is ninety-nine times out of 
a hundred more sure to buy a radiator and hood cover. 


The market affords many excellent types of radiator and 
hood covers. Right now is the time to carry on an active 
campaign for these articles... Even if a man has no winter 
top and does but little winter driving he wants some kind of 
protection for his radiator and hood. In selling accessories 
of this kind do not bury them in the back of your establish- 
ment. Display them well. Turn to pages 18 and 19 of this 
issue and note the many suggestions there for displaying 
accessories to catch the car owner’s eye. 
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And Install Winter Accessories 
Is The Thing Accessory Sales Follow Almost Automatically 
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Heaters 


ANY of the objections car owners 

have to winter driving is that they 
cannot keep warm. It is up to the 
dealer to show the motorist that these 
objections are without foundation from 
the fact that there are to be had several 
types of excellent car heaters. These 
take heat from the exhaust line or in 
some cases warm water from the radi- 
ator. 

The time to sell a car owner a heater 
is when you take him out in a demon- 
stration car for the purpose of selling a 
winter top. You can point out that 
while the top excludes cold and wet 
weather the warmth is supplied by the 
heater. The average owner cannot in- 


stall a heater. Thus the service station 
has another chance to do installation 
work on these accessories. 


Primers 


Titi) Ti 


ARD starting is one of the “bug 
bears” of winter driving, unless an 
engine is fitted with a priming device of 
some kind. The installation of a primer 


requires some shop work and here again 
it should be the dealer’s service station 
that should do the installation work. 

It is especially desirable that the 
dealer have a demonstration car fitted 
with a priming device and let the pros- 
pect start the engine. It is much more 
convincing to an owner when he can 
actually operate the device and note the 
results. More about this form of selling 
accessories is described on page 53 of 
this issue. 

The installation of primers does not re- 
quire any special equipment. Usually it 
is necessary in the more conventional 
types of primers to bore one or two holes 
in the intake manifold and tap them, put a 
T in the main fuel line, mount the oper- 
ating handle on the dash and connect up 
the equipment with copper tubing. Where 
an engine is already fitted with priming 
cups these can be removed and the fitting 
which comes with the primer put in their 
place. 


Anti-Freeze 
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ERHAPS even before a winter top, 
we should state that the owner who 
drives the year ’round must make sure 
his cooling water is treated with a solu- 
tion or compound that will insure it 
against freezing. In the past there has 
been some condemnation of the prepared 
compounds, but this principally has been 
due to the fact that car owners neglect 
to prepare their radiators, hose coup- 
lings, etc. ,and at the last minute dump 
in a compound with disastrous results. 
Dealers and service stations should 
take it upon themselves to go after the 
anti-freeze business and relieve the car 
owner from worry, the thought being 
that the dealer will assume all responsi- 
bilities in preparing the cooling system 
for winter driving. 











A foot-rail type of tonneau 
heater, which requires drill- 
ing but two holes in the floor 
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Making the Manufacturer’s National Adver- 
tising Create Sales for the Dealer 


The Gibson Merchandising Ser vice Is a New Plan of Intensive 
Action to Be Used in Conjunction with the Release of National 
Advertising Which Will Directly Benefit the Dealer’s Business 


If you were in need of a few new lamp bulbs on your car, wouldn't the appeal of 
this attractive window display bring forth the exclamation, “I know I'll get my 
lights here” 


PPRECIATING that the tie-up be- 

tween automobile accessory and 
equipment manufacturer, his jobber and 
jobbers’ dealers was not as close nor as 
solidly knit as it might be and realiz- 
ing the great benefits which would be 
derived were a closer union established, 
the Gibson Company, Indianapolis, one 
of the country’s largest automotive job- 


which is called the Gibson Merchandis- 
ing Service. 

Thirty to thirty-five automotive equip- 
ment manufacturers are spending $8,000,- 
000 for advertising in national mediums, 
like the Saturday Evening Post, Literary 
Digest, etc. In brief, the aim of the 
Gibson Merchandising Service is for a 
greater return on this vast amount ap- 


bers, instituted a new plan in selling, propriated for advertising. The applica- 


tion of this selling service makes the 
Gibson company more than a mere job- 
ber, or intermediary, between the manu- 
facturer and the dealer. It makes them 
an ideal sales developer for, being in the 
sales business primarily, they can better 
appreciate the advertising presentation. 

The merchandising service supplied by 
the Gibson company includes window dis- 
play, local newspaper advertising, mov- 
ing picture display service, and direct by 
mail and circulars, all of which is 
designed to intensify the advertising 
effort in the national mediums. To 
illustrate the Gibson plan, let us take as 
an example the A-C spark plug which, 
in fact, was the product with which the 
Gibson plan was first tried out. A double 
page spread, featuring the A-C spark 
plugs, recently appeared in several na- 
tional mediums. The Gibson company 
knew the date of release in these papers, 
and prepared an attractive window dis- 
play featuring only A-C spark plugs. 
Circulars were prepared which also fea- 
tured the plug, and these were sent witb 
a well-prepared sales letter to the cus- 
tomers of a certain dealer. The accessory 
counter in this dealer’s establishment 
had its display arranged so that the A-C 
plug was the center of attraction. 

Only one result can follow such an 
intensive advertising plan. The motorist 
first discovers the A-C copy in the Post, 
the Digest, and other papers. Driving by 
his dealer’s establishment, he notices the 
attractive A-C window display. His home 
mail, the same day, includes a letter from 
the dealer, which describes the A-C plug 
pointing out the advantages of having a 
set of spare plugs in the tool kit at all 
times. 

The local newspaper features an adver- 
tisement of the A-C plug, further empha- 
sizing the advantages that are described 
in the national periodical. At the movie 
show that evening, a slide is thrown on 
the screen which shows the dealer’s win- 
dow display of the A-C plug. Driving 
into the dealer’s establishment the next 
day for an adjustment, he is greeted with 
the salutation, “Good morning! Have 
you purchased your A-C spark plugs 
yet?” His eye takes in the accessory 
display, the shelves well stocked witb 
A-C spark plugs, and then, in reply, says 
“No, but I’ll get ’em now.” 

Thus concerted intensive effort pro- 
duces a psychological sales effect that 
brings results. 

Each week that a manufacturer of 
automotive equipment features his prod- 
uct in a national journal, the local dealer 
of that product bombards the town witb 
publicity. Co-operation is all that is 
requested from the dealer. It costs him 
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no money except the little bit for letter- 
heads and envelopes. His local advertis- 
ing is given a new color that emphasizes 
the idea of intensive presentation. 

Not content with increasing the busi- 
ness of the dealer in the towns large 
enough to support a newspaper, the 
Gibson company worked out a merchan- 
dising service for the dealer in the smah 
town where a local newspaper did not 
exist. This service is designed not alone 
to sell a stock of a particular article, but 
to mould the dealer using it into a mod- 
ern merchandiser, who will ultimately 
be in shape to take on the regular Gibson 
Merchandising Service. 


This second form of service includes: 


1. An attractive window display once 
each month. 
Detailed instructions for installing 
window and store arrangement. 

. Printed circulars. 

. Motion picture slides. 

. Samples and specialties whenever 
obtainable. 

. General sales information about 
articles featured. 

. Weekly bulletin covering price 
changes and new goods for the 
week. 

. Free advertising service. 

The company’s advertising depart- 
ment will, without cost, draw up 
forms for hand bills, circulars, or 
posters which the dealer may want 
to use. 


This forceful presentation of the grim possibilities of a bad skid bring home the 


thought that skid chains would have prevented the accident. 


. Direct by mail service. 
A well-prepared letter, approved by 
the dealer, to be sent out four times 
a year—once every three months— 
to a mailing list of not less than 


This secondary service is not to be 
confused with the service first described. 
It simply gives the Gibson salesmen a 
prepared plan to present to every dealer 
he calls on, regardless of his location, 


item in this second plan of service, the 
regular service is identical. The differ- 
ence is that in the place of the first item, 
the window displays are worked out to 
co-ordinate with the appearance of the 


one hundred. large town or small. Except for the first display pages in the national journal. 


be 


Nil 
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The connecting link in the chain of publicity presentation. This window display of Champion plugs is designed to 
harmonize with the other advertising appearing during the week for the same article 
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WINTER—The Battery Man’ s Harvest Time 


Batteries Are Worked 


F your customers are to obtain satis- 

factory operation from their cars this 
winter the batteries of the cars must be 
placed in a satisfactory condition, as 
well as the other units of the electric 
system. Zero weather is not the usual 
thing when the cold ’*comes but when it 
is realized that in zero weather the 
amount of voltage from the battery is 
limited to something like two volts it is 
easy to see that even in less cold weather 
everything must be in pretty favorable 
condition to make the starting motor 
even budge. 

For this reason the commutator of 
the starting motor should be perfectly 
cleaned, and a new set of brushes in- 
stalled. The wiring should be thorough- 
ly gone over and the connections tight- 
ened up to rid the system of the little 
voltage drops that occur every place 
where there is a loose connection. 

It probably will be beneficial to esti- 
mate why the current for charging the 
battery should be heavier for the Winter 
than for the Summer. If we installed 
a large capacity ammeter in the circuit 
of the starting motor and measured the 
amount of current flowing, it would be 
seen that the current would approach 
something like 400 amp. at the time the 
starting button is depressed. This large 
flow would not continue as heavy as that 
during the period of starting motor op- 
eration but it will probably drop to 250 
amp. If the battery is caused to dis- 
charge for thirty seconds at this rate, the 
wattage, or in other words, the amount 
of energy of the flow would probably be 
over 750 watt minutes. These watt min- 
utes must be replaced or the battery will 
soon run down. With a normal charge 
rate of 12 amp. it will require approxi- 
mately 10 min. of engine operation to 
completely charge the battery the equiva- 
lent of the amount discharged. 

In winter time the charge rate is not 
quite as high as in summer. Neither is 


Table of Sulphuric-Acid 
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1.49 
1.41 
1.34 
1.22 
eat 
1.01 
0.92 
0.84 
0.55 
0.348 


1.320 
1.340 
1.360 
1.380 
1.400 
1.500 
1.600 


60.15 
69.12 
77.6 
87.5 
93.19 


0. 639 
1.700 0.369 0.201 
1.800 0.1192 0.0646 
1.835 0.0 0.0 


This table gives the proportions of acid 

to water that should be mixed to obtain 

various degrees of acid concentration for 
the battery solution. 


Harder in Winter 


the battery operating quite as efficient 
as it might be. Consequently a longer 
time must be allowed to recharge the 
battery. From this it follows that the 
charging rate of the generator should 
be increased for the cold months. This 
is done according to methods which 
have been frequently described in Motor 
Ack If the generator is of the third 
brush type the charge rate can be in- 
creased by moving the third brush which 
will generally be found to be a small 
brush next to one of the main brushes. 
On some systems it is possible to move 
this brush without ever looking at it. 
The Delco system for example on the 
Buick car has its third brush adjusted by 
moving the small plate at the bottom of 
the generator which is done after the 
screw which holds it in place is 
loosened. This care will insure that 
the battery will have enough charge to 
keep it up. 

A battery that is kept low in gravity 
in the cold months is very apt to freeze 
as might be’ determined from the table 
in the adjacent column which is to be 
compared with the fact that a mixture 
having a specific gravity of 1.200 freezes 
at sonrething like 13 deg. above zero. It 
follows that the gravity must be main- 
tained at a high level or as close to 
1.280 as possible in order to prevent 
freezing. 

The most common trouble experienced 
with batteries is to occasionally have 
them run down overnight. The cause is 
on some part of the car which allows a 
discharge to take place thus draining the 
battery of its energy. When, in a pre- 
dicament of this kind the owner tells 
the service station he wants some light- 
ning quick attention and his demand 
generally is for a rental battery to be 
installed immediately and for the old 
battery to be recharged. 
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desirable effect. 
lights with a greenish tinge. 





was produced by an electrical effect. 


This window display featuring tires and accessories, was designed to represent a scene on Christmas Eve. 
The brick mantle was made by using tissue paper with cardboard as a background. The burning fire wood 
One large tire was arranged to represent the front of the fireplace, 
and two tires projected through the column, one on each side of the fireplace, which produced a very 
The appearance at night was like a scene around a fireplace. 
The Christmas tree carried many electric lights, and there was suspended 
from the tree numerous small automobile accessories 





It was lighted up by soft 




















Personal Service to Increase Tire Business 


REQUENT contact with customers is 

one means of selling them more tires 
and the better the service extended the 
more often the customers show up for 
service. The whole subject sifts itself 
down to a matter of personal attention 
either by any one of the several members 
of a tire shop force or of some particular 
member of that force. 

The seasoned customer has learned by 
experience that a certain man in the 
place will see that he is properly taken 
care of. And for that reason he always 
looks for that particular man. As he 
becomes better acquainted he takes the 
tire man’s advice on matters relating to 
his tires. 

The owner may for example have an 
idea that his tires will last quite a while 
longer but it requires no stretch of the 
imagination for the tire man to draw a 
little mental picture for the owner as to 
what might happen. In other words at 
a suggestion from the tire man the cus- 
tomer buys another tire or tires as the 
case may be. The tire man knows his 
game. He will take care of the cus- 
tomer. 

Suppose it is a tough, cold day, a tire 
must be changed, a tube repaired on the 
spot and all that sort of thing. The 
owner feels more like taking a walk than 
waiting for the job which has to be done 
so he makes a call or two and when he 
comes back his car is ready for him. 

Or again while the tire man is inflating 
the tires he may note that there is a bad 
spot-in the casing that will soon mean 
a blow out. “Better let me take this off 





and fix it. I will put on your spare or 
lend you an old one.” Now the customer 
knows the tire man and will listen to 
reason. He gets personal service and is 
pleased with it.: When he is told it is 
time to have new tires he does not ques- 
tion the tire man’s judgment but comes 
back like this, “Fix me up, I’ll leave the 
car here. Will be back after lunch.” 
It’s just that simple little human atten- 
tion to the small details that turns the 
trick. 

It is just as efficient in winter as in 
summer. It is just this sort of thing that 
has made one tire company in the East 


a leading establishment. The tire crew 
is human, it knows the trade thoroughly 
and the trade knows the tire crew. 


The skilled tire man is able to tell at 
a glance the condition of the tire as 
regards its inflation. He knows only too 
well the results of under inflafion and 
for that reason, if his mind is bent on 
building a clientele for the house, he will 
suggest that he be allowed to put some 
air into the tire. Suiting the word to 
action he will at the same time expound 
on the dangers of side wall breakdowns, 
which for the most part are caused by- 
under-inflation. 





Be Sure You Cun Benda Your Work 


OO much prosperity does not always produce uniformly good 


results. 


When the repair shop is full to overflowing with work 


awaiting completion, and no competent help to be obtained, it is almost 
impossible to resist the temptation to speed things up a little and the 
result is that some of the casings are not thoroughly cleaned, they are 
not dried out enough before applying the cement, not enough of the 
old fabric is cut away, or the tire is not left in the vulcanizer long 
enough. In the long run it is much better to turn down work than to 
have the car owners in your community run down your work. 

The most valuable asset that any tire repair business can possibly 
acquire is a reputation for always turning out first class jobs. A 
bunch of dissatisfied customers will soon wreck the most prosperous 


business. 


You not only hurt yourself by slighting your work, but you 


help give the tire repair business of the country a black eye. 





—Tire Surgeon. 
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Periodic Inspection Prevents Peak Load 


7 


Rush Service 


Work Is Extended More Evenly Through the Year 


{ tip car owner who argues against an inspection system 
on the grounds that it will inconvenience him too much 
to drop around once a month for a general inspection which 
will consume only a few hours’ time and generally much less 
is not figuring on the time when his car will be laid up 
about a week or more for a general and very thorough over- 
haul. The car may be too valuable to be laid up a few hours 
for an inspection but for the same reason it is also too valuable 
to be laid up for a week or more and this is what a general 
periodic system of inspection circumvents. 

Inasmuch as an inspection system is a means of securing a 
regular amount of service work, it becomes sometimes a 
problem to estimate just what charge should be for the 
inspection. Many times there is no charge made for the 
inspection, and still in other cases where there is legitimate 
reason for a charge a certain amount should be levied. It is 
hardly fair to levy a. charge for the inspection on the same 
basis as service work as this would be too high. 

It is only reasonable to expect that a certain amount of 
work will accrue from the inspection work, and, therefore, the 
inspection charge of the dealer should receive a consideration 
in the light that the charge is very similar to an advertising 
appropriation. Both are means of getting business. 

On some occasions where it is found that there is no reason 
for recommending certain items of repair, it would do no harm 
to suggest to the owner through a letter secured to the steer- 
ing wheel, as is shown in another section of this issue, that 
you have examined the inspection records of the preceding 
months and with them. and the present months’ record a certain 
trouble is manifested throughout a several months’ period and 
is gradually becoming accentuated. As a means of raising 
the owner’s esteem of service work of this high caliber there 
is hardly an equal. It is somewhat allied to the method 
employed by a dealer whose methods were described in Moror 
AGE some time ago. This dealer would make it a practice to 
have his men note and report all peculiarities on owners’ cars 
which happened to be parked along the street. 

If, for example, a car was found where the rear right wheel 


did not run as truly as it might, the dealer would write the 
owner a letter and tell him of it. The owner probably never 
heard of this dealer before, but the fact an interest is shown 
in his welfare makes the owner a good prospect when he buys 
his next car. No car owner will disregard good service. And 
as a factor in the rendering of efficient service an inspection 
system ranks high. 

One of the big advantages of any inspection system is 
that it foretells of trouble, and before the trouble has had time 
to develop into anything of serious note it may be corrected. 
This is a very important factor which should be presented to 
the owner as a reason why the inspection will save him money. 


Much of the service work done to-day is easily attributed to 
faulty operation due to the inexperience of the driver. The 
only way to remedy this difficulty is to educate the owner, 
and inasmuch as the dealer is practically the only source 
where the owner may obtain this information it remains for 
the dealer to supply the link in the chain. We do not mean 
that the dealer should conduct a school or a motor car clinic 
for the benefit of the owner, but there is a means whereby 
this information may be dispensed without inconvenience to 
the mechanics. 

When the inspection report is made out arrange to have the 
owner spend a little time with the man that makes out the 
report. He will by association in this way gain the viewpoint 
of the expert, which will be of vast benefit to him in correcting 
the treatment that causes the trouble. To still further the 
educational work the report should be made out in duplicate, 
one being sent to the owner that he may study it and the other, 
of course, being retained by the dealer and kept on file. 

The monthly inspection system is not a fanciful dream of 
an editor who sits at a desk, but is a method used by many 
dealers in this and other cities, where people consider their 
time as money. As a time saver a good inspection is a money- 
maker both for the car owner and the dealer and is well worth 
the serious thought of anyone who wishes to increase his 
service business and provide better satisfaction to the owners. 





Owner. 
Engine No 
1. Is radiator full? 
2. Is anti-freeze r 
Is fan belt tight 
Is water hose in good condition? 





Model 








uired? 








Monthly Car Inspection Report 


Date. 
Mileage 
24. With starting and lighting system: 
(a) Commutators and brushes clean?...... 
(b) What is voltage across generator brushes? 














Are all water joints tight? 
Are crankcase to frame bolts tight? 
Is carbureter adjustment correct? 
Are gasoline screens clean? 
Does carbureter choke properly? 
Is compression good? 

Cyl. No. 1 > 
Are valves properly adjusted? 
Should valves be ground? 
Should carbon be cleaned? 
Has engine normal power? 
Is crankcase oil up to level? 
Should oil be changed? 
What is oil pressure, engine idling? 
Are ignition breaker points clean and properly adjusted?............. a 












































Is distributer box clean? —. 


(c) Is battery watered? 

(d) Are connections good? 

(e) What is gravity of each cell?. 

Cell No. 1 2 

(f) Are lamp bulbs good? 

(g) Condition of other electrical accessories? ...................-- 

Are universal joints in good condition? 
Are wheel bearings properly adjusted? 
Is steering properly lined up? 
Are steering connections tight? 
Is foot brake properly adjusted? 
Is hand brake properly adjusted? 
Should brakes be relined? 

. Are spring clips tight? 
.-- Is torque arm tight? 
What is condition of tires? 


















































Are spark plug gaps correct? 
Does clutch brake work properly? 
Is clutch action smooth? 
Name any point which shows that proper lubrication has been 











What is general condition of car? 
Is car operated intelligently? 
Is rear x in perfect adjustment? 
Are there any matters requiring attention not already covered? 














neglected 





























Inspector. 
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What Some 
Dealers Are 


Doing . 


HAT are you doing to help winter 

sales? Here are ways in which 
some dealers are going about getting 
business. 

A progressive dealer maintains a com- 
plete card index in which prospects are 
cataloged from every possible angle, 
by profession, by worth, by earning 
capacity, etc. As the winter season 
approaches the company turns to its cat- 
alogue and digs out the prospects whose 
business profits run greater in the winter 
months than at any other time, such as 
coal dealers, furriers, etc. These receive 
special attention and the company has 
found that the system brings unusually 
effective results. 





Concentrate on One 
Thing 


Instead of filling his display windows 
with a general line of supplies running 
from skid chains to a lap robe, another 
dealer features one line at a time. Last 
winter he heaped the window full of lap 
robes, nothing but lap robes, mountains 
of lap robes and the motorist liked it. 
The company sold more lap robes from 
that display than had been sold in any 
two years before that. 

A special closed car argument is made 
to farmers and rural dwellers, pointing 
out the necessity of closed cars to owners 
who are so situated as to require them 
to make long drives regardless of 
weather. 
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Special winter warnings are sent out by one dealer suggesting preper steps to 
take for the efficient and safe operation of cars during the winter. The warn- 
ings give the proper percentage of alcohol and water to use’in the radiators and 
the owners are directed, among other things, to pay particular attention to the 
hose connections and the pump washers in the cooling systems. Below: Such 
letters as these are bringing results to the dealers who are sending them out to 


help winter business. They are merely samples of many efforts that are being 
made throughout the country to keep the sales curves from taking a downward 
trend during the winter months 
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Plan Your Shop Service This Winter 


A Suggested Outline of Procedure In Overhauling 
and Adjustments Necessary for Winter Running 


ECESSITY of periodic and careful overhaul of 

machinery is a fact that to the mechanical mind 
is apparent and to the lay mind is scarcely less appre- 
ciated, but with the latter the subject is given less at- 
tention, hence the need of the mechanic. 

Considering the car as a whole, it is possible to out- 
line a system which embraces the inspection, the repair 
and the final adjustment of all cars in a manner com- 
mon to all. 

Outlined here are the various parts of the car. While 
it is true that there is considerable difference between 
a Pierce-Arrow car and an Overland, it is not less true 
that the division of component parts in this list is ap- 
plicable to all types of car, the differences in construc- 
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tion resulting from different designing rather than 
variation from principle. 

A good mechanic may easily work on different 
makes of cars with the same accuracy and rapidity as 
if he had worked on that one car alone during his 
experience as a motor car mechanic. His natural dex- 
terity and ability will make him quick to appreciate 
that a quarter turn of an adjustment screw on one type 
of ring gear adjustment collar and a turn and a half 
on some other type does not necessarily constitute a 
departure from construction principle. 

What to do in an emergency in order that a stranded 
car may be brought to the service station, requires 
different treatment from the problem of overhaul. 


MERGENCY repairs are made to last 

for the time being only, but work 
done during an overhaul must be an 
actual “renewing.” The car must 
again be made ready for the road and 
when finally turned out should be in as 
good condition as a new car, better in 
fact, because a new car has not as yet 
been “run in,” while an old car, rehab- 
ilitated, has been run in and has, fig- 
uratively, had the wrinkles ironed out 
of it. So it is well to bear in mind that 
work brought in for winter’ service 
should be done thoroughly with the 
thought in mind that everything done 
must have the appearance and actual 
qualities of durability and permanence. 


Cooling Is Given in Detail 


The subject of cooling and the repail 
of the radiator, for instance, is taken up, 
with an outline of the methods used and 
the cleaning and testing of the radiator is 
given. One of the most frequent difficul- 
ties experienced by the motorist in this 
connection, during the winter, is the 
freezing of radiators. The repair depart- 
ment should have a carefully outlined 
plan by which these cases can be most 
economically handled. We are suggest- 
ing the plans for the construction of a 
radiator repair stand which greatly 
facilitates these repairs. Then again we 
illustrate and describe the methods em- 
ployed in the repair of a_ tubular 
radiator. 


Regarding the adjustments’ neces- 
sitated by the coming of cold weather, 
it might at first thought be said that the 
lubrication is about the only thing which 
needs attention. Investigation shows, 
however, that with a poorly charged bat- 
tery the electrolyte is apt to freeze, that 
is, because of the increased difficulty in 
carburetion, the drain on the battery is 
much heavier during the period of start- 
ing. From this it follows that the gen- 
erator should charge slightly more dur- 
ing the winter than during the summer. 
Further investigation shows that the 
steering gear should be more reliable in 
the winter than in the summer because 














WHAT CONSTITUTES A 
COMPLETE OVERHAUL 


COOLING 
Cleaning radiator 
Repairing radiator 
New hose connections 
LUBRICATION 
Substiting lighter oil 
Chassis lubrication 


CARBURETION 
Hot air connections 
Cleaning strainers 
STEERING GEAR 
Taking up play 
Aligning wheels 
Front wheel bearings 


CLUTCH 
Care of disk type 
Care of cone type 
Adjustments 
BRAKES 
Adjusting 
Relining 
REAR AXLE 
Adjustment of gears 
ELECTRIC SYSTEM 
Battery care 
Adjusting charging rates 
Generator care 
TIRES 
Care and repair 





of ‘the increased difficulty of handling a 
car on a road covered with snow and ice. 
Likewise the brakes should be adjusted 
with greater care. The wheels are much 
more apt to skid on a snow covered road 
than on a dry road and the importance 
of seeing that the brakes take hold 
evenly becomes of great importance. 


The preparation of the shop to meet 
this incoming business bears close scru- 
tiny, for it is only through a _ well- 
arranged shop, where system and effi- 
ciency predominate, that the dealer will 
be able to take care of this winter 
service. 


Cleanliness Is Necessary 


First of all, go over the repair depart- 
ment and give it a thorough cleaning. To 
the business man bringing his car into 
a clean shop this makes an indelible im- 
pression. This is the type of man who 
is used to having his office clean and 
presentable, and he likes to see the same 
thing in the shop which is going to han- 
dle his car. He likes to think that when 
the car is ready any member of his fam- 
ily can go to the service station and call 
for the car, being sure that it will be 
clean. 


Have on hand some equipment that 
will assure the car being turned out free 
of grease. Fender covers are a cheap 
investment in this line. Be sure that the 
men are properly arrayed in clean over- 
alls. One successful shop that the writer 
has in mind, furnishes white overalls to 
the men. A clean pair is issued daily. 
The impression that this creates has re- 
sulted in so much service business for 
this man that he feels sure it would pay 
to furnish two, or three if the need was 
there, clean suits a day. 

Bear in mind that the car owner who 
visits your service station is used to the 
things we like to see in every walk 
of life—cleanliness, good methods and 
treatment that commands respéct. Con- 
sider him your meal ticket and remember 
every time you do him a good turn, 
which, after all, means giving. him the 
service he seeks, up goes the value of 
your meal ticket. 
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Equipmen 


C The poor carpenter 
always complains of 


his tools. 































©The defeated oarsman 
berates his boat. 














c/Vapoleon was beaten in Russia 
through failing supplies. 
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The Service Man like the 
carpenter has no excuse 
for using poor tools. Good 


Equipment is the surest means 
of securing and holding trade. 
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GOING to BUILD? 


By TOM WILDER 


RYING to please everyone, pleasing no one, and losing 
his mule in the bargain was the fate of a man in one of 
Aesop’s fables. 

Moror AGE is taking Aesop’s tip and instead of trying to 
please everyone has designed a building to fit the space most 
commonly possessed by prospective builders. Thus we are 
trying to please the conditions instead of the builders and 
hope, eventually, to get the builder. 

Our sales and service building has been designed as it is 
with several things in mind. First, the size of the lot, 50 ft. 
by 125 ft. is taken because inquiries received by our depart- 
ment of automotive architecture show that this is the size 
most generally used. Second, it has been made two stories 
high because on a lot of this size a complete building with all 
the necessary departments cannot be made otherwise. Third, 
it has been located on a corner because a corner is much 
superior to an inside lot both from the standpoint of light and 
of convenience. Fourth, reinforced concrete has been selected 
for the foundation because that material has been found to be 
best for buildings of this kind. They are vibrationless, solid, 
fireproof, sanitary and almost proof against decay. Fifth, 
while somewhat more expensive, we have trussed the roof of 
the second floor in order to do away with all posts and thus 
provide a clear floor. Starting with the car sales room, while 
it is not extremely large 18 ft. by 48 ft. is not a small room— 
three or four cars may be displayed, but that is all. The 
general office is in an alcove off the showroom and has a 
door leading back out of it into the garage. 

One of the best features of the sales part of the plan is the 
way the accessory store is handled. While being practically 


separated from the car sales department it is very close so 
that clerks in the office can look after the accessories during 
temporary absences of the regular accessory salesman. Both 
the accessory salesroom and show window are placed to be 
in full view of patrons of the service station and gasoline 
pump. 

It has been thought best to have a small stockroom for 
accessories on the first floor with the main parts stock on the 
second floor. All parts to customers will be delivered by 
dumb waiter to the first floor and over the accessory counter 
to the customer. This system will keep the customer out of 
the shop and at the same time conserve space on the main 
floor usually taken by the stock room. It will also make for 
neater looking surroundings since the mess always attendant 
to receiving and shipping parts will be out of sight on the 
second floor. 

It is always difficult to place an elevator in a building of 
this size so that it will neither cause congestion nor require 
an unreasonable amount of space. Here it is handy to the 
door but still a car waiting to get on will not block the 
passage as can be seen from the diagram. 

By reserving the entire second floor for service, the elevator 
will be called upon for use only in connection with the mov- 
ing of cars to and from the shop and for which service a 
charge can be made. These charges should nearly cover the 
cost of operation. 

The service manager’s office is placed near the car entrance 
and a space should be retained for the inspection of cars 
preferably just to the left of the entrance as one comes in. 
Here the inspector or trouble shooter has good light and 

(Concluded on page 95) 
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THE BASEMENT PLAN HAS NOT BEEN 
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WINTER COAL CONSERVATION 


INTER in the motor car industry is 

a time of shortened profits and in- 
creased expense. We build our garages 
in the summer, making them large and 
airy with lofty arches and extensive glass 
areas. Then along comes winter and 
takes all the joy out of life. In spite of 
all the coal we can shovel into an un- 
appreciative furnace, the icy temperature 
is hardly perceptibly raised and every 
time a door’ is opened, the cold wind 
whistles in as if to overwhelm us. While 
the weather is warm there is seldom a 
thought given to winter conditions and 
many times a few changes: would affect 
enormous saving. 

For instance, when the shop is not 
enclosed but at one side of the garage 
and virtually a part of it the whole room 
must be kept at a fairly high tempera- 
ture to be a fit place for efficient work. 
It is necessary to warm a garage for 
storage but slightly. It must be kept a 
little above the freezing point, 40 deg. to 
45 deg. being better for a car than a 
warmer temperature. Many times cars 
kept in a warm room and taken from 
there to a temperature below zero will 
have their varnish cracked, if not peeled 
off. 

Big Saving In Coal 

If we figure it up carefully, we can see 
that to save enough coal to raise the 
temperature of the garage 20 deg. or 
from 40 to 60 deg. and keep it there all 
winter would meun no small saving. 
Where the average winter temperature 
is 10 deg. above zero, this would amount 
to approximately 40 per cent of the coal 
used. 

Beside the actual saving in coal, there 
is another reason for separating the shop 
from the garage. When the garage is 
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A Few Notes and Suggestions Towards Making 
Winter Heating Less Expensive 
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This diagram is to illustrate why it is hard to heat different sections of a garage 


to their proper temperatures wh 


en they are not properly separated 
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No exchange of heat between departments can exist in a case like this 


closed up to retain heat the air some- 
times gets very bad from smoke and 
exhaust gases and while perfect venti- 
lation like high temperature is not neces- 
sary in the garage, it is quite essential to 
good work in the shop. 

In dividing off the shop, good results 
will only be obtained when the partitions 
go clear to the ceiling or roof as the case 
may be. 

Another point worth considering is the 
condition brought about in most garages 
by the trussed roofs with their spacious 
openings, far greater than necessary but 
alr requiring heat and plenty of it. 

We recently saw an exception to the 
rule where, in a new garage, ceiling 
joists carrying lath and plaster were 
supported on the under side of the 
trusses. This not only cut down the 
space to be heated by about a third, but 
made the remaining two-thirds much 


\ Controlled ventilation is much bi 
more economical and gives 
more satisfactory results than 


the ordinary open window 44d 


methods e 
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easier to heat by reason of the double 
ceiling and dead air space between.. 

Windows and doors should have atten- 
tion. If they don’t fit or shut properly 
have them fixed. If they fit but are not 
tight, equip them with weather strips. 
The men can do this themselves during a 
lull in repair work if the material has 
been ordered and is on hand. A large 
sliding door is also a fertile source of 
cold. drafts. 


Window Ventilation Not Satisfactory 


Returning to the ventilation problem, 
many times it is necessary to improve 
conditions in the shop and securing the 
improvement by opening a window is 
anything but satisfactory in cold cli- 
mates. It would be much better to pipe 
the cold fresh air to where it is wanted 
and then warm it by having it pass 
through a coil or radiator. If the air is 

brought from above there will be 
no question but what it will come 
dowr of its own accord since cold 
R air is heavier and will always fall. 


) 








ihc 


F 
ll RADIATOR 


ae: 
2 
SSS SSS 





a 





Ml): 





50 MOTOR AGE November 4, 1920 


Some Service Trucks to Bring in Winter Work 


The service truck shown above is equipped to 
do about every kind of road work imaginable. 
Here it is shown bringing in a disabled car 


The service patrol used by a 

New York dealer, at the left, 

and below, a similar car fitted 

with a powerful crane, tow- 
bar, etc. 





The light truck shown in the circle 

below is one used by a tire dealer 

in Iowa for road service. It carries 

an air tank, jacks, tubes, casings, 
etc. 




















Still another type of service car, wherein the 

driver is completely housed in. A car of this 

kind is useful for delivery work in connection 
with service work 
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tractors driven into your shop under their 

own power for repairs, but to cash in close 
to 100 per cent on all repair work you must 
have a service or “trouble car.” Just how this 
car should be equipped is hard to say as much 
depends on what it is going to be used for. 
For this reason, we present two pages of pic- 
tures showing the service cars used by various 
dealers or service stations throughout the 
country. 

There is shown here practically every kind 
of service car from the light speedy rig to 
shoot out to a passenger car held up with elec- 
tric trouble to the heavy truck service vehicle 
that can pick up a car or the greater part of a 
tractor and carry it on its back to town. 

As a general thing it will pay in the long 
run to buy the equipment which the market 
affords in the way of cranes, etc. to be 
mounted on service trucks, although many 
shops have been able to rig up their own out- 
fits with various degrees of success. 

Very often much cleverness is displayed in 
designing service cars. Note for instance the 
electric generating outfit shown in the circle 
on this page and which is mounted on the 
truck pictured immediately below it. Some of 
these trucks carry a miniature machine shop, 
so that almost any kind of repair is possible 
on the road or field, in case the repair pertains 
to a truck or tractor on a farm. 

The service car shown at the bottom of this 
page is one used by a battery service station in 
Cedar Rapids, Iowa, which concern 
also is agent for a farm light plant. 
The truck is used for service and 
demonstrating work. 

In selecting a chassis for the 
service car, care must be taken not 
to pick one that is ready for the 
junk pile. The service car ought to 
be in perfect shape at all times, be- 
cause imagine the embarassing 
position the shop would be in if it 
had to tell the customer that the 
service car was out of commission. 


| « one thing to have cars, trucks and 


~ In the circle at the right is 
shown a_ generator set as 


mounted on the truck below 


This truck carries a small machine shop and is 
used for truck service exclusively 


Truck used by an lowa farm 
light dealer for service and 
demonstration work 
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With this equipment the truck 
can handle the heaviest kind 
of service 
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These su g- 
gestions are in- 
tended more to induce 
someone to make experiments 
along this line than as being prac- 
tical suggestions 


Whittier said: 


“Blow high, blow low, not all the snow, 
Can quench our hearth fire’s ruddy glow.” 


HAT was alright in the “good old days,” but now things are 
different and the motor car dealer of the Northern states 
says —— well, perhaps what he says wouldn’t look well in 
print. Not only is he snowed in but all the surrounding country 
as well, Practically speaking, not a wheel turns until spring. 

The problem of these northern dealers is to get enough busi- 
ness to keep their men or at least some of the best mechanics 
busy so they will be on hand for the spring rush. 

There is plenty of repairing and overhauling to be done on 
cars in the surrounding country but there is no way to bring 
the cars in and dealers in these deep snow sections almost 
unanimously admit that the best thing they can do is to close 
up shop and hibernate until spring. 

Moror Ace dislikes to see such things. We have brought our- the packed snow why not glide over it smoothly? 
selves to believe that the motor car is a year ’round proposition Might be a good idea for the service car 
and, naturally, a condition of this kind hurts. 

On this page are a number of suggestions for beating Old 
Man Snow. We admit that we do not know whether they are 
practical or not but believe that if some of the ingenuity of the 
service man and his force were exerted along this line some 
valuable scheme might be evolved. 

If necessity is the mother of invention there should be some 
fine children born since some contrivance of this sort that could 
negotiate the drifts and bring repair work in from the country 
would pay well and allow a man to preserve his organization 
through the winter. 

Perhaps a dealer in one make of car could have some kind 
of runners similar to those shown on the Ford; these he could 
send or take out into the country, attach to the car like snow- 
shoes on a horse and drive in spite of the snow. 

We say “perhaps”—perhaps it wouldn’t work but the man who 
sent us the photo said it would. 

Much greater difficulties have been surnfOunted and we hope 








Instead of the front wheels bumping and thumping 





to hear of something practical being evolved before another Both of the above rigs are claimed to have run suc- 
winter. Some clever mechanic should build a “snow-going” cessfully, the lower one making trips over snowbound 
service car that could run out into the country and tow a car mountain roads or no roads at all with as little effort 


mounted on some kind of runners or skids. as an ordinary car on concrete highways 
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Two Ways to Increase Accessory Sales 


No owner will stand out in the cold to look at an accessory 
display. Play up the winter appliances in the Service Sta- 
tion where they will attract some attention 








HEN the car owner comes into the service station to get 

his car which is in live storage it is very probable that 

he will have to wait a few minutes while the mechanics move 

any cars that may be in the way. During this period he is 

walking aimlessly about the service station viewing everything 

in general. Why not have an attractive display composed of 
the accessories you handle? 

It will attract a lot of attention and the accessories that 

are essential for additional convenience and comfort of the 








driver will be before him when he is most interested and in a 
buying mood. A display of this kind can be arranged at a low 
cost and need not represent a large number of any one device. 


The thought of preparing a car for display, mentioned else- 
where on this page, is a good one. One who is waiting a 
few minutes for his car, will not mind to wait if his time may 
be spent in an interested examination of a few new and handy 
articles installed on a_car. 


Practical Demonstrations to Aid Accessory Sales 


RACTICAL demonstration is one of the most effective sell- 
ing methods and affords an opportunity of convincing a 
man of the value of a device by having him operate it himself. 
When a dealer tries to sell a car, doesn’t he make arrange- 
ments to give a demonstration to present the selling points 
of the car? 
Why not apply this system to accessory sales? Many acces- 
sories can be displayed to very good advantage in a window 


WINTER TOPS. Comfort is the first essential of winter driv- 
ing. A winter top is never appreciated until it is seen installed 
on a car and the prospective buyer has had the opportunity 
of examining it thoroughly. 


HEATERS. Even with the use of a winter top the comforts 
have not reached a maximum. An exhaust heater that can be 
easily controlled will permit driving in the very coldest of 
weather without wearing heavy overcoats and gloves. 


PRIMERS. Winter always brings to life the difficulty of start- 
ing the car during the cold weather. An engine cannot very 
well be started in the display room and a car owner will not 
realize the advantage of a primer until he has started a car 
that has one installed. 


but there are many devices that are never appreciated until 
the prospective buyer has a chance to put his hands on them. 

Take a car, equip it with some of the winter accessories and 
keep it in the service station where the owner can get the full 
effect and advantage of the appliances installed. Be careful 
not to put so many novelties on it that it will look like a 
plaything. Among the winter accessories that can be presented 
are: 


RADIATOR COVERS. In order to get satisfactory running 
the cooling effect on the engine must be regulated during the 
cold weather. This can be accomplished with radiator covers 
or shutters and in addition a radiator cover will prove valuable 
while the car is parked. 


CHAINS. There is more or less snow and ice during the 
winter in many localities and in sections where there is very 
little cold weather there is probably a rainy season. Chains 
are a big factor in avoiding accidents and they are of great 
advantage in aiding traction. 


BUMPERS. Every car should be equipped with a bumper. 
The bumper is more useful in the winter than in the summer 
because of the greater number of collisions that occur because 
of the slippery road conditions. The installation of a bumper 
will also reduce the insurance rate. 
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Rebuilding Used Cars to Make Profit 


A Little Work on the 
Part of Your Shdp 
Often Adds Several 
Hundred Dollars on the 
Price of the Old Car 


NE of the answers to the used 

car problem is the rebuilt car. 
By this we mean taking an old 
car, renewing the chassis to some 
extent, fitting a body of modern 
‘vintage to it and finally giving the 
whole a finish that will meet the 
taste of every prospective buyer 
who feels he cannot buy a new car, 
but does not want to accept a used 
car “as is.” 


Good serviceable cars like the 
high-priced models of several years 
ago will often bring a comparatively 
high price when fitted with a mod- 
ern body, or even a body of the 
roadster type, in which we generally 
find a lowered steering gear, hood 
with a small shroud, bucket seats 
and a tank and trunk at the rear. 

The chief thing the dealer must 
bear in mind before attempting to 
alter a car is to make sure the work 
can be handled in his shop or that 
his town affords a good woodworker 
and metal worker who must neces- 
sarily do a large part of the work, 
as the average service station or 
garage hardly is in position to do 
much body work. 

If the dealer handles one make of car 
it would be well to make paper or wood 
patterns of the various pieces used in 
making the body which will make it easy 
to lay out a similar job when a chassis 
of the same kind is to be fitted with a 
body. Having a record of each piece 
will put the following work on a, sort of 
production basis. As a general thing it 
is best to take the patterns to a planing 
mill or some woodworker in the town 
and have him get out the pieces and even 
go so far as to put the framework 
together. 

In order that those who want to go 
more thoroughly into the work of re- 
building used cars to increase sales 
might get a definite line on the sort of 
a body to build, we offer on these two 
pages a design with working drawings 
of a neat four-passenger roadster that 
can be mounted on the average type of 
chassis such as is likely to be found on 
the floor in the used car section of the 
average dealer’s establishment. 

The design has been kept simple, be- 
cause we realize that the service station 
or repair shop is limited in its equip- 
ment for this kind of work. Also, it 


A snappy four-passenger car like this is possible when a used car is revamped 
and endowed with modern car architecture 


would be foolhardy to put too much 
money and time into the rebuilding of a 
car if this expense could not be realized 
together with a fair margin of profit on 
the resale of the car. It hardly is neces- 
sary to go into detail on the actual con- 
struction of the body shown, inasmuch 
as a good woodworker and metal worker 
can grasp the method of construction 
from the drawings. 

The layout has been made on a car 
with a 120-in. wheelbase. As a general 
thing it is best to leave the radiator and 
hood as they are. These two items large- 
ly determine the general design of the 
body. It is possible, however, to fit a 


What Can Be Done to Old 
and New Cars 





1. Touring cars can be cut 
down to roadsters. 


. Individual fenders and steps 
can be attached in place of 
the conventional fenders and 
running boards. 


. Old windshields can be re- 


placed with the newer types 
incorporating triangular side 


shields. , 
. New tops can be fitted. 


Instrument boards can be 
covered with a walnut or ma- 
hogany veneer excepting 
where they are already made 
of these materials. 


. Ventilators can be fitted in 
the top or sides of the coul. 


The upholstery can be re- 
newed or altered to make 
seats more comfortable. 


Cars can be repainted to suit 
the whims of a prospective 
buyer. 








dummy radiator shell over the old radi- 
ator and thus give the car a new appear- 
ance without in any way altering the 
cooling facilities. 


If the dealer does not care to go into 
the rebuilding business quite as exten- 
sively as presented in this article there 
are other things which can be done to 
new or used cars to help materially in 
keeping the shop busy during the winter 
months. Here are some of the things: 

Many of the modern cars and most of 
the old ones are fitted with instrument 
boards of wood either painted black, or 
covered with the same material which is 
used to line the body or a metal instru- 
ment board is fitted. Many car owners 
like the walnut or mahogany instrument 
boards fitted to some of our cars and 
there is a good chance of cashing 12 on 
doing some remodelling of the instru- 
ment boards on many owner’s cars with- 
out a great deal of expense or time. 

For instance, to do the work on a car 
whose owner has expressed a desire for 
a walnut instrument board, the pro- 
cedure would be something like this: If 
the board is now covered with the body 
lining material or painted, the instru- 
ments are removed, the steering gear 
bracket removed and a pattern made of 
the board shape with the various open- 
ings marked thereon. The pattern is 
then placed on a thin piece of walnut or 
finished as desired and glued and tacked 
to the old board on the car. 


After this the instruments are replaced 
and the gimp or tape tacked around the 
upper edge. It is possible to get meatal 
coated with paint to represent wood 
imitations and this can be applied the 
same as the wood, although the effect 
is not quite as rich as the genuine wood. 

A good metal worker can do wonders 
with an old car in the way of reshaping 
the fenders, making windshields, etc., 
all of which give an old car a new ap- 
pearance and make it possible to sell 
it more easily. It is quite an easy mat- 
ter to sell a prospect on a rebuilt car 
if he knows the chassis is in good shape 
and especially if such a chassis is made 
by. a high grade manufacturer. 
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Plans and Working Drawings of Rebuilt Four Passenger 


Car on Average Chassis 
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Some Will Want to Store Their Cars 


the One to Get the Job 


And the Dealer Should Be 
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Car owners can be induced to drive the year ‘round if they have the 


assurance of good storage for their cars overnight 


F after reading the pages that have 

gone before and you have applied some 
of the things suggested and still you find 
car owners who are not going to drive 
this winter, then there is but one thing 
to do—get the jobrof storing his car. 

The modern tendency is for automo- 
bile dealers to encourage car owners to 
keep on driving through the winter. It 
is working out well in the larger cities, 
where we have the street cleaning de- 
partment and heavy traffic to keep the 
highways open, but in the rural districts, 
or where the winter is long and the snow 
deep, conditions are different. Car own- 
ers in such sections generally prefer that 
their cars hibernate after November. 
Even in many of the larger cities there 
are owners who cannot be induced to 
keep on driving. Therefore, it is pretty 
certain we shall always have plenty of 
cars to store in some shape or other. 


Must Prepare for Storing 


Regardless of whether the owner is 
going to store his car privately or with 
the dealer, the latter should get in on the 
proposition, because about as much work 
must be done on cars which are stored 
as those that run all winter. It is not 
sufficient merely to drain the water sys- 
tem, jack up the wheels and throw a 
cover over the whole job and then forget 
the car till spring. A car can become 
defaced and worn as much in dead stor- 
age as in a season’s use if the proper 
precautions are not taken. 

Many owners do not know what to do 
to a car preparatory to storing, and 
that’s where the dealer can come in and 


either get the man to let his car be taken 
to the former’s place or the dealer might 
send a man up to the owner’s garage to 
do the necessary things for him. He 
might, for instance, point out the danger 
of letting the battery get so low in grav- 
ity that it will freeze and suggest that it 
be put on a slow charge now and then at 
the dealer’s. The hemp packing, etc., of 
the pump, in the water system will dry 
out after remaining idle all winter and 
there are hosts of other things which 
must be looked after in the spring, when 
the car is again put into service. 





Going to 
eer tome Car? 


If you have made up your mind 
not to drive this winter fet us help 
you lay up your car. 
How about the finish? Are you 
give to let moisture and cold ruin 
poi ly Ma 
mperat v 
poe ad and py is done to pro- 
tegfvyour car. 
want A mow Stee Se battery? Don’t 
action goes on 
. t- same and’ in AJ 6 spring = 
t 


may be minus 
ed for you, -W e +p t—- 
periodically w' ° 
pe Le driving your battery © scaly 
At any rate get our advice on lay- 
up your car. Whether you keep 
it at home or in our storeroom, we 

of service. 


Jones Motor Co. 











A suggestion for a newspaper ad- 
vertisement regarding winter storage 


Cars which are brought in for storage 
should be worked on as soon as possible 
and put into shape for standing idle. 
The storage space naturally should be as 
dry as possible. The top floors generally 
make the best storeroom, but unfortu- 
nately, the basements of many service 
stations are used and it is in these that 
extreme care is necessary, as rust will 
get in its work very soon if not guarded 
against. So far as possible the store 
room should be kept at a uniform tem- 
perature, say 60 deg. Violent changes 
in temperature should be avoided, as it 
is bad for the finish on cars. A cloth 
or paper cover should be thrown over 
each car and the car’s weight taken off 
the tires if they are left on. This can 
be done by providing a number of small 
wood horses which can be slipped under 
the front and rear axles. 


What to Do to a Stored Car 


When you get in a car for storage, here 
is what you should do to it. First, wash 
off all accumulations of mud, dust, etc., 
with soap and water. Never put the car 
away without doing this, or the varnish 
will suffer irreparable damage. After 
washing, dry off the water with a soft 
sponge and then polish the whole body 
with a soft chamois leather. Particular 
attention should be given to corners and 
crevices where water might lodge. Bright 
sunlight causes varnish to crack, so be 
sure that the car is stored where it is 
dark, or at least throw a cover over it. 
This also helps to keep out dust. 


Standing for a long period in a folded 
(Concluded on page 73) 
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Expense Through. 


Dealers’ Associations 


66 EALERS’ ASSOCIATED WAREHOUSING CORP.” might 

be the name given to the practice a number of dealers 
are carrying on with their used and new cars which they 
cannot find room to store in their own warehouse. 

The project grew out of the experience which one dealer 
was having with his extra cars. His storehouse was of very 
limited capacity and he found that as his used cars kept in- 
creasing in number some other place was necessary to house 
them. Accordingly, the dealer set out on a foraging expedition 
and discovered a large barn which a farmer had not been using 
for several seasons and which was paying the farmer nothing. 
The idea of using the barn for storage of motor cars and trucks 
was proposed to the farmer and he was asked as to the price 
of rental.. Something like fifty dollars a month settled this 
part of the argument. 

When the dealer placed his twenty cars in the building he 
found that they covered fairly well one small corner of the 
barn. Hence the thought came that if all the dealers of the 
town combined their storing interests by placing their cars in 
this large building and dividing the rent among themselves 
they would make a great stride toward reducing this part of 
their expense. Under the present plan the dealers’ association 
rents the building from the farmer, and the dealers are allotted 
their space by the association’s secretary. 

This is at least one idea of what an association can do for a 
group of dealers. The ramifications which would result from 
this practice would no doubt include the services of a few men 
paid by the association to take care of and tune up the Cars. 
One dealer might not feel justified in paying for the services of 
one man to take care of the cars, but twelve dealers couid 
profitably afford to hire two men to take care of all their cars 
jointly. 





Out of this would grow the care of the new cars. Many 
dealers taking in no more than two and probably less than two 
cars per week could not afford to devote the services of one 
man to polishing up and giving such attention necessary to the 


new cars, but one or two men could take care of this work for 
all the dealers. . 


Other derivations resulting from an association, but not 
strictly allied to the storage business, is the bookkeeping and 
the accounting systems. In Chicago there has sprung up an 
organization which takes care of the small dealer and service 
station books. It is found that the most deplorable situation 
existing in the majority of service establishments throughout 
the country is the bookkeeping system. Costs are not known, 
hence the departments which lose money cannot be differenti- 
ated from those which make money. 


The local organization referred to makes a business of post- 
ing the books several times a week. A representative pays 
periodic visits to the dealer’s establishment for this purpose. It 
is his duty to also draw trial balances. In addition to this a 
certified public accountant audits the books semi-annually. All 
of this is done for a sum much below that necessary to pay a 
bookkeeper. A dealer’s association could easily take care of 
this work for each member. 


Lack of space forbids the -portrayal of the many beneficiai 
results accruing from such an association. Even in the smaller 
towns where there may be but five dealers, an association is 
profitable, but in these smaller places paid secretaries are, of 
course, out of the question. However, if the association retains 
a bookkeeper, his duties might include such tasks as would 
fall to the lot of a paid secretary. 


Is there a large building in your community that might successfully house the cars of all the dealers of 


your town? 


If so, let your dealers’ association rent the place for the use of the dealers’ cars 
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What Can the Exclusive 
Service Business Do in Winter? 


This Type of Establishment, Handling No One Make 
of Car, May Not Seem to Be Such An Important 
Factor in the Service Field, But Still the Majority of 
the Service Work in the Country Is 


The exclusive repairman’s place of business will be found in every little country 


town. 


business looks something like the one shown above. 


and many are not. 


Many of them can be found in the large towns. 


Generally their place of 
Some are more pretentious, 


Keeping a place of this type busy through the winter months 


is many times a difficult problem 


HE establishment pictured above rep-" 


resents the type of place wherein the 
greater: portion of the American motor 
cars are repaired. No one make of car 
is handled by this type of establishment, 
but no matter what the make of car the 
ingenuity of the men can be relied upon 
to make a suitable repair. When the 
weather is fair, and when the country- 
side folk come in to town these places 
are generally very busy. But, as soon 
as the countryside settles down for the 
winter, these establishments, generally 
speaking, stop doing business. 

We once heard a man of enviabie 
reputation, a man who has been very 
active in the field of garage repair work, 
state that he thought about 75 per cent 
of the motor car repair work of the 
country is done by institutions of the 
type we are now considering. If so, 
those places located in the northern 
climes tend to bring the average busi- 
ness down very much during the winter 
months. The other group, that is, the 
garage man in the southern and warmer 
climates, knows no let-up like that ex- 
perienced by their northern neighbors. 


Problems in the Snow Belt 

It is the garage men in the northern 
or snow belt territory then that should 
devote more attention to bringing up 
their winter business. Some repair sta- 


-tion men we know when reading that 
statement will laugh no doubt and say, 


“It’s all very well to talk about getting 
work in for the winter time but how is it 
going to be done?” The question is asked 
because their places of business are gen- 
erally snowed under to the extent where 
it’ becomes almost humanly impossible to 
bring a car or a tractor in through the 
snow. The country round about where 
the repair work .comes from is also 
snowed under and the farmers simply 
won’t make an attempt to bring a tractor 
or.,a car in to get the necessary work 
done. 


Any Source of Income 


The amount of work that can be stored 
in such a place is limited very much to 
the floor space in the shop. If the coun- 
try side was solicited for business and 
the shop filled up with machines. prior 
to the first snowfall, the amount of work 
so brought in would hardly last more 
than a month and then the place would 
be empty again. To those in positions 
similar to the one just pictured we 
would like to present the methods ‘em- 
ployed by some to make money on their 
place during this slack period. 

In the first place any income at all is 
better than no income. Supposing that 
thirty cars can be stored in the building. 
The income from the storage at even the 


Done There 


nominal sum of five dollars a car would 
mean something. Then, since most cars 
use storage batteries an additional in- 
come might be realized from the care 
of these batteries. A battery should have 
a complete charge at least once a month 
to keep it in perfect condition. The cars 
might be jacked up, the tires removed 
and rims sandpapered and painted which 
also represents a figure when reduced 
to dollars and cents. 


Now, of course, these things have been 
done and are being done. Many snow- 
bound establishments we know of make 
a fair income by storing the machines 
for the farmers in this manner. Anyone 
appreciates that a well-built garage 
offers far better protection for a motor 
car or a tractor than an open unheated 
barn. Even if the garage is not heated 
it is still a better place than the ave1rage 
barn. 


Should it be rather difficult to store 
cars, and pursue the regular automobile 
business, the question of storing potatoes 
perhaps may bring a new thought to 
some. No doubt this will cause a snule 
but a well-built brick or concrete block 
garage is an ideal storage place for 
potatoes. There are a great number of 
dealers within a radius of two hundred 
miles of Chicago that make it their ex- 
clusive business to store products of tais 
sort during the winter. These uses may 
sound strange to some but we know of 
one case where a garage is turned into 
a dance hall. The place becomes a sort 
of community center. The number of 
uses to which a building may be put, of 
course, depends upon the enterprise of 
the proprietor. 


The Uses of the Service Truck 


Many times it is more possible to push 
a well-built service car through a snow- 
drift than a light car. By this means 
the service work can be brought to the 
owner’s building where it can be done 
with the tools and equipment carried on 
the service truck. A certain place in 
North Dakota is making a practice of this 
and they find it very profitable. 

After everything has been said and 
done and all the suggestions made, it 
still remains, as we said before, a prob- 
lem that only the man himself can work 
out. The more enterprising the busi- 
ness, the more work will be found. 
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1—Use Daylight 
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2—A Time Saver 











Illustration of the excellent daylight advantages which can be obtained in the service 


AS it ever occurred to you Mr. 

Dealer, that your place may not be 
as light as it is possible to make it? 
Does your electric light bill seem to be 
higher than it ought to be? Perhaps it 
is no higher than it should be consider- 
ing the amount of daylight in the shop. 
The above place shows what a little 
forethought will do in laying out the roof 
of the building. The girders are of steel 
and because of their size exclude just 
as little light as possible. No windows 
are visible still the light afforded from 
the overhead skylights is sufficient to 
perform any task without the aid of arti- 
ficial light. This photograph for in- 
stance was taken without flashlights and 
was practically an instantaneous expos- 
ure as can be noted from the hand of 
the man in. the foreground, which he 
was lowering to the steering gear while 
the picture was snapped. 


The Time Saver 

Another little contrivance which saves 
much time is shown in the picture be- 
low. How often does one of your men 
look around for an electric extension 
cord and when he finds it have to dis- 
connect the light from a socket and then 
insert the plug for the cord? Time is 
money and the amount spent annually 
by any one place for just such small 
things would easily pay for the device 
and its installation. Note in the picture 
the convenience of the reels which may 
be pulled to any place on the car. No 
time is wasted and when the light is no 
longer needed it will simply roll itself 
up on the reel and be out of the way. 

Also in this lower picture note the in- 


station by the use of well placed skylights 

















A few conveniences such as tool kits and small individual benches secured to 


each post prove of great value as time savers 


dividual benches for small tasks located 
on the center columns. These benches 
are fitted with small drawers in which 
the small tools such as pliers, screw- 
drivers, small wrenches, etc., may be 
kept for convenience. The convenience 
of the oil can filling rack at the side is 
also appreciated. 


Small individual benches must be 
placed on the central columns to prevent 
obstruction to the incoming and outgoing 
cars, otherwise they will be more of a 
detriment than an asset or convenience. 
A generous application of white paint 
will help to cut down light bills and 
increase the workman’s output. 
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Celluloid work order 

holders that go with the 

car save much of the 
mechanics’ time 


be 








t costs very little to lay the 
service parts stock out in a 
good order. The time saved 


ETTING along with a reduced force. 


should not necessarily mean a re- 
duced output from the shop. The volume 
of work can be maintained and is often- 
times increased under similar circum- 
stances by the efficient use of the equip- 
ment. This practically implies that the 
machinery must first be conditioned, 
after which efficient use of it may be 
made. The equipment should be over- 
hauled with the idea in mind that the 
work which is coming into the shop has 
come there under the duress of intensive 
sales and advertising methods and it 
must therefore go out as guaranteed by 
these advertisements. 

One good asset to any service estab- 
lishment is a neat appearing service 
truck. The truck should be equipped 
with all necessary fitments that will 
enable to solve any ordinary service 
problem such as might be encountered 
on the road. A _ stout portable crane 
should be included in this equipment. 

A kit of tools may be prepared in the 
fashion shown in the adjoining column. 
For the repair of some’job far removed 
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For Increasing Service Department Output With 
J CARD 


CARD GIVING FACTORY 
NUMBER OF PART AND 
NAME OF PART 


will more than 

pay for the initial 

cost of installation 
from the service station an outfit of this 
sort proves to be extremely valuable. 
Farm light work demands some attention 
which must be done in the owner’s resi- 
dence and with a neat case of selected 
tools the appearance presented by the 
workman is likely to create a more favor- 
able impression. 

The service department’s stock of parts 
is too often disregarded. The parts are 
too often kept in baskets, cormers and 
other out-of-the-way places where they 
are known to only one man in the organ- 
ization. On a day when this particular 
party is ill, or away on his vacation the 
parts department don’t do business. And 
the sad thing about parts departments 
of this kind is that the only solution of 
the parts business is for the man not to 
get sick, or to forego his vacation. A 
properly cataloged and numbered set of 
parts bins will solve this difficulty. 
Moror AcE has laid much stress on this 
phase of the service departments 
methods, and we have found through ex- 


A valve grinder of this type 
produces a perfectly ground 
face on the valve. Then by 
reaming the seat slightly with 
a good reamer, the work of 
valve grinding is reduced’: 


The repair kit is essential on jobs away 
from the service station 
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a Reduced Force—These Suggestions May Help 


A good looking service truck 
is an asset. Its advertising 


value is not to be overlooked 


perience that a proper parts system will 
eliminate dissatisfaction on the part of 
the customer due to inability to supply 
particular parts which have run out; 
furthermore, that a system like this can 
be put into operation and successfully 
carried on without a dozen file clerks and 
a few extra stenographers. If the bins 
are laid out as shown in the sketch 
herewith, with a catalog number and 
inventory card carried on the partition 
of the bin a good deal of trouble will be 
eliminated. 

There are a dozen or more ideas which 
might be dwelt on, all with the purpose 
of emphasizing the importance and value 
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of tools and equipment for the shop. 
The small celluloid holder for securing 
the work order to the car is a conven- 
ience that in many cases saves the ex- 
pense of a girl in the clerical department 
to recopy the order, because it has passed 
through the hands of the mechanic and 
consequently becomes soiled. 

Valve grinders and grinding wheels 
with buffer attachments are time savers. 
The valve grinder has demonstrated its 
effectiveness in factories, and while it is 
realized that a service station is not a 
factory, still it is possible to tool up for 
service on a production basis just as it 
is possible to tool up for manufacture. 


Above is a T-wagon for use on an overhaul job. 
All parts are placed in their designated places 
when the car is dismantled and no time is lost 
looking for them when assembling 


Buffers and grinders help to 
put a finished touch on many 
A rim touched 
up on a buffer will regain its 


of the parts. 


original luster 
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Special Tools for Better Repairs 


Much of the Curse Inflicted on Shop Work 
' by Poor Mechanics is Offset by Good 


NE way of getting efficiency out of 

the repair shop is to tool up with 
labor saving equipment, or equipment 
that insures accuracy even though the 
work is performed by an inexperienced 
man. To get some idea as to what sort 
of equipment to have on hand for speed- 
ing up work we present several photo- 
graphs taken in the shop of the Peacock 
Motor Sales Co.’s service station in San 
Francisco. This concern is said to have 


one of the most completely equipped ° 


shops on the Pacific Coast. 

These special tools give the men of 
the repair department the distinction of 
being specialists and cut many hours 
of labor off the time’ cards. 

There are special tools and jigs for 
every part of the car from the tail light 
to the radiator, and this department is 
continually experimenting along the 
lines of labor-saving devices to help 
along the repair department. 


Figure 1 shows special equipment for 
pressing babbit in bearing, on connect- 
ing rod. Plug B is placed in the bab- 
bit, and pressure applied. The advan- 
tage of this is that the babbit is given 
a perfect seating in the connecting fod. 
A shows the jig that receives and holds 
the. connecting rod, while the babbit is 
being pressed into place. This jig is 
bolted together by two bolts shown at 
C and is so arranged that the connect- 
ing rod can be inserted or removed from 
the jig in a few seconds. 

Figures 2, 3 and 4 show miscellaneous 
tools all of which are designed for a 
special purpose. 


In Fig. 2 A is a tachometer for testing 
engine speeds. It is provided with a 
four-foot flexible connection. 

B is a wrist pin follower to be used 
on a press for pushing wrist pin through. 

C is a special expanding arbor for dif- 
ferent internal diameters. It is adjusted 
by two independent tapers. 

D is a special depth gage used for 
measuring distance between crank pin 
and top of crankcase. 

E is steering wheel puller. 

F Valve lifter. 

G Jig for pulling generator and pump 
shaft bearings. 

H Jig for finding if brake hands are 
concentric. It is placed on axle shaft 
and revolved. It has adjustable points 
for different size brakes. 

1 Special surface gage for gaging 
two surfaces simultaneously. 

K and L are handy box wrenches. 


Equipment 





M Ring jig for grinding piston rings. 
O Steering column, adjusting .wrench. 


In Fig. 3: 

A Is a jig for testing of king pins. 

B Rear wheel puller for both wire and 
wooden wheels. 

C Side bearing differential puller. 

D Side bearing adjustable spanner. 

E Toggle flange puller. 

F Special wrench. 

G Wrench for holding 
while adjusting same. 

H Jig for testing spring bolt bushings. 

I Valve spring clamp. 

K Jig for testing thrust bearings. 

L Toggle point jig used to compress 
spring (used in tearing down and as- 
sembling). 

O, S and P special reamer for ream- 
ing rear spring hanger. 

O Is the arbor, P the shell reamer, 
and S is the ratchet. 


master gear 


In Fig. 4 the following are shown: 

A Wrench for turning crankshaft 
while working on bearings. 

B and F connecting rod bars. 

C Arbor. 

D Special star wrench lining. 

E Special jig for lining pistons. Fig. 
5 shows how it is used. This photo 
shows how B and E are used in this 
operation. 

G Special wrench for reaming crank- 
shaft starting plug. 


ee Re 


H Jig for rod 
bearings. 

In the special devices shown in the 
blueprints, the clutch bell crank gage 
is used for measuring the alignment for 
clutch bell cranks and bell crank block. 

Wrench for throwout yoke used for 
tightening and loosening clutch throwout 
yoke bearing nut. 

Transmission aligning gage used for 
aligning transmission bearings with fly- 
wheel. 

Transmission lining gage used for 
lining up transmission bearings with 
clutch shaft. 

Throwout yoke gage for lining clutch 
throwout yoke. 

Four tools for clutch work. 

A crankcase indicator. B clutch spring 
retaining clip. CC clutch throwout 
sleeve arbors. D tubular rivet set for 
clutch disks. The other tools are 
oversize torque rod pin reamer; gage for 
aligning up clutch throwout rollers; 
brake adjusting and body bolt wrench; 
tool for removing and replacing valve 
port lugs, and clutch assembling fixture. 


reaming connecting 


In the accompanying photos Figs. 6 
and 7 show a differential testing and 
adjusting stand. This is a tool so con- 
structed that the differential can be 
tested and adjusted to meet the variable 
load conditions before installing in the 
car, where, in order to get the same 
results, the car would have to be taken 
out and tried many times. It is need- 
less to say that this tool is of a high 
value as a labor-saving device. In the 
photos E shows the electric motor that 
operates this device. Immediately in 
front of the operator can be seen the 
special electric control for operating the 
motor and for reversing. D shows the 
brake drum. Different size brake drums 
are provided for different size differen- 
tials. C shows a coupling for different 
universal joints. The brake is operated 
by a foot lever. 


Figure 8 shows the method of testing 
clutch springs. The spring is placed 
under a press with cap A and ball B 
under press. Pressure is applied until 
the spring is brought to the position 
shown in the photo. If plate A is par- 
allel, the spring is O.K. but if plate A 


is as shown in the photo the spring is 
discarded. 


Fig. 9 shows tool pyramids, 
pyramid having three tool racks. 
pyramids are portable. 
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Look over the equipment shown on these pages and see how many of the tools you have in your shop. 
They have saved time and produced better work in the shop where they are used, and what is possible in 
one shop is possible in another. Think of the time saved, for instance, in the differential testing bench shown 
in Figs. 6 and 7. Instead of having to put the differential back in the axle and running the car to 
observe its action, the mechanic here watches and tests it by means of an electric motor. Any adjust- 
" ments can be instantly made and the man is assured the job will be right when the car is driven out of 
the service station 
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Shooting Trouble 
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nce Chart For 
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The trouble chart illustrated herewith has been prepared for 
the repairman and presents in the most simplified manner pos- 
sible a reference for readily detecting anything unusual. The 
T-head type of engine is chosen because it lends itself readily to 
illustration, and permits all the parts to be shown in one sectional 
view. With che aid of this chart the repairman will have little 
trouble in diagnosing an engine’s trouble. It is well to bear in 
mind that engine knocks occur at either crankshaft speed or 
camshaft speed and that these knocks can be traced to loose 









































main bearings, crank pin bearings, wrist pin bearings, and in 
the case of a piston slap to a loose fitting piston. Then there 
are the camshaft bearings which may produce knocks, but at 
one-half the speed of those just mentioned. Each of these 
knocks have their own particular characteristic sound and once 
the repairman has familiarized himself with what to expect from 
any of the above conditions, the hit or miss style of shooting 
trouble may be abandoned for the more desirable method of 
certainty. Referring to the chart, it will be seen that every 
part of the engine and what might be wrong with it-is noted. 
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Anti-Freeze Solution Chart 


Showing Graphically the Percentage of Non- 
Freeze Agent to Use for Reducing Freezing to 
the Desired Point 





PERCENTAGE OF NON-FREEZE AGENT 
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Exhaust Pipe Diameters for 1920 and 1921 Cars 
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Essex, A.... cbs Hise wee Swe ee bue a emsle ba tooo Ok r RY tcseicaeeess Be 2 
Economy jee bad Pause eau pees eneveanua eo bon cour _— a nh ee aod © aoa : \% = 
: Se csikeee See 
Ferris, C21 SS et eee ee eee ee ee eee 7 2%, Rock Falls No. a4... Me oe ba Bike 21%" 
Franklin, 9B......................-- sss e eee, 1%’ 1% . bin is 
Ford, T 114" 114" R. & V. Knight-J...............0....... . acete 2% 2% 
. ° ~ CoC ee ee eee me mer ene sree ereeeneseeseseeesers > | : R. & V. Knight-R ee eee. t. . ; ey 21%" 2%" 
Gardner, G........... 0... ccc cece eee eee ee .s Rhee “eee . 
Geronimo, 6-E-45.. 0.0.0... o cece cece cece eee eee 24" 21" Saxon, 125.. Aa Ede eh wane ac jostesreeuna Tee 
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ng GREEK RO UE bRabeeaKE UN Ee Ee ee kus ... 2% Seneca, RS&T7T21.................. ie ye 1K" k 
wees eee eee ee eee ee eee eee ee eee e eee e eee eeee vee eee ee ekeews ie eee 
CS a a ee re yj" 
Halladay, MS. 022000 Sn © sR” 
Hatfield, A-42............... 0. ccc cece ee ce eee ees 2” af : By" 54" 
" eT Oe Ot i ties eeee LK 154 
Haynes, ee ee 23%" 23%" Stearns.................2.2 22 eee eee .. Sar as. 
Haynes, L. Twelve................ 0.0... c cece eee idler 134” Sevens, Duryea, E....................... chee: dimen 24" 
H. C. S Ee ee a ee ee ae ee ee ee ah esee Stephens, 80 Dn ame eania « ue ane ~ ; akc ih 2%" 2%" 
Se eg EE eee 2% on io inn in eK REA WEES 84 RV ERAS SAR oR eat — ecbie 
aa cee ee ee eee zs Studebaker a a or a 
oe ei SO eee ee i I i005 wads no o> veg FESPA a harwn venue chen 
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Cooling Water Capacitiesfor 1920 and 1921 Cars 




















° One of a series of weekly pages of information 
Motor Age Maintenance Data Sheet No. 122 valuable to service men and dealerse~save this page 
NAME AND MODEL In Gallons NAME AND MODEL In Gallons 
1920 1921 1920 1921 
pe Ee eer eee Te ee Eee TT 7 eS ae ene gs ee er oe cs ee” 8 pare 
ig £08 tn oe as ae eaie imines ‘6 6% RGNGUNEG BU ho oc oxctig twa cc iw ida Rea paws wae 4 
EE Oe ees 6 
American Beauty............... ail te 43% | REE oe ee See eae ee Saray BPS 
pee SE rn ne mere ee aoe 434 ERNEST Cc oS oatvne cde tai ew ace ante g Oe a 
pe. a a és 9 ES err rere meer) a 54% ‘ 
pO NE eee oer Te eee onde: a ere NE iin 5 aa bg ea ENA es ea 3 3% 
PROT, Finn's nada vane nwnee tok 334 3% DRONE OEE so 55 ee ote were Led awh eee 8 
PRONGEU CRN i colt 8 idk 2 ake 4 oe ao 14% 74% 
Beggs, 20T & 21T. bts Fy eels state wine aad 6% 5% PROMO BORO BOI isd aoc. dca Seca ee eelueu bers aan 5 
Bell... BP URa See eas Lwrae enakek adnan alah COA) es er ene mrs len Peep 3% ares 
Biddle. . aber aah ciskes eats a taht * cai le x05 <3 XbA. w ed kaw ene oes wenn ae 
Bour Davis. . ecrree ? rikeneee ae edhe ECs Gre cs, ccs ou Sie baiwaewane: awed 5 
Brewster......... 7 ae I Gis sks 0h oad ced eawedrsads 3% 
Briscoe, 434..... Kas anew rare 4 
PG asians ca00c4% soie Sean Se ae: 5% WeeeeGte os os ac denen Datewese cae 5 434 
BT) RS: a eee ee ee 6% 6% 
rr vows vans 6 irk dss FES s belc'ee ooh ies ee ee ey 3% 3 
Ca ceccnsadececenceadens ..... Air Cooled. Noma, 1D.. shh ok aah wicked ae ee 4% 
Case. Sea eis hha Sale Shee ead 4 ere Norwalk, IE NES ES Sei 6 
Chalmers, 35B&C......... .... 6% s | 
c hampion aSuareee ages os L eaten Oakland, 34C........ ania Wale Meena ae 3 3 i 
Chandler...... or ou 4 4 COUN AG, nic ds ocassinds We ee eee 6 ran Re 5% i 
Chevrolet, 490....... - ... 1% 134 | | ERR nme nee seme Monee re) a ott 5 4% f 
Cheveroelt, FB......... . 2% 2% ee eee ee a ee 3% 3% 
Cleveland 41. 3 % Owen Magnetic.............. PP acre ee . 6% ca 
Climber, S..... ) 6 qi 
Cole, Aero 8....... 534 534 Packard, 335........:....... 4 as 84% ' 
Columbia, Six. . 4 4ly LP i | 9 ERA RRS: TRS eke eit Spay ee Am Se cad 3 5 
Comet . oeams 5 ee RUMOR OCNOUN xd cud cer ers Bee euaee. 534 j 
Commonwealth... .. 8 4 Paterson, 6-50..... Than d Aad Nee ee 3 3% ; 
Crawford, 21-6-40 3 3% PM NOs os bot ne bende eke ackee 4 8 i 
Crow Elkart.. 6 y Phianna. . eee ee oe a i i 
Cunningham... 9 Piedmont, ai, Minckuse aul wi 3% 5 
Pierce Arrow, Silvera ch aceite nes a aigeee ee ea 
Daniels, D19. he: . 10 844 Pierce Arrow, |, 7% ree 
Davis.. Mecatas weaned dtakect ye, Bake 5 
Dodge Bros... , , 35% 254 | eee eR RG Le ee ee ee <aiia) =a a 
Dot, 15).....::... 434 b j Porter, 46..... Ce ie ee ae er ete es 8 9 ; 
Dixie, HS-7000 bees 5% C Premier........ ; 7% } 
Dorris, 680.... eens - 434 434 ; 
Dupont,A...... err 5 pre ey S15 nr ae ee aie 7% c 
eS ee eee 34% 34% ' 
Elcar, D, H, G, K... , és es 5 4% UOTE URINE D 52.4.2 faint endccud keds eos, 10 6 : 
E igin. . er ots sake hid 6540.99 9.9 ents Rea eee 64 ds ; 
Essex, A.. ey 6 6 Rock Falls, 11.......... ea iene eas 8 : 
R. & V. Knight, J... i aa os ee 734 
Ferrjs C21................ a ~ aes 51% R. & V. Knight, R..... a sedis de ge ee 51% 51% 
Franklin, 9B... .. ; , Air Cooled 
0: an . ayes ae ; 2% 3 a YS lat cetate i 334 
Sayers Six, DP.......... Dads Hikes Lae 5 
Gardner, G..... be Scripps Booth........... death ew as sh wo ates 
Geronimo, 6E-45 veeaas ose a memeet, IN, CVC N28. . 6 oes ccs ar 4 3% 
| re cae. «4AM ae CUOREN Eis otc e ese eee cen et : 
PE siiveasada sa0c05 aati eae 
Hanson54-60.............. 7 eae, panied 4 Ee ere ee eater se 10% aad 
Hatfield, A-42..... ee - 44 5 SIN ON oo afe or Waaren stains ere oa wie RRR 8 
Haynes, L-Six. Sa geueexe se ds 5% POIMNOU Ss ac-acno 4 7a'a'a We a a gla he era es Air Cooled 
ies nes, L- Twelve........ “% 7% 7% SIMI Bo 5s asd DA Lea oe 7% 73% 
i eee Sih asadouseoas : fehice RIUM os ohn re Saale ca ives ke we 6 a 
Hollier sip tse aia e aS ne wees es bas 4l4 SOUR UN IP ETON WOEE tosh 5 oe dra ats oaks ais ae 5 
Holmes, 1921.......... reeree -....... Air Cooled. SHANNEN ED arts d Pale nstiera vs cantare ie ah 7 7% 
Hudson, re rere eines .. 4 444 SIRCINENIIEN Gyo oy on) Sev wasn eect ees Fs 
Huffman, HS.......... rere - cae | cee 4 Ee re err ener OF 
Hupmobile, R5........ rrr : cieee oe 6 ot |, ee ae 
SRIMNDERNES 2500S 2h ad aha cas Some ere 
I Ee eee eee ails bales SHUT. 0c cece cece eee cee renee eee ees 6% 
Jones.. ee Perot rere ery .. 6% err 
PN he beers Serna ced'e indie neeuniaehoie ans 44 IR viinhahid bd tAd Seca eek aes eek 4% 
pe ood hierar es weet ear, ee ada 
King eNO races a otis Ci is.a acuta ars hak ua aria es 9 wath 
Ne igang eatlyid nd iathdranhe Gas 634 eeu WEIR bd inks sVhceedeses Vacksee teens od 4 4% 
a, 8% 9 GREP Sei cet peers, <28 Sots 454 4% 
I ct Na ties 6 NOIRE Rs 26 oo 5c edges aared maeleas es 5% 5% 
Leach.. sac aidiaca rd dik laa wadicw aigen) alee 7 RIES iainga:0sn'o0s O4S cae gies res setae 5% 
Lexington, S.. eee inne igsvicasneusdinsscnrialad ae 5 
DG i sisi Cush anh ns oy evidence toes 6% 6% ia knc etex das ciShastexennahawes 8 6 
Se ESE Sew ieee erin gree roein ep ee wie evar | RP re ere men er 8 
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Index to Maintenance Data Sheets 
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I N order to facilitate the reference work to the Maintenance Data pages that 
have been published in MOTOR AGE, an index is given herewith. The dealer 
in his winter service work often finds it necessary to replace some standard 
part and having a complete library of information on all these standard parts, 
with an itemized index to accompany same, he will undoubtedly save much time. 
It is recommended that this index be preserved along with the Motor Age 


Maintenance Data Sheets. 








Sheet No. Date 
Bearings, Dimensions and numbers of 
Standardized Ball Bearings........ 109 Aug. 12, 1920 
110 Aug. 19, 1920 
Ill Aug. 26, 1920 
112 Sept. 2, 1920 
BORO BRI. vo cccvcccsvscesesccses 34 April 17, 1919 
35 April 24, 1919 
36 May 1, 1919 
38 May 15, 1919 
37 May 22, 1919 
38 May 29, 1919 
57 Oct. 9, 1919 
106 July 22, 1920 


Bulbs, lamp voltages, 1913 to 1919... .(See Lamp Bulbs, Voltages) 
Carburetor, make, model, size and 


type, 1916 to 1920.........e.eerees 92 April 1, 1920 
Charts: 

Engine and Car Speed............. 39 June 5, 1919 

Capacity of cylindrical tanks....... 40 June 12, 1919 

Capacity of cylindrical tanks....... 107 July 29, 1920 

ee ee ee 44 July 10, 1920 


(See Tables) 


Circles, circumferences and areas of.. 
Cooling water capacities for 1919 and 


PS Shc cer hesnenuesabuvesees - Nov. 6, 1919 
Cooling water capacities for 1919 and 

i ee als pennabeehie es Nov. 6, 1919 
Conversions, decimal equivalents and 

OO RS Set et (See Tables) 

Drill and Thread Sizes.............. (See Thread & Drill Sizes 
Exhaust Pipe Diameters for 1915 to 

Firing Order of 1920 Engines........ 118 Oct. 14, 1920 

119 Oct. 21, 1920 

120 Oct. 28, 1920 

PND, 6s cctiniddencersnseeeees ” Nov. 6, 1919 

Sages, wire and sheet metal....(See Wire and Sheet Metal Gages) 

Gear Ratios, 1917 to 1920............ 4] June 19, 1919 

42 June 26, 1919 

43 July 3, 1919 

113 Sept. 9, 1920 

Hose and Tubing Sizes for cars....... (See Tub’g & Hose Sizes) 

Lamp Bulbs, voltages, 1913 to 1919... 19 Jan. 2, 1919 

20 Jan. 9, 1919 

37 May 8, 1919 

Nuts, Castle and Plain............«.+. 116 Sept. 30, 1920 

Orphan, car and truck parts......... 93 April 22, 1920 

94 April 29, 1920 

95 May 6, 1920 

96 May 13, 1920 

97 May 20, 1920 

98 May 27, 1920 


Pipes, exhaust, diameter for 1915 to 1920 cars. (See Exhaust Pipe 
Diameters for 1915 to 1920 cars.) 


Piston Ring Sizes for cars 1916 to 1920 99 June 3, 1920 

100 June 10, 1920 

101 June 17, 1920 

Rim and Tire Sizes, 1913 to 1920..... (See Tire and Rim Sizes) 
Berean hrend Terie .ccvcvcscccccsvc (See Nuts) 

Serial number of passenger cars...... 21 Jan. 16, 1919 

22 Jan. ~22, 1919 

23 Jan. 30, 1919 

24 Feb. 6, 1919 

25 Feb. 13, 1919 

26 Feb. 20, 1919 

27 Feb. 27, 1919 





Sheet No. Date 
Serial numbers of Passenger Cars.... 78 Jan. 29, 1920 
RE ee eee 79 Jan. 29, 1920 
80 Feb. 5, 1920 
82 Feb. 12, 1920 
84 Feb. 19, 1920 
86 Feb. 27, 1920 
87 March 4, 1920 
88 March 11, 1920 
89 March 18, 1920 
90 March 25, 1920 
91 April 1, 1920 
92 April 8, 1920 
93 April 15, 1920 
Shackle Bolt Sizes for 1920 Cars..... 117 Oct. 7, 1920 
Sheet Metal and Wire Gages....(See Wire and Sheet Metal Gages) 
Spark Plug Sizes for cars 1912 to 1920 102 June 24, 1920 
Tanks, capacity of cylindrical........ (See Charts) 
Tire and Rim Sizes for 1913 to 1920.. 58 Oct. 16, 1919 
59 Oct. 23, 1919 
50 Oct. 30, 1919 
61 Nov. 6, 1919 
62 Nov. 13, 1919 
63 Nov. 20, 1919 
64 Nov. 27, 1919 
65 Dec. 4, 1919 
66 Dec. 11, 1919 
67 Dec. 18, 1919 
68 Dec. 25, 1919 
69 Jan. 1, 1920 
70 Jan. 1, 1920 
71 Jan. 8, 1920 
72 Jan. 8, 1920 
73 Jan. 15, 1920 
74 Jan. 15, 1920 
75 Jan. 22, 1920 
76 Jan. 22, 1920 
77 Jan. 29, 1920 
81 Feb. 5, 1920 
83 Feb. 12, 1920 
j 85 Feb. 19, 1920 
108 Aug. 5, 1920 
Tire and Wheel Standard Data....... 45 July 17, 1919 
Tubing and Hose Sizes for cars, 1912 
es Neti SiwdSiiasdadadwracnk 29 March 13, 1919 
30 March 20, 1919 
31 March 27, 1919 
32 April 3, 1919 
33 April 10, 1919 
103 July 1, 1920 
104 July 8, 1920 
105 July 15, 1920 
Valve Timing of Cars, 1912 to 1920... 46 July 24, 1919 
47 July 31, 1919 
48 Aug. 7, 1919 
49 Aug. 14, 1919 
50 Aug. 21, 1919 
51 Aug. 28, 1919 
52 Sept. 4, 1919 
53 Sept. 11, 1920 
54 Sept. 19, 1919 
55 Sept. 25, 1919 
114 Sept. 16, 1920 
115 Sept. 23, 1920 
56 Oct. 2, 1919 
Wire and Sheet Metal Gages......... 38 May 29, 1919 


W eights of Iron, Brass & Copper Wire 38 May 29, 1919 
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WEAR IN PINS ACCOUNTS FOR LACK 
OF CONTACT ANO SKIPPING. 


(ucnsase DISTANCE 


TO COMPENSATE FOR 
WEAR AND WEAK SPRING 


BEND OUT WARD 





SCREW ORIVER 


PUNCH 


CLOSE SIDES IN 


COMMUTATOR SHELL /S FACED 
SUFFICIENTLY TO MAKE SURFACE 
SMOOTH AND REGULAR, 














" DIAMETER 
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STRIP OF COARSE 
EMERY CLOTH~., 
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FACE GRINDER 











BREAST DRILL 














Renewing the Ford commutator and brush 


Protecting Coils With 
Strip of Rubber 


On a car equipped with spark coils 
mounted on the dash under the body 
cowl, much difficulty is experienced in 
rainy weather because of water running 
in and shorting the electrical current, 

By inserting, between the dash and the 
body, a strip of rubber cut from an old 
tube, this trouble can be averted. Simply 
cut a 12 in. length of the tube about 14% 
in. wide, place this between the adjacent 
parts and put in four 144 in. wood screws. 
By this simple method all water detri- 
mental to the coils is eliminated and 
rubber cloths or watersheds are not re- 
quired. 


Renewing the Ford Com- 


mutator and Brush 

The commutator and brush on the 
Ford should either be replaced or re- 
paired after. 4,000 miles of service to 
avoid the inevitable missing of explosions 
due to the roller jumping out of contact 
With the wavy surface of the contacts. 

Looseness in the brush occurs at two 
places, the roller pin and the arm pin. 
To overcome this use the point of a prick 
Punch and drive these pins in to expand 
them. Do not expand them sufficiently 
to cause binding but only to make them 
fit tightly. To compensate for wear and 


weak spring tension use the blade of a 
screw driver to bend the arm as indi- 
cated in the sketch. 

To smooth the commutator segments 
is a grinding job inasmuch as the con- 
tacts are of hardened steel and a file will 
not cut them. Grinding can be done with 
an ordinary breast drill and a block 
(circular) of wood 2%4 in. in diameter 
secured by means of a bolt and nut 
through the center for holding in the 
drill chuck. A strip of coarse emery 
cloth is wrapped about this cylinder and 





WOOD CENTER SAWED OU7, 


secured by a wedge into a slot through 
the edge of the block extending to the 
center. 

Driving in the wedge increases the size 
of the block. The drill is set in a vise 
and the commutator held in the hand 
while the drill handle is turned rapidly. 
This renewed timer is as good as a new 
one inasmuch as the wearing surfaces 
are corrected. 


Access to the Car’s Univer- 
sal Joint 


More or less time is lost in removing 
floor boards from the car to obtain ac- 
cess to the universal joint when it is 
desired to replenish the supply of grease 
to this or the forward drive shaft grease 
cup. 

This is especially difficult with the 
closed type of car in which the higher 
body sides and windows do not give as 
much freedom of movement. As is 
shown in the sketch below a detachable 
section circular in shape permits of fill- 
ing both grease cups by merely lifting 
this piece out of the floor boards. This 
section is simply a circular disc cut 
from the board with a keyhole saw, hav- 
ing a sheet iron edge attached and a 
corresponding disc of the floor linoleum 
tacked on. A small hole at the center 
permits of this being lifted out with the 
finger. 

In a manner similar the forward ends 
of the rear springs which usually require 
crawling under the car to fill the grease 
cups can be reached more readily by 
making two smaller openings with 
covers. In these positions the floor cov- 
ering need not be cut inasmuch as the 
edge of the linoleum can be lifted back. 
















OPENING TO 


PROVIDE ACCESS 















mem GREASE CUPS 


COVER FITTED IN FLOOR BOARD 
OVER UNIVERSAL ANO DRIVE SHAFT 




















Facilitating oiling the universal joint 
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Motor Age Weekly Wiring Chart No. 102 


1914-15 Moline Knight Using Wagner System 


GENERATOR. 


IGNITION 
SWITCH 


MAGNETO 





UGHT 


LIGHTING SWITCH 


SPARK PLUGS 


ARTING 





BATTERY 


1920 Stearns with Westinghouse System 


COWL 
LIGHT 













REAR LIGHT e 


HORN SWITCH 








AMMETER 


IGNITION 
iCOIL 


TO BODY LIGHTS 
“i LIMOUSINE 
TC. 









GENERATOR  !NTERUPTER 






ARTING 


SWITCH WITCH 








BATTERY STARTING [7 


MOTOR 
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1920 STEARNS WESTINGHOUSE SYSTEM 





Cole—June 10, ’20 Internal Connections— Oldsmobile—Sept. | Ls ’20 
Name of car and 0 ae te i | 29, ’20 a 10-17-24, °19 Packard—Oct, 7, ’ 
on which wiring dia- Reviendin 20 Ie ery—May 13, '20 Peerless—May 13, “20 
wrams have appeared in Sept. f 33 ais ee 10, ’20 Booed, a 18, °20 
previous isguee < ee 13° "20 20 Reo—July 22, i 
opt. 44, "30 ging acy” * "20 ee 4 »* 
~~ teapot 20 Kissel—-May 27, ‘20 gent. 30 a 
UW . c 
sepeemgass 4” kT $, “#0 Out ¢ 21, '20 Saxon—Sept. 9, *20 
ae 2 ’ = b's Charging— Lexington—July o, 20 Scripps-Booth—Aug. 20 
y @, 20 Locomobile—June 3, ‘SO Stephens—Sept. 16, 130, 
maa "1s, ‘20 Gane Magnet Diagrarmn— Moline Kaighe—Wey 20, 20 Studebaker—July i, '20 
——s s. 6, ‘20 June 15, '19 July 22, '20 Oct. 28, '20 
Oct. 7, '20 Grant—Aug. 12, '20 Moon—July 29, '20 Stutz—July 8, ’20 
Chalmere—June 17, °20 Harroun— uly 15, ’20 Aug. 1 te 20 Special vege for Fords— 


Chandler—May 20, '20 Haynes—June 24, ’20 Sept. 2, °20 May 15-22, 
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MOTOR AGE 


— Business 


By Wellington Gustin 


Delay in Making Delivery of Car 
Entitles Buyer to Recover Deposit 


N action to rescind a contract for the 

purchase of an automobile and to 
recover a deposit of $500 made thereon, 
has been decided in favor of the pur- 
chaser and against the dealer in the 
Court of Appeal of Los Angeles, Calif. 


A written contract in the form of a 
memorandum order was drawn up and 
signed by the purchaser and the dealers. 
The automobile was not at the time in 
the hands of the dealers ready for deliv- 
ery, but was to be shipped from an east- 
ern factory, and the contract provided 
that the delivery was to be made out 
of one of the first shipments of this 
model.” The buyer first signed the or- 
der, then over the signature of the deal- 
ers was the following clause: 

“We agree to fulfil all the terms of 
this order, subject to delay resulting 
from fires, strikes, action of elements, 
and other circumstances beyond our con- 
trol.” 


The contract was made June 12, and 
since no delivery of the car had been 
made on November 25th, the purchaser 
served the notice of rescission of the 
order upon the dealers and demanded 
the return of the $500 deposited. It ap- 
pears that the dealers represented that 
they had several shipments of models of 
the kind of car desired coming, and that 
the first shipment would reach Los 
Angeles about July ist. Later other 
Promises and excuses for delays were 
made, and dealers notified the buyer that 
they were ready to make delivery of the 
car on December 26th. 


The court found that this delay 
coupled with the circumstances of the 
transaction, was not a reasonable time 
as permitted under the contract for a 
delivery, and, therefore, held that the 
contract should be rescinded with a 
return of the deposit by the dealers. 


The provision as to delays on the 
dealer’s part in making delivery was not 
availing for them, There being no date 
of delivery fixed in the written contract, 
and there being nothing shown therein 
as to whether the first shipment had 
been ordered or would be made, subse 
quent conversations between the parties 
as to when car would be delivered may 
be shown to explain conditions as to 
delivery, so held the court. 
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EEMINGLY knotty legal prob- 

lems are constantly arising in 
the dealer’s business, which even a 
slight knowledge of the law easily 
may solve. MOTOR AGE presents 
here the most common legal prob- 
lems which confront the dealer. Mr. 
Gustin, a member of the Chicago bar, 
not only is well versed in the law 
relating to the dealer but presents it 
in such a way as to be readily under- 
stood by the layman. In addition to 
his articles, Mr. Gustin will gladly 
answer such individual inquiries on 
= points as may be submitted 
im. 
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OWNER STOPS PAYMENT ON CHECK 
FOR REPAIRS, GIVING DEALER 
RIGHT TO RECOVER CAR 
BY REPLEVIN ACTION 


N Aug. 6, 1920, we accepted a Willys- 
Knight for repairs. The car had been 
run without oil and the interior of the 
motor was practically ruined. We ad- 
vised the owner that the repairs would 
amount to between $350 and $500. The 
ear is now ready for the owner and the 
repairs amount to $371.73. He claims 
that he has no money to pay the repair 
bill and we will not allow him to have 
the car as we can see no way of getting 
our money in case we let him have it. 
There is a third party holding a mort- 
gage of $1200 against the car of which 
$300 has been paid. Is there any legal 
way in which we can obtain the money 
due us on this car? The man holding the 
mortgage claims he can take it as the 
payments have not been met. I under- 
stand there is a law in some states allow- 
ing the sale of cars left for repairs, in 
case they are not removed within a speci- 
fied time. Is there any such law in this 
state? 

On Sept. 25 we let a man have a Davis 
car after we had overhauled the transmis- 
sion and he gave us a personal check on 
a bank in a neighboring town. When the 
check was sent in for collection it was 
returned marked “Payment Stopped,” no 
reason being given. We then gave the 
check to our local magistrate for collec- 
tion. He called on the man and returned 
the check to us stating that it would be 
met if returned to the bank. We sent it 
back and it was returned again. We 
wrote the man onee but received no 
answer, 

The magistrate saya he will talte the 
case, but that he will not be able to do 
anything as he considers the charge too 
high. We take the view that the owner 
was satisfied when he gave us his check 
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and that he merely stopped payment so 
that he could get the job free, as we un- 
derstand that this has been done various 
times in the county seat, and this man 
has done the same thing in another 
garage and was able to get by with it. 


Section 2614, Code of laws of S. C. 
1912 is: “It shall be lawful for any 
mechanic, in this state, when property 
may be left at his shop for repair, to sell 
the same at public outcry, to the highest 
bidder, after the expiration of one year 
from the time such property shall have 
been repaired, and the same shall be sold 
by any magistrate of the county in which 
the work was done. 


This is the law in your state answer- 
ing your first question. Regarding the 
car you hold the question is whether 
your mechanic’s lien is superior to the 
chattel mortgage. Most of the states 
have held that the prior chattel mortgage 
takes priority over a later lien, the rea- 
son being one of time only in which the 
record mortgage gives all notice of its 
existence. I am of the opinion your state 
courts follow this rule, but I have seen 
no decision to that effect. Therefore, 
you should hold the car until taken from 
you legally by the holder of the mort- 
gage. Some of the states, notably 
Arkansas, Kansas, Mississippi and Texas 
give a mechanic’s lien and especially if 
it be the common law lien, a priority 
over mortgages. 


On your last proposition, the payment 
by check is, of course, evidence of the 
owner’s satisfaction as to your charges. 
But I think you have a more effective 
remedy. This transaction looks like 
fraud on the owner’s part to get posses- 
sion of the car. In that case you should 
recover the car by replevin action as that 
will restore your lien, you being entitled 
to hold the car for payment of the repair 
charges. 


In the case of Maxton Auto Co. vs. 
Rudd 97 S. E. 477 the North Carolina 
courts held that where the owner of the 
machine gives a check for the amount of 
repairs thereon and thereby induces the 
repairman to surrender possession of the 
machine, but thereafter stops payment 
on the check, the repairman can obtain 
an action to recover possession of the 
machine in order that his lien will attach 


again. 
Were this proposition generally khown 


there would be less of such transactions 
as you mention. 
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HIS is the sixteenth of a series of articles on 
autogenous welding. These articles are in- 
tended to be of aid to the man who must learn 
the art of welding with little or no personal 
instruction. They also are intended as a reference 
for the man attending a welding school. It is and if so, if it will pay. The more familiar one 
likely that during the first few months of his 
instruction many problems will come up that may 
be solved more readily with these articles on hand. 
Finally, this service should be of benefit to any 
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Autogenous Welding 
What it is and how itis applied 
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shop. The reading of these articles will give him 
an understanding of the subject which should 
greatly aid him in general repair work. He will 
be better able to decide, when he has a part to 
repair, whether it is feasible or not to weld it, 


becomes with this art, the wider the scope of its 
application. The man who is versed in the art 
will find many clever applications that one who 
is less familiar with the subject would never dream 
automotive service man or repairman, even though of. An understanding of welding principles offers 


he never intends to have a welding torch in the a new technique to the repair man. 
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Part XVI—Welding Crankshafts 


HE illustration, Fig. 57, shows a handy 

stand for the welding of crankshafts. 
The clamps are adjustable so that they 
will fit any shaft and at the same time 
the table itself is pivoted so that the 
shaft may be swung to any angle, this 
feature permitting the work to be done 
in the position which affords the greatest 
ease. The illustration shows a gas torch 
which is being used for pre-heating. 
Asbestos paper has been wrapped around 
the section near the torch, in order to 
conserve the heat. 


A crankshaft must be considered a 
heavy shaft or a heavy flat bar, depend- 
ing on whether the break is in one of the 
main or crank pin journals or in the 
cheek, Fig. 58. Since this is so, a V 
should be made from one side two-thirds 
of the way through and one-third of the 
way through on the other side. In filling 
up the second V it is important that the 
first weld be reached and that a good 
joint be secured at this point. There 
should be a 3/16 in. reinforcement on 
both sides. In repairing the crank pin 
enough metal should be added to permit 
of machining afterward. There should 
also be sufficient metal so that pin holes, 
blow holes or other defects likely to 
occur in excess will be machined away. 


The above method can be used only 
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Fig. 57—Special table built for 
welding crankshafts. A gas torch is 


being used for preheating 

















when the break can be reached on both 
sides. The particular shape of the crank- 
shaft often prevents the use of the torch 
on both sides of the break. Therefore, 
the weld must be completed from one 
side, in which case a deep V is made. 
Care must be taken that the bottom of 
the weld is thoroughly melted together 
before the filling rod is added. 

It is desirable that a perfectly neutral 
flame be used all the way through the 
welding. The weld should be reinforced 
about 3/16 of an in. and when finished 
should be pounded slightly with a light 
hammer. This work should be done while 
the metal is still hot—never after it has 
reached a dark red heat. After this is 
done the shaft should receive a 3/16 in. 
reinforcement. 

After the job is completed it will be 
found that the shaft is always a little out 
of line. It may be straightened in a 
lathe. The shaft is heated to a dull red 
heat at the point where it is bent and 
pried straight with a bar or a jack frame. 

After this it should be allowed to cool 
slowly, which may be accomplished by 
wrapping asbestos paper around it. 

It is desirable to have V blocks of some 
sort to hold the crankshaft while the 
welding is being done. The set-up shown 
in Figs. 59 and 60 is simple and effective. 
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a “ig. 58—A crankshaft should be welded from both sides if it can be reached from both sides 
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Figs. 59 and 60—There are four cast iron V blocks with L-shaped feet. 
cast iron table and hold the shaft firmly in line. 





The lining of the shaft is automatically accom- 








These are clamped to a 


plished by a series of holes into which the clamp boards fit, being arranged in two parallel straight : 


lines. 


the table into which bows on the supporting Vs would extend. 


Perhaps a more satisfactory method would be to have a crack extending the full length of 
It will be noted that although this 


set-up holds the shaft firmly in line, it does not prevent or tend to prevent longitudinal expansion. 
The method of V-ing out the crankshaft from both sides is of interest 





How to Store Cars 
(Concluded from page 56.) 
condition, the top is apt to get creased 
and damaged. So, when storing the car, 
put it up, thus allowing it to remain 
smooth. Dust-the top well before cover- 
ing it, and if it is leather give it a light. 
coat of boiled linseed oil. If pantasote, 
clean it with lukewarm water and castile 
soap. Put the side curtains on, too, after 
they have been cleaned. This will give 
them a chance to straighten out and help 

keep the upholstery clean. 

Sponge off the upholstery with a solu- 
tion of one part of pure ammonia to nine 
parts of water, then rinse with clean 
water. This will remove the dirt. After 
it is dry, buff it with a soft woolen rag. 
A good leather dressing applied at this 
time will add to the looks. Never use 
gasoline in cleaning leather trimming. 

All the nickel-plated parts, such as 
the lamp rims, steering wheel spider, 
dash instruments, levers, etc., should be 
cleaned and polished with metal polish. 
A thin coat of vaseline should then be 
applied over the bright surfaces, to pre- 
vent rusting. Do the same with exposed 
parts of the powerplant, such as the 
magneto coupling, spark and throttle 
levers, ete. 





Watch Storage Battery Carefully 

The most important things to watch in 
regard to the car’s mechanical makeup 
are the storage battery and cooling sys- 
tem. Of course, if the battery is removed 
and stored dry, as told elsewhere in this 
issue, there is nothing more to fear. But 
if an owner’s car is being prepared for 
storage in his own garage, and he does 
not wish the battery taken out, be sure 
to disconnect the terminals of the bat- 
tehy. This is a precaution to keep it 
from discharging, as any slight leak in 
the wiring would discharge the battery 
and the latter might freeze up. Do nol 
run the engine when the battery is dis- 
connected, as the generator might be 
burned out. Put plenty of vaseline on 
the terminals of the battery and fill the 
cells with distilled water, if necessary. 


Every six weeks or so a battery should 
be given a slow charge, either by taking 
it to a service station or running the 
engine and letting the car’s own genera- 
tor do the work. But it is a job some- 
times to get an engine started in cold 
weather to say nothing of having to fill 
the water system, gasoline tank, pour oil 
into the ‘crankcase, etc., and all for the 
sake of giving the battery a little boost. 
Thus, it is far better for the dealer to keep 
the battery in his own place, where it can 
periodically be inspected, or stored dry. 

All water must be drained from the 
system, taking care that small pet cocks 


Fig. 61 shows a simple set-up for 
welding a tie rod which has been 
broken, without removing the tie 
rod from the car. The tie rod is 
supported at the break by fire bricks 
and is then welded as shown. No 
preheating is required, inasmuch as 
the rod is free to expand. If this rod 
is a solid it should be V-d out 
and welded in the manner described 
for a solid shaft. On the other hand, 
if it is hollow it should be treated 


on the pump, jackets, etc., are all turned 
open. Then the radiator and jackets 
should be washed out with a hot soda 
solution. Leave it in for several hours 
and then drain it, flushing with clean 
water. 

Old oil should not stay in an engine, 
especially nowadays, when it will be 
diluted with gasoline. 

Drain off the oil, oil and wash out the 
crankcase with kerosene, running the 
engine about half a minute or so. Then 
put in a little fresh oil and run the engine 
a short while to insure a good film of oil 

over all the working parts. 
















No. 282 


We are planning to erect a one-story 
garage 124 by 100 ft. The main entrance 
is to be on the north side, and it is our 
desire to have all of the offices, rest 
rooms and stock room facing the north, 
or facing St. Andrews Street on the 
west. A space of 40 ft. on the north side 
of the building will be used for quick- 
service work. There is to be a filling 
station on the northwest corner. The 
show room will face St. Andrews Street 
on the west and the repair department 
will be in the southeast corner. It is our 
intention to build the foundation strong 
enough to carry a second floor later on. 
—J. C. Walden Auto Co., Dothan, Ala. 


Your location is ideal for a garage. 
The lighting problem, with a large lower 
floor area, is a serious one, especially 
when two or three sides are without 
windows. * You will need skylights and 
ventilating shafts and fans will help. 
With the exception of the stock room, 
artificial light will not be needed, even 
after adding the second floor, which you 
contemplate. The shop, then, will be on 
the second floor and the space taken by 
the shop converted into garage space. 

With access by road or alley on all 
sides, the temptation naturally is to 
make a number of car entrances and 
exits. We strongly advise using only 
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Planning aud Building Problems 


CONDUCTED BY TOM WILDER 


Quick Service Yard Undesirable 


one of each; more would complicate 
matters and waste space. 


We fear the yard for quick service 
work would be abused and eventually 
become a collecting place for battered- 
up rims, oil barrels and miscellaneous 
junk for which there is no other place. 
This certainly would detract from the 
appearance of the place, so we believe 
it would be better to build close to the 
street. We are not sure but what the 
idea would develop into a _ time-killer 
anyway. Located as it is at the extreme 
opposite end of the building, away from 
the shop where tools and supplies are 
kept, it is more likely to become a slow- 
service instead of a quick-service 
scheme. Better and much quicker serv- 
ice could be obtained by driving the car 
directly into the shop where everything 
is handy for quick work. 


No. 283 


GASOLINE FILLING STATION 


I am planning to build a gasoline filling 
station in a town of about 3000 popula- 
tion. There is no station here at present 
but a great ‘deal of automobile traffic. 
Several stores and four garages sell gaso- 
line but they close early and are not open 
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In this department MOTOR AGE aims 
to assist its readers in their problems of 


planning, building and equipping service 


stations, garages, dealers’ establishments, 
shops, filling stations, and in fact any 
building necessary to automotive 
activity. 

When making requests for assistance 
please see that we have all the data 
necessary to an intelligent handling of 
the job. Among other things, we need 
such information as follows: 

Rough pencil sketch showing size and 
shape of plot and its relation to streets 
and alleys. 

What departments are to be operated 
and how large it is expected they 
will be. 

Number of cars on the sales floor. 


Number of cars it is expected to 
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garage. 
Number of men employed in repair 





shop. 
And how much of an accessory depart- 


ment is anticipated. 
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FILLING STATION PLAN 283 
FOR ROBERT Rt. PATTERSON 
‘TACONITE MINN. 


























Ji 


WA 


November 4, 1920 
































Sales 





Sundays. -I would like to build a nice 
looking station which would take care of 
this trade and would appreciate your sug- 
gestions as to the best size and about 
what capacity tank to install.—Robert R. 
Patterson, Taconite, Minn. 

You do not give any information as to 
the size of the lot for your filling station 
or its location. Our plan shows a small, 
although thoroughly adequate building, 
on a 50 ft. inside lot. 

A corner lot with some open space 
around it is, of course, better for this 
purpose since it allows the buildings to 
be seen further and will, therefore, at- 
tract tourists and transients from a 
greater distance. If a station cannot be 
seen ahead some distance, tourists will 
not stop unless it is imperative. 

If your station cannot be.seen in both 
directions down the street, some means 
of attracting the attention of passersby 
must be found—some sign or other 
attraction that will unmistakably iden- 
tify your place as a filling station. 

The capacity of your tank will depend 
upon the frequency with which you can 
get supplies and the amount you sell. 
Chicago stations sell from 800 to 1500 
gal. every twenty-four hours. If your 
sales average 400 gal. a day and you can 
get supplies three times a week, it will 
be necessary to carry at least four or 
five days’ supply or from 1600 to 2000 
gal. These figures are merely explana- 
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tory. You will have to figure out your 
own problem to suit your requirements. 

This same plan may be used on a 50 by 
50 ft. corner, placing the building in the 
inside back corner and facing diagonally 
toward the opposite corner. 
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Above—Sales and service sta- 
tion constructed by aid of this 
department 


Left—Interesting interior view 
showing office, accessory 
showcase, reception room and 
part of the car display room 


Motor Age extends this garage and 
sales and service station planning 
service free to all its readers. If 
you have building problems of any 
description, whether it be the ques- 
tion of what material to use or the 
complete plans of a building we 
will be glad to know of them and 
give you the benefit of our collected 
experience and study 
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No. 282—Layout planned to make possible addition of 
second floor later on 
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Keeping the Overhead Valves Quiet 


IS the general opinion of the motor- 
ing public and also many dealers that 
the overhead valve engine is noisier than 
the L head type. Many have said “if we 
could only get an L head engine that 
would give I head performance we would 
get something to be desired.” However, 
with the overhead valve construction as 
it is today the noise can be practically 
eliminated by the proper adjustments of 
the parts. In one particular case this 
is very easily accomplished with a screw- 
driver while the engine is running. 

In the majority of cases it will be 
necessary to provide yourself with a 
couple of thin S or straight wrenches 
that will fit the adjusting nuts on the 
push rods. If a real accurate adjustment 
is desired it will also be necessary to 
have a thickness gage with leaves from 
-001 up. 

The examples of valve adjustments 
which will be given represent the prin- 
ciple types which are: (1) Push rods 
not enclosed, (2) Push rods enclosed. 
In some cases the rocker arm bearing, 
fulcrum, is nearer the valve stem than 
the pushrod, while in others we find .the 
rocker arm bearing, fulcrum, nearer the 
pushrod than the valve stem. 

Probably the most important factor in 
keeping the valve tappets in adjustment 
is proper hardening. If they are not very 
hard the constant hammering action of 
the cams will soon create large clear- 
ance and cause a great deal of noise 
which no amount of adjustment will 
eliminate. The amount of clearance 
necessary is dependent to a great extent 
upon the design and construction of the 
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Fig. 





I1—Falls engine with the ex- 
posed type of push rod 


. Conducted by Roy E. Berg 
Technical Editor, Motor Age. 
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HIS department is conducted to 

assist Dealers, Service Stations, 
Garagemen and their Mechanics in 
the solution of their repair and ser- 
vice problems. 

In addressing the department read- 
ers are requested to give the firm 
name and address. Also state whether 
a permanent file of MOTOR AGE is 
kept, for many times inquiries of an 
identical nature have been asked by 
someone else and these are answered 
by reference to previous issues. 
MOTOR AGE reserves the right to 
answer the query by personal letter 
or through these columns. 


PALL 
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mechanism and also up the conditions 
under which the engine is to be run. 


If the pushrods are of the exposed 
type the adjustment should be made 
when the engine is cold. Suppose we 
assume that the room temperature is 
about 70 deg. and we run the engine 
until the water has heated up to 190 or 
200 deg. Under these conditions you will 
find that the cylinder will have expanded 
about twice as much as the pushrod. 
From this you can easily see that if the 
pushrods are adjusted to one or two 
thousandths when the engine is hot, the 
cylinders will shorten more than the 
pushrods when the engine gets cold and 
the result will be that the valves will 
be lifted off their seats. The engine 





would be hard to start and perhaps it 
would be impossible. 

In the case of the enclosed pushrod 
the adjustment should be made when the 
engine is warm. There is very little dif- 
ference in temperature and also very 
little difference in expansion between the 
cast iron cylinder and the steel pushrod. 

If the rocker arm bearing is closer 
to the pushrod than the valve stem it is 
possible to get much closer adjustment, 
because the valve. spring has a 2 to 1 
ratio over the oil film in the joints of 
the valve gear and will close the valve 
even should it be impossible to detect 
the clearance by touch. 

With certain types of pushrods and 
rocker arms it is impossible to use a 
thickness gage in which case proper 
adjustment will be entirely dependent 
upon touch. The valves should be closed 
and the rocker arms free before making 
any adjustments. 

There is one axiom which ought to be 
abided by and that is, “a little noise is 
preferable to possible engine trouble.” 
From the above statements it will be 
seen that the quietest combination is the 
enclosed pushrod with the rocker arm 
bearing nearest the pushrod. 

If the engine has the exposed pushrods 
and rocker arm bearing nearest the 
pushrod, loosen the locknut so the ad- 
justing screw turns quite hard in the 
rocker arm. Screw in the adjusting 
screw until all the clearance is taken up 
and the pushrod cannot be twirled easily 
and practically no up and down motion 
can be felt. Hold the screw in position 
with one wrench and tighten up the lock- 
nut with the other. After adjusting all 
the rockers and lubricating the ends go 


Set Screw Lock Nut 


Fig. 2—Head of the Marmon engine 


with inclosed type of push rods 
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over all the rods again and see if they 
turn easily and have practically no clear- 
ance when the valves are closed. 

When this engine is hot there will be 
from about 0.003 to 0.004 in. clearance 
on all the valves. This can be tested 
with the feeler gage either on the push- 
rod end or the valve stem end of the 
rockers, which ever one is most acces- 
sible. 

With the same type of pushrods but 
rocker arm bearing nearest the valve 
stem, the procedure is the same except 
0.001 in. initial clearance should be given. 
This can be determined with the feeler 
gage or by adjusting the screw until an 
up and down motion of the rod can be 
barely felt. A thousandth of an inch is 


PITITITITITITITI TLL i iiiilitiililiiliiiiiiiiililiiiiiiiiiiiii iii i) 


ENGINES 





MOTOR AGE 





a perceptible quantity, especially to the 
touch. 

With the enclosed type of pushrods 
and the rocker arm bearing nearest the 
pushrod, allow 0.001 in. initial clearance. 
With the same type of pushrods and the 
rocker arm bearing nearest the stem, 
allow from 0.002 to 0.003 in. initial clear- 
ance. 

The form of cam outline that goes 
with the fourth rocker also makes for 
silent operation. Good workmanship is 
also a very large factor in silent run- 
ning, good design being assumed. 

To get silent operation cut the clear- 
ance all you can. If the engine will start 
and run cold, it will have plenty of clear- 
ance when it is hot. 


ITTITITITILITL LL 


CHALMERS VALVE TIMING 

Q—Explain easiest method of timing a 
1916 Chalmers; this model has an over- 
head camshaft.—W. C. W., Pomona, Calif. 

A—The time and amount of opening of 
the valves depends upon the adjustments 
of the valve rocker arm which must bear 
upon the cams of the camshaft. To 
adjust the timing, proceed as follows: 

Crank the motor until the inlet valve 
of eylinder No. 1 starts to open. This 
point is reached when you are able to 
determine with the fingers that the valve 
rocker has started to raise the stem 
against the tension of the spring. 

At this point the mark “In. Op.” (inlet 
open) on the flywheel should be exactly 
centered with reference to the pointer 
on the rear of the crankcase. If the 
opening is not correct, rotate the fly- 
wheel to bring this mark directly on 
center and adjust the valve rocker arms 
so that it will be just opening itself at 
this point. This adjustment is made as 
previously explained. It is essential that 
these adjustments always be made with 
the “back lash” or lost motion in the 
driving gear entirely taken up in the 
same direction; that is, in the direction 
of the rotation of the motor when run- 
ning. Turn the flywheel a short distance 
in the same direction, bringing the mark 
“Ex. Cl.” (exhaust closes) to the center 
with reference to the pointer. With the 
flywheel mark in this position, the ex- 
haust valve on the No. 1 cylinder should 
just begin to close. If not, adjust the 
exhaust valve rocker arm as described 
above. This operation should be repeated 
for each cylinder. 

In order to time the valve it will be 
necessary to remove the cylinder head 
cover. This is easily done and will make 
the parts accessible as shown in Fig. 3. 


HORSE POWER RATING 
Q—Publish speed of the Hudson, Essex 
Chandler, Oldsmobile 8, and the Mercer. 
2—Publish price of each. 
3—Are aluminum pistons used 
Oldsmobile 8 and the Chandler? 
4—Which car would have the more 
power, one rated at 29.4 N.A.C.C. or at 
29.4 8 .A. B. hp?—Herbert S. Bringold, 
West Concord, Minn. 


1—Our statements regarding the pos- 
sible speed of any of the cars can only 
be approximate as no official trials have 


in the 


been recorded. Furthermore, where tests 
have been conducted they have been run 
with expert drivers and under rather 
ideal conditions. All of the above men- 
tioned cars will do better than 60 m. p. h. 
under average conditions. 

2—Prices at the present time are 
rather indefinite and we are not in any 
position to quite them. The price sit- 
uation and reductions in car prices has 
been published in recent issues of Moror 
AGE. 

3—Aluminum pistons are used in the 
Oldsmobile but the Chandler is fitted 
with cast iron pistons. 

4—-The ratings are identically the same 
and figured from the same formula. The 
power the engine will develop is in no 
way dependent upon this horse power 
rating. 

SPEEDING UP BUICK 

Q—A model E-45 Buick will not 
over 48 or 50 miles. Advancing the valve 
timing and ignition has not materially 
increased the speed. Would a 3.5 to 1 
gear ratio help? 

2—Would installing light weight pistons 
increase the power sufficiently to make up 
the difference in the ratio? 

3—Would you advise aluminum or light- 
weight cast iron pistons? 

4—If an oversize aluminum piston were 
lapped in, would it be necessary to rebore 
the block? The compression is fairly good; 
the car has been run about 10,000 mi. 

5—Would it be advisable to install dif- 
ferent rods? The present ones seem to be 
too heavy. 

6—Why does the model K-45 seem to 
have more speed than the E-45? There is 
a slight difference in the valve timing. 
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On the E-45 the exhaust closes before the 
intake opens, while on the K-45 the intake 
opens before the exhaust closes. Would 
this make the difference? 

7—Is it possible to enlarge the valves? 

8—What would be the probable speed 
of this car with light-weight pistons and 
a different gear ratio, and also with the 
present ratio of 4 to 1, without changing 
the valves and carbureter? 

9—Where could I purchase light-weight, 
aluminum and cast-iron pistons? 

10—Suggest further changes that would 
assist in bringing the speed up to 65 or 
70 m. p. h.—H. J. Wilcox, Emmetsburg, Ia. 

1—The use of a 3 to 1 gear ratio will 
increase the speed considerably. It must 
be remembered, however, that this change 
will have to be made at a sacrifice of 
acceleration. 

2—The use of lighter piston and con- 
necting rods will increase the engine 
speed and give more power but we do not 
believe that it will make up the difference 
due to the change in gear ratio. 

3—We are not in a position to advise 
the use of either. Both have proven sat- 
isfactory. There are cast iron pistons 
on the market that are virtually as light 
as the aluminum. Advantages and dis- 
advantages may be found in the use of 
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Where You Will Find the Answer 
ey O assist readers in obtaining as a unit all 

information on a certain subject, MOTOR 
AGE segregates inquiries in this department into 


divisions of allied nature. Question spertaining to 
engines are answered under that head and so on. 


Engines 
W. C. W., Pomona, Calif. 
Herbert S. Bringold, West Concord, Minn. 
H, J. Willcox, Emmetsburg, Ia. 
Standard Motor Co., Barrington, Ill. 
C. D. Bedenbaugh, Anderson, S. C. 
A. N. M., Los Angeles. 
L. T. West, Topeka, Kan. 
Dr. Robb S. Porter, Roanoke, Va. 


Electrical Systems 
E. Christensen, Tacoma, Wash. 
Ralph D. Cowan, Stratton, Nebr. 
A. Lloyd Taylor, Blanchard, Ia. 
Newbrook Garage, Newbrook, III. 
A. H. Noga, De Kalb, III. 
C. D. Bedenbaugh, Anderson, S. C. 
John Hobb, Kansas City, Mo. 
Reader, Green Bay, Wis. 


Miscellaneous 
B. Hallock, Peotone, IIl. 
Gemmill, Baltimore, Md. 
M. H. Armstrong, Wilson, Okla. 
B. Lillie, W. Toronto, Can. 


A, 
F. 


MIIIIDIIIIIIIII iii iii ii ily Tiltiliiiiiiiiiiiiiiiii eer 
PITPIIIITII til il iii iii iiiit iii i iii iiiiiiiiiiiiiiiiiiiy 


INLET MANIFOLD 












TIMING GEARS 





CAM aoe BRAKE 






oe! 
Foo" oe © % 
ae oe a’ ~e 
BG gee BO age 

4 ed - : 


f 
Ie INLET VALVES 
. ac $ 





LCAM SHAFT 








Fig. 3—Showing the 


top of thel916 Chalmers with 


cylinder head 


cover removed 









































































































































78 


either and so the choice will have to be 
made according to your own ideas. 

4—The proper thing to do is to caliper 
the cylinder and see if it has worn out 
of round to any extent. We believe that 
it would be advisable to rebore if you 
intend to use oversize pistons. You state 
that the compression is fairly good. If 
you are going to the trouble and expense 
of overhauling the engine you want 
everything in the best shape and, there- 
fore, the compression should be right 
instead of fairly good. 

5—As long as you intend to use light 
weight pistons it is advisable to use light 
rods. 

6—You are wrong in your conclusion 
about the valve timing of the K-45. The 
intake valve does not open before the 
exhaust closes. The timing is as fol- 
lows: Intake opens 15 deg. 10 min. 
before top dead center and closes 38 deg. 
40 min. after bottom dead center. The 
exhaust valve opens 12 deg. 40 min. 
before bottom dead center and closes 12 
deg. 10 min. after top dead center. Any 
slight difference in the valve timing 
would have no very great effect on the 
speed. 


7—The intake valves can be enlarged a 
small amount and the exhaust valves 
considerably. By doing this you will get 
more power and more speed. The writer 
knows of a case where the exhaust valves 
were enlarged and the intake valves were 
slightly increased and it made a speed of 
about 72 mi. per hour possible. 


8—With the ratio changed to 3% to 1 
you can probably get from 70 to 75 mi. 
per hour. If the car is in good condition 
and no changes are made it ought to 
make about 55 mi. per hour. 


9—Light weight pistons can be pur- 
chased from the following concerns: 

Aluminum Manufacturers Corp., 6205 
Carnegie Ave., Cleveland, Ohio. 

Clark-Turner Piston Co., 1236 Los An- 
geles St., Los Angelés, Calif. 

Green Engineering Co., Main St. and 
Burns Ave., Dayton, Ohio. 

Kant Skore Piston Co., 
Bldg., Buffalo, N. Y. 

Miller Mfg. Co., Harry A., 
Main Sts., Los Angeles, Calif. 


10—No further changes will be neces- 
sary to bring the speed up to about 65 
or 70 mi. per hour. 


SPEEDOMETER FOR LOW SPEEDS 

Q—Instruct how an ordinary speedo- 
meter can be adapted for use on a tractor 
demonstration. We wish to attach a 
speedometer to the front wheel of a trac- 
tor in such a way that the dial will regis- 
ter speeds as low as five miles per hour. 
We thought it might be possible through 
construction of a special dial, using the 
complete regulation are, to show the rate 
of speed between one and five miles and 
to so adjust the gear ratios of the speed- 
ometer driving gears that an accurate 
registration of the mileage would result. 

The speedometer dial will be placed on 
an instrument board, which will also be 
furnished with a dynamometer dial and 
a gradometer. It will then be possible 
by taking into consideration the speed, 
dynamometer reading, and gradometer 
reading to ascertain the horsepower 
exerted by the tractor at any given mo- 
ment and to show the prospective cus- 
tomer that the tractor is actually produc- 
ing power equal to, or greater than its 
rated output.—Standard Motor Co., Bar- 
rington, Il. 
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The Stewart Warner Speedometer 
Corp. advises that it is possible to use 
the ordinary speedometer for a tractor 
demonstrator by changing the indicator 
dial and changing the speed of the drive 
shaft, to give accurate readings as close 
as 1/5 or %4 miles per hour. It is quite 
a difficult task to adjust the gear ratios 
of the odometer driving gears to suit the 
increased speed of the drive shaft made 
necessary to obtain close and accurate 
readings up to five miles per hour. For 
example, if the speed of the drive shaft 
at sixty miles per hour is 1000 r.p.m., the 
gear ratio of the odometer will, of 
course, have to be 1000 to 1, to register 
one mile at 1000 r.p.m. of the drive 
shaft. To obtain accurate speed readings 
of the fractions of the mile, it would be 
necessary to place the number 5 on the 
dial where the number 60 ordinarily is, 
retaining the same shaft speed of 1000 
r.p.m. 

This means that the gear ratios of the 
odometer driving gears will have to be 
changed accordingly, twelve times as 
much. If the mileage registration is 
absolutely essential, the only way to ob- 
tain this high gear ratio of 12,000 to 1 
is to cover up the first dial wheel of the 
odometer, which immediately gives a 10 
to 1 ratio. Then by changing the usual 
gear ratio, found in the speedometer, 
from 1000 to 1, to 1200 to 1, you get the 
total gear ratio of 12,000 to 1. 


CHEVROLET VALVE TIMING 

Q—Explain how to prevent oil working 
out at the valve lifters on an old model 
Chevrolet 490. 

2—Publish valve timing for this model. 
—C. D. Bedenbaugh, Anderson, §S. C. 

1—The trouble is evidently due to 
wear and we think it is advisable to get 
new pushrods and guides. 

2—The valve timing is as follows: 
Intake valve opens 16 deg. after upper 
dead center and closes at 52 deg. after 
lower dead center, Exhaust valve opens 
40 deg. before bottom dead center and 
closes 16 deg. after top dead center. 


LOCATING KNOCKS 

Q—Explain how to test for loose main 
bearings with motor running. 

2—Explain how to test for loose con- 
necting rod bearings, loose wristpin, pis- 
ton slap, noisy timing gears and loose 
camshaft bearings with motor running.— 
A. N. M., Los Angeles, Calif. 

1-2—The cause of certain kinds of 
knocks is usually determined by an 
analysis of the sound produced. A 
trained mechanic can tell immediately 
just where the trouble is located by list- 
ening when the engine is running. All 
of the knocks mentioned above have dis- 
tinctive sounds although to the untrained 
ear they may seem similar in many 
respects. A loose bearing always pro- 
duces a very heavy pound somewhat like 
striking hard ground with a heavy plank. 
It usually produces a pound that can be 
felt by the driver and may be more vio- 
lent at the explosion of any one cylinder. 

The connecting rod bearing if loose 
produces a light metallic knock with a 
muffled sound. The knock will probably 
occur 1, 2, 8 or 4 times every two revo- 
lutions of the engine. A loose wrist pin 
produces a knock of much the same char- 
acter and it is difficult to tell the differ- 
ence, 






November 4, 1920 







A good way to test for eithér is to short 
the spark plugs one at a time while the 
engine is running at idling speed which 
will cause the engine to miss and if the 
wrist pin is loose or the connecting rod 
bearing is badly worn it will produce a 
very distinct knock. 

Piston slap is probably the hardest 
knock to locate. It is caused by the 
piston striking first one side of the cyl- 
inder and then the other. This knock 
can occur even if the rings fit tight. The 
looser the piston is the worse the slap 
will be. Worn cylinders are often the 
cause and in the case of aluminum pis- 
tons it may occur only when the engine 
is cold. Suppose the piston is traveling 
up on the compression stroke. The tend- 
ency is to cling to the right wall of the 
cylinder. Now, when the crank pin 
swings past dead center the piston will 
be thrown to the left side of the cylinder. 

When under full explosion pressure 
this action is quite heavy and if the 
piston is worn or the cylinder walls are 
worn it will very likely give a very pro- 
nounced piston slap. About the only 
way that the slap can be located is by 
the use of a sounding rod or the removal 
of the piston for examination. 


The timing gears do not produce a 
knock unless they are very badly worn 
or the gear teeth broke. The noise is 
usually a characteristic gear whine or 
growl. The camshaft bearing knock is 
rather difficult to locate but is quite 
easily distinguished with a sounding rod. 


A simple sounding rod, which may be 
either an iron or steel bar of small diam- 
eter, can be used for determining a knock 
by placing one end on the engine and 
holding the other end in your teeth. 
Another way to use it is to place one end 
on the engine and your thumb over the 
other end. Then by placing the ear near 
to the thumb you will find the sound 
increasing the nearer you get. 


INCREASING SPEED 

Q—A 1918 4-passenger Stutz car with a 
16 valve engine has been driven about 
9000 miles and seems to be in good con- 
dition. Effort has been made to speed up 
the engine but the only speed available is 
about 55 m.p.h. What speed should this 
engine be able to deliver? How can this 
be obtained?—L. T. West, Topeka, Kan, 

Reports from many owners indicate 
that you should obtain a speed of from 
65 to 70 m.p.h. with this car. Now if 
you find that 55 is about as high as you 
can go, then see what a close examina- 
tion will reveal. Remove the bottom pan 
and have some one turn the engine over 
slowly. Observe the condition of the 
rings by noting the amount of air bub- 
bles blowing by the pistons. The oil film 
will act as seal but where there are air 
leaks the oil will blow up into tiny bub- 
bles. 

If there is a distinct hissing sound then 
you are losing some of your speed at this 
point. The remedy for this is a new set 
of rings properly installed. Next remove 
the engine head and examine the valves 
very carefully. If the seats are not 
shiny and do not seem to be tight then 
they should be ground in. Another thing 
to do before grinding the valves is to see 
that the valve stems are not worn go that 
considerable air leaks by at that point 
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VALVE TAPPET ADJUSTMENT 


Q—Instruct how to adjust the valves on 
a Nash engine. Is it wise to attempt to 
adjust two valves at once? That is, 
should an attempt be made to catch both 
valves closed, for instance on No. 1 
eylinder, and insert the thickness gage 
under both arms at the same time and 
then make the adjustment? The latter 
method was recommended to us by a 
mechanic connected with the Nash dis- 
tributor. He explains that the Nash 
engine is different from other similar 
engines in that it “overlaps” a term which 
I do not understand. 


Regarding the valve adjustment, if the 
intake of any cylinder is open sufficiently 
to be noticeable by the spring being 
pressed down, is there any better posi- 
tion possible for adjusting the exhaust 
valve of that cylinder and vice-versa? 
Will add that another Nash mechanic 
holding same position instructed us to 
adjust any valve when the opposite valve 
was open which seems to me the common 


OVERLAND 4 CHARGE RATE 


Q—About how many amperes should the 
generator on the small 1920 Overland 4 
charge at a speed of about 20 m.p. h.?—~ 
Millbrook Garage, Millbrook, I]. 


This is difficult to say with any degree 
of exactness, but somewhere between 10 
and 14 amperes is correct. 


TRUCK LIGHTING SYSTEM 


Q—I want to install an electric lighting 
system on a truck and have in mind an 
8-volt, 8 amp., generator. Could the 
lights be connected direct to the generator 
so as not to use a storage battery? If so, 
must provision be made for the current 
that is not used by the lights, and how 
might this be done?—Ralph D. Cowan, 
Stratton, Nebr. 

The ordinary generator would not be 
suitable without the use of a storage bat- 
tery. A description of the Nicolite sys- 
tem for trucks appeared in Moror AGE 
July 29. This system is composed of a 
generator that is automatically regu- 
lated so that the voltage remains prac- 
tically constant and a storage battery is 
unnecessary. 

The only apparent disadvantage is that 
the engine will have to be running in 
order to get any lights. The speed of the 
generator, of course, must be obtained at 
low engine speeds by means of a chain 
drive. This system is manufactured by 
the Nicol Electric Co., 965 Woodward 
Ave., Detroit. 
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sense way. What is your opinion?—Dr. 
Robb 8. Porter, Roanoke, Va. 


The method of adjusting two valves 
when they are closed, means, of course, 
that you must place one of the cylinders 
in the firing position. If it is possible to 
see the flywheel and it can be turned 
to the point where 1/6 mark lines up, 
cylinder 1 or 6 is in the firing position. 
At this position both valves will be closed 
and the adjustment of the push rods can 
be made on both. 

The only thing that is necessary is to 
have the valve that you wish to adjust 
closed and the adjustment should always 
be made when the engine is hot. Just 
take out the crank and turn the engine 
over slowly. Then when the valves close 
simply take the closed valve and make 
the adjustment. Continue until all of the 
tappets have been adjusted. 
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REGULATOR ON MITCHELL 

Q—Explain the action of an external 
regulator as used on the generator of a 
1919 Mitchell. The generator is Westing- 
house make,—Reader, Chicago. 

The bucking field regulator as it is 
most generally termed secures its regu- 
lation by the action of a vibrator which 
intermittently inserts and cuts out a re- 
sistance into the field circuit of the gen- 
erator. The action of this regulation is 
as follows: First assume that the engine 
is standing still. The generator is now 
producing no voltage. We will also as- 
sume that battery voltage is 6 volts. As 
soon as the engine is started the gener- 
ator commences to generate. At the mo- 
ment that the generator voltage reaches 
a figure, where it is sufficient to over- 
come the battery voltage the cut out will 
close which will automatically start the 
charge the battery. The voltage at this 
point will be about 6.4 volts. 

As the engine speeds up the voltage 
of the generator naturally rises. Ordi- 
narily generators of this type are of the 
shunt wound type, and on this particular 
car it is of this type. As soon as the 
voltage has reached a figure where the 
charge rate reaches a normal amount, 
say 15 amperes, the solenoid in the reg- 
ulator acts upon the armature of the coil 
and pulls it down where it makes a con- 
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tact which inserts a small resistance coil 
into the field circuit. Now with an add- 
ed resistance in the circuit the voltage 
begins to drop off, until it reaches a 
point where it is too weak to further 
hold the armature of the solenoid down. 
At this point the resistance is cut-out 
of the circuit and the voltage begins a 
rise again. This cycle is then repeated 
again and again many times a second, 
otherwise the fluctuation would be 
noticed on the ammeter. 


DISCONNECTING BATTERY 

Q—Publish wiring diagram of the 1916 
Maxwell 25, showing ammeter and mag- 
neto ignition and coil to use if desired. 

2—With generator running, the amme- 
ter does not show change, but when lights 
were turned out the ammeter burned out. 
What was the cause? 

3—Could a Simms generator be used for 
lights without batteries in circuit if a 
suitable resistance is substituted, or if 
batteries are completely run down? If 
so, what would be the correct resistance? 
—A. Lloyd Taylor, Blanchard, Ia. 


1—From the general run of the ques- 
tions asked we are wondering if you have 
not removed the battery and then con- 
tinued to run the generator. If the 
storage battery is removed, precaution 
should be taken to remove the field wire 
from the generator or open the field cir- 
cuit at any point. 

If the field circuit is left closed and 
the: lights turned on, the entire output of 
the generator will flow through the light- 
ing circuits to ground and burn out ail 
of the light bulbs and fuses. Now if in 
the above mentioned case you did not 
have the battery disconnected it is not 
impossible to believe that the battery 
became disconnected as a result of a 
broken connection. Wiring diagram is 
shown in Fig. 6. 

3—It cannot be done and even if it 
would be possible we do not advise this 
kind of practice. We believe there is no 
necessity for doing it. If the battery 
must be removed for repair or recharge 
the battery repair shop can always pro- 
vide a loan battery until your battery is 
put in good condition. 


CADILLAC WIRING DIAGRAM 


1—Publish wiring diagram of a 1914 
four cylinder Cadillac.—A. H. Noga, De 
Kalb, Ill. 


1—Wiring diagram is shown in Fig. 4. 
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Fig. 6—Wiring diagram of instru- 
ment panel on 1916 Maxwell 
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REMY BREAKER PLATE 


Q—Explain how to repair a Remy 
braker plate which has become so worn 
it is impossible to keep an adjustment of 
the points while advancing and retarding 
en D. Bedenbaugh, Anderson, 

The ignition system is very important 
and should be kept in perfect working 
order to insure efficient engine perform- 
ance. It is evident that the plate is so 
badly worn that it will not function 
properly and, therefore, we advise the 
purchase of a new plate rather than 
attempt to make repairs on the old one. 


PAIGE ELECTRICAL SYSTEM 


Q—Publish a diagram showing how the 
wiring of the generator and magneto are 
installed and traced on a four-cylinder 
1916 model 16 Paige, which is equipped 
with a Gray & Davis starting and lighting 
system. Show how the current is gener- 
ated and distributed from the generator. 
—John Hobbs, Kansas City, Mo. 

1—Two systems of wiring were used 
on the Paige 4 cylinder cars built in 
1914. No four cylinder cars were built 
in 1916. The two wire system is shown 
at the right in Fig. 7 and the single 
wire grounder system which was used on 
all of the streamline Paige 4-36 cars is 
shown at the left. 


The arrows in the diagrams indicate 
the direction of the flow of current when 
the generator is charging or when cur- 
rent is flowing from the battery. The 
generator supplies current for the lamps 
when the car is running at twelve miles 
per hour or more. It also serves to re- 
charge the storage battery. An auto- 
matic cutout is placed between the gen- 
erator and the battery to disconnect the 
generator from the battery when the 
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engine 
speed. 

This prevents the battery from dis- 
charging through the generator. The 
cutout is located on the dash. Fig. 8 


is running below the charging 
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shows a standard wiring diagram of a 
single high tension magneto ignition 
system which is applicable to this car. 
With a single high tension magneto the 
engine is started direct from the mag- 

,_ neto current. The switch is connected 
to the interrupter at one end and ground 
at the other. To stop the engine the 
switch is closed, not opened. 
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Fig. 9—Wiring diagram of a Bosch 
two-spark independent magneto 
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REVERSING GENERATOR 

Q—Explain how to wire a ZR4 two- 
spark dual Bosch to independent, and not 
use dual coil and starter on magneto. 

2—Is it feasible to reverse the rotation 
of a Remy 249 generator and would it 
give satisfactory service? 

8—What should be the approximate pull 
in pounds of the magnets on a ZR4 two- 
spark Bosch magneto?—Reader, Green- 
Bay, Wis. 


1—Fig. 9 is a wiring diagram of a 
Bosch two spark independent magneto 
ignition system which we think is self 
explanatory. 

2—We do not believe it is advisable to 
change the direction of rotation of the 
generator. The field connections would 
have to be changed and the brush ar- 
rangement would also have to be 
changed. However, if it is absolutely 
necessary to change the direction of 
rotation, the adjustments and connec- 
tions necessary will depend upon the 
kind of a generator you have. 

If the generator is provided with a cut- 
out for regulation the brushes will have 
to be filed off as shown in Fig. 10. A 
piece of insulating material may be 
fastened to the brush on the side nearest 
the direction of rotation to insure a good 
fit for the brush. If the generator is 
provided with third brush regulation the 
field connections will have to be reversed 
as in the above case and the position of 
the third brush will also have to be 
changed. 

Fig. 11 shows the wiring as it is now 
and the dotted lines show the connec- 
tions and brush arrangement as it should 
be if the direction of rotation is changed. 
As the third brush is provided with a 
slot in the bracket to permit adjustment 
it will be necessary to cut a new slot 
when the position is changed. 

3—One of the ways to test the condi- 
tion of the magnet is to see how much 
weight it will hold. If the magnet will 
hold from 10 to 15 lbs. depending, of 
course, on the size of the magnet it may 
be considered fully charged. The ordi- 
nary magneto magnet will hold 15 lbs. 








Lh 
a wh 





























cece ee eH 


































November 4, 1920 MOTOR AGE 


ssnuocnegcccacagaoonacscncccscsccoeavaccsonsosogsccscsccccccccvccesscsnecccconscnccaccooes a SROGGDTOCDOCCERCSERRGReREDSRseeteseeeteeteaeeeeeses® 


MISCELLANEOUS 





NGuseahosaceasasuur 











Gemmill, 1238 W. Lanvale St., Baltimore, 
Maryland. 


Editor’s Note: Due to the fact that 
very often troubles do not show up until 
the car is in the field we believe it is 
always advisable to accept the suggestion 
of the fellow who has had similar trouble 
and check up your own job. 


SLIPS OUT OF GEAR 
Q—What causes a 1917 Chandler to con- 


stantly slip out of high gear, and what 
adjustment is necessary to overcome the 










































FINE MESH SCREEN" 








soo difficulty? Publish illustrations of trans- 
— ——— mission on this car.—M .H. Armstrong, 
Sotbtaeo in hace ~ Pras ees Wilson, Okla. 
TIGHTLY PACKED ae Refer to Fig. 13 which is a cross sec- 
s Re 


tional view of the transmission. A in 
this diagram is what is known as the 
poppet. You will note that the point of 
this poppet fits into a slot in the high 
and intermediate pull rod. First of all, 
Fig. 12 remove the poppet cover spring and then 

ie = en the poppet. See if the slot in the pull 

OLL FILTERING PROCESS : rod lines up with the hole when the 

FP atx nasi a cheap process of filtering transmission is in high gear, Examine 
oil—A. B. Hallock, Square Deal Garage, the poppet and see that the point is in 


Peotone, Il. good condition so it will hold when en- 
1—About the cheapest way to filter oil gaging the slot. 
is to take a large can, solder a connec- It would also be advisable to examine 


tion in its bottom, to which a valve is’ the spring and if found weak it should 
connected. Then pack solidly into the 


can a layer about 2 in. thick of good ¢ 


cotton waste. On top of this a very fine 
mesh screen should be placed and it 
should fit very tightly. The best results 
will be secured if the edges of the fine 
mesh screen are soldered completely 
around to the side of the can. Then 
above this, pack another layer of cotton 
waste. 

The whole idea of the simple process 
of filtering oil is to allow it to settle 
and if the oil is allowed to drain slowly 
through several layers of closely packed 
cotton waste between which is-a very 
fine mesh screen the foreign matter will 
be removed. By adding another screen 
above the top layer but not necessarily 
soldered in, the heavy particles will be 
removed and the top layer of waste will 
not then have to be so often renewed. 
A sketch of this is shown in Fig. 12. 

If the oil is kept in a large tank it 
can be drained from this through a 
siphon or through a pipe and its flow 
regulated by a valve so that the drain 
from the large tank will be just enough 
to supply the filter. Still another method 
is to arrange the filter so that a direct 
flow from the container will result. This 
necessitates that the filter be fitted with 
leak-proof top. 


CARBURETER TROUBLE 

I notice in Motor Ace of August 26th, 
the inquiry of Mr. M. L. Johnson, Hib- 
bing, Minn., concerning trouble with Ray- 
field Class M carbureter. I suggest that 
Mr. Johnson be sure that he has a good 
gasket, as an air leak at that point would 
cause the trouble he speaks of, 

The stop block on throttle shaft con- 
taining idling adjusting screw A, should 
rest on its seat, with adjusting screw 
backed up when throttle is fully closed. 
Then adjusting screw A can be sent down 
a turn or two to hold throttle valve open 
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be replaced with a stronger one. If the 
holes do not line up perfectly indicated 
that the gears are not in proper mesh 
it is probably caused by the control lever 
being bent either above or below the 
balancing pin indicated by C in the 
diagram. Test the alignment of this 
lever and if necessary straighten it so 
the holes will line up. 


LEAKY FLOAT 


If Layman Mathews, who is having 
trouble with his Overland 85, will remedy 
the leak in the float of vacuum tank, his 
difficulty will be overcome. 

He also stated he used 10 gal. of gaso- 
line to 14 miles and that the No. 4 cylinder 
would shoot vapor out of the primary cup. 
I have found a leaky float was the cause 
of such trouble, the raw gasoline- beiag 
taken through the suction pipe of ihe 
vacuum tank to the rear cylinder, pre- 
venting firing.—B. Lillie, W. Toronto, Ont. 


Editor’s Note: A faulty vacuum tank 
is the cause of trouble and sometimes is 
rather hard to detect. Since the experi- 
ence given above is very similar to yours 
it would be advisable to make a test of 
the vacuum system to see if it is in good 
working order. 











& little to get proper idling speed.—F. Fig. 13—Diagram of 1917 Chandler transmission 
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HERE are too many cars, 

trucks and tractors and too 
much automotive equipment in 
the country to warrant any 
dealer’s establishment standing 
idle at ANY MONTH OF THE 
YEAR. 

The automotive dealer no 
longer thinks of closing up shop 
the first day snow flies. True, the weeks of extreme weather 
that will prevail in several sections of the country will only 
be successfully combatted if the dealer has made arrange- 
ments accordingly. 


"ROUND 
BUSINESS 


In the evolution of the motor car from a pleasure vehicle 
to one of general utility, the discontinuance of the car in 
winter or storing it has virtually become the exception rather 
than the rule. With the furthering of the movement for 
better roads, we reasonably may expect to see the per cent 
of cars allowed to hibernate from December to March dwindle 
down to almost nothing. 


There will always be a few cars that will be stored because 
there are some people who just naturally do not care for 
cold weather driving. Also, many people sojourn in warmer 
climates and store their cars. 


The term “winter,” of course, does not mean the same 
thing in every section of the country and what would be a 
good thing for the dealer in the North to do over winter 
would be out of the question for his fellow dealer in the 
South. The business man in the warmer climates may be 
inclined to think that this issue of Moror AcE does not mean 
much to him because he does not have the cold weather 
conditions of his northern brother, or the retardation in the 
use of cars and trucks. 


However, it may happen that in the next few months, many 
in the automotive trade, regardless of the territory in which 
they live, may face conditions that will warrant putting forth 
the greatest efforts possible to keep on an even keel. 


By proper organization it is possible to line up enough 
work in overhauling and general repairing to keep the 
dealer’s shop busy. Aside from this the sales end of his 
business can be made more active if proper attention is given 
to the selling of storm tops and other winter equipment. 
There are suggestions on every page of this issue. As to 
how successful the dealer will be in cashing in on these 
suggestions depends on how seriously he takes what is 
presented. ° 


The dealer who says “It can’t be done in this part of the 
country” will be the one who sits and hugs the stove in his 
shop waiting what little business comes to him mostly by 
accident, The dealer who has made winter incidental to his 
business and not a dominant factor of it and who is willing 
to roll up his sleeves—literally speaking—is not only going 
to work on a normal basis but will know what a wonderful 
business he really represents. 


The average dealer has been in the habit of waiting for 
business to come to him, and that the idea of going out after 
it has been used only by a few, but those few have been highly 
successful and have kept their organizations together. 


PROTECTING 
OUR 
HIGHWAYS 


truck is one that must be 
given greater attention in the 
future, otherwise the vast sunis 
being expended for the building 
and maintaining of our national 
and county highways will fall 
into the class of non-yielding 
investments. Of course, the doctrine that overloading a truck 
works a serious injury on the vehicle is perfectly understood 
by everyone, but the subject of overloading our highways is 
another factor that today is never considered. 


} ie subject of overloading a 


It is possible to see on any well traveled, paved highway 
what this subject of road overloading means. Concrete high- 
ways are more subject, in one respect, to injury from over- 
loading. It may be noted on these roads in particular, how 
the corners of the concrete sections break off under the 
pressure of the heavy load. Once the corner of the section 
breaks, the corresponding corner of the immediately adjacent 
section breaks and from then on the road disintegration 
proceeds rapidly. With but a small section of the road 
broken in this manner, the next truck in passing over delivers 
a sledge hammer blow to the new edge of the road and thus 
the injury progresses. On the macadam paved roads the 
results of overloading are also apparent. The edges of these 
roads become beaten down and as a result the road becomes 
narrower and narrower. Then the hammering action begins, 
with the result that the undergrading becomes impaired. 


In the repair of these sections it is generally the practice to 
fill in the breaks with a bithulithic material which is fre- 
quently not bonded as perfectly as it might be with the con- 
crete and the result is that the breakage is only slowed up 
for a while. 


Of course, pneumatic tires, are going to alleviate this 
trouble a great deal, but considering the pneumatic tire 
applied to all our trucks, there still remains three methods 
which may be employed to correct this road destruction. The 
first is to decrease the truck load. But since a truck is an 
economic investment which pays interest in direct proportion 
to the load carried (not considering the increased mainte- 
nance of the truck due to overloading), it seems that over- 
loading will continue to the extent where it is no longer 
possible to pile on material, The second method is to build 
heavier highways. Since highway building costs have ad- 
vanced to their present high figures it seems almost absurd 
to recommend anything that would still further raise tbis 
cost. The third method is reduce road pressure by adding 
more wheels to the truck. This has been very thoroughly 
tried out by the Goodyear Company in their research work. 
They have found with a six-wheeled truck, that seven tons 
may be carried with the greatest ease. Trucks of this type 
cost no more than trucks of the other type. 


The power being applied through the rear four wheels 
the thrust on the road itself is reduced which reduces greatly 
the tearing action caused by the drive. The road pressure 
is also reduced and further than this the pressure of the 
load is applied at widely separated points so that the pres- 
sures are borne on wide areas rather than concentrated 
on one point as is done even though extra tires are applied 
to the rear wheels side by side. 
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Used Car Dealer in Favor of 


Standardization of Business 


Would Have Organizations Formed 
in Every State to Formulate 
Rules for Allowances 


ITTSBURGH, Oct. 30—Roy F. Ken- 

ney of the Roy F. Kenney Co., uscd 
car dealers in this city, favors the stan- 
dardization of the used car business in 
order that the entire used car business 
might be stabilized. Mr. Kenney was 
formerly in charge of the used car sales 
of the Packard Motor Car Co. of Pitts- 
burgh. 

“There is no doubt,” he says, “‘but that 
the used car business should be stan- 
dardized which, of course, would stabilize 
the entire used car business. Every used 
ear has a different market value but the 
trouble with the used car business in the 
past has been due to dealers varying in 
allowance to the owner of the car. I 
have known of instances where a man 
with a car would be allowed anything 
from $600 to $1300 on a $2500 car that 
was around two and a half years old. 


“As long as one dealer allows but one- 
fifth or one-half of what the other dealers 
permit in trading in a car it will nat- 
urally have a tendency to demoralize the 
used car business. It would seem as 
though the dealers’ organizations in every 
state in the country could get together 
and formulate rules pertaining to the 
allowance given anyone for a used car. 
This would help to protect the weak 
dealer who, by permitting the used car 
owner to sell him on a higher value, de- 
liberately deprives himself of money that 
actually belongs to him. There’s no 
reason in the world why one dealer 
should permit an allowance of $600 and 
another $1300. It probably represents 
the difference between the ultimate fail- 
ure and the present successful dealer. 


Standard Used Car Values 


“The only real way to solve the 
dealer’s used car problem is to establish 
once and for all a definite standard of 
value for used cars. If all the big trade 
associations throughout the country 
would put this into operation and assist 
the deaiers to maintain scientific used 
car prices, it would go a great way 
toward helping the dealer himself to be- 
come more efficient and consequently 
more successful.” 


TEXAS MOTORS STILL OPERATING 

Fort Worth, Texas, Oct. 29—George W. 
Polk, attorney, and T. R. Lister, chief 
accountant, have been appointed re- 
Ceivers for the Texas Motor Car Assn. 
by District Judge Ray upon application 
of officers and trustees of the company. 
The receivers were asked for Oct. 21 to 
conserve assets and protect the stock- 
holders, according to President Verner. 
Assets are $2,000,000 and liabilities, $300,- 
000. Inability to realize on the assets 
and to borrow money were given by the 
Petition as reasons for the receivership. 
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The company has on hand one hundred 
unfinished cars, a large quantity of mate- 
rial and $500,000 worth of parts as well 
as $200,000 worth of tires. The plant 
is operating under direction of the re- 
ceivers. The company makes the Texan 
car and truck. 


GEORGIA STATE FAIR OPENS 


Macon, Ga., Oct. 29— Automobiles, 
trucks, tractors and motor equipment 
are forming big features at the county 
fairs throughout Georgia this year and 
they are one of the attractions at the 
state fair which opened yesterday. There 
are two race tracks at the fair grounds, 
a one mile oval and a half mile course. 
Inside the latter the tractor exhibitors 
will be given as much space as they de- 
sire to demonstrate their equipment. 

Different uses to which the tractors 
can be put on the farm from the opera- 
tion of household equipment to the run- 
ning of a sawmill and the preparation of 
the soil for planting will be shown. The 
automobiles are given space in the 
largest building on the grounds. The dis- 
play of automotive equipment is the most 
complete ever assembled at the fair. In 
previous years it was impossible to get 
as many shipments from the factories as 
the dealers desired. 


NASH FOUR PRICE ANNOUNCED 


Kenosha, Wis., Oct. 27—The price of 
the Nash Four with cord tires as regular 
equipment is $1395 according to an- 
nouncement made today. This is on the 
touring car and roadster. No price on 
the sedan and coupe has been fixed as 
yet. 


Receiver for Sinclair Motors 


Corp. on Creditors’ Petition 


Springfield, Mass., Oct. 29— The Sin- 
clair Motors Corp. has been thrown into 
receivership in Federal court to avert 
bankruptcy proceedings. ‘The action was 
taken after three creditors, with claims 
ggregating $20,000, had filed an invol- 
untary petition in bankruptcy. Federal 
Judge Morton was asked by the executive 
committee of creditors, which has been 
managing the affairs of the company for 
several weeks, to name receivers and he 
granted the request. To serve in this 
capacity he appointed George Bausman, 
a member of the committee representing 
bank creditors, and J. L. Doherty, a 
Springfield lawyer. The proceedings to 
have the company declared insolvent 
were taken by creditors who were not 
content to await the result of efforts by 
the creditors’ committee to straighten 
out the company’s affairs. 

All operations at the plant have been 
suspended and the affairs of the company 
will be liquidated. None of the stock- 
holders can afford to make a further 
investment in the enterprise. The com- 
mittee had hoped to sell the motorcycle 
end of the business as a going concern 
and the Government was anxious to have 
the company complete a truck contract 
but it is now unwilling to deal with a 
company which is in receivership. 





Shifting of Responsibility 


Is Denounced by Government 


Credit Policy of Federal Reserve 
Board Is Approved by Amer- 
ican Bankers’ Association 


ASHINGTON, Oct. 29—Efforts of 

individual bankers to place the 
responsibility for refusing credit accom- 
modation for legitimate business with 
the Federal Reserve Board are being met 
with official denials wherever possible. 
The Treasury Department, through the 
Secretary of the Treasury and Governor 
Harding of the Board have condemned 
this practice as untrue and unethical. 
The Government persistently maintains 
that there is no disposition to contract 
credits or to discriminate against any 
industry. 


Speaking directly to four thousand 
bankers at the convention of the Ameri- 
can Bankers Association here, Secretary 
Houston denounced the “practice on the 
part of some banks for indulging in the 
game well known in Washington of pass- 
ing the buck and of ascribing their 
unwillingness or inability to extend loans 
to the action of the Federal . Reserve 
Board.” He contended that all authori- 
ties of the Federal Reserve System have 
a keen and sympathetic appreciation of 
the difficult problem. The convention 
later approved the Board’s credit policy. 

Voicing the sentiment of the majority 
of American bankers, the convention 
declared that it “disapproves of all sug- 
gestions, plans and efforts to utilize the 
resources of the Federal Reserve Banks 
or the Government arbitrarily to hold up 
or force down prices which may be fall- 
ing or rising in response to the operation 
of the law of supply and demand.” 

It is evident that the Federal Reserve 
Board does not intend to change its 
rediscount rate. In support of their con- 
tention that the present process of redis- 
counting paper with the Federal Reserve 
Banks has been successful, the Board 
stated that the average rediscount shows 
the wide extent of the accommodation 
given the ordinary business of the coun- 
try. The average size of the member 
bank collateral notes is much larger than 
the average size of customers’ notes and 
bills rediscounted. 


WISH NEW KING RECEIVER 

New York, Oct. 29—An effort will be 
made by the merchandise creditors of 
the King Motor Car Co. to have the 
Detroit Trust Co. removed as receiver 
and an experienced automobile executive 
appointed in its place. Economy would 
be the main purpose of this step and it 
also is believed better results might be 
obtained by having an experienced man 
devote all his time to the company’s 
affairs. Sidney S. Meyers, general coun- 
sel of the Motor & Accessary Manufac- 
turers’ Association, is now receiving 
assignments of claims and will go to 
Detroit in a few days to investigate the 
situation. 
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Chamberlain Urges Flat Rate 
Policy in Address to Dealers 


Service Important Factor in Contact 
With Public — Loyalty of Em- 
playes Prime Requisite 


ETROIT, Mich., Oct. 29—Hard work, 
right thinking, system, order and 
policy adhered to steadfastly is the 
panacea for ills besetting dealers from 
the service end, said P. E. Chamberlain, 


of the Cadillac organization, Denver, in , 


an address before the Detroit automobile 
dealers last night. Tonight Mr. Cham- 
berlain will address an open meeting of 
garagemen, employes and others inter- 
ested. He is touring the country under 
the auspices of the National Automobile 
Dealers Association and an enthusiastic 
reception was accorded him by Detroit 
dealers. 

The interest of local dealers and ser- 
vice men was evinced in two hours of 
questioning that followed the speech. Mr. 
Chamberlain cited concrete instances in 
his own organization to prove that many 
systems he advocated and which some 
dealers have thought almost impossible 
of achievement have been applied suc- 
cessfully. He laid stress on the flat rate 
charge in order that the customer might 
know in advance, thus eliminating the 
complaint which oftentimes follows the 
presentation of the bill for repairs. 

At the outset Mr. Chamberlain declared 
the industry just now is taking physic 
and expressed the hope that the resultant 
action would be delayed until the indus- 
try purged itself of undesirables now 
infesting the trade in the guise of legiti- 
mate dealers. The speaker drove home 
telling points and undivided attention of 
his audience indicated intensity of fh- 
terest. 


Defines Service 


“Service,” he said, “means ability, 
courtesy, friendliness and close applica- 
tion to the Golden Rule as though the 
customer were hearing and seeing every- 
thing that was said or done. With this 
system adhered to strictly the future 


customer will take on an aspect of 
greater importance.” 
Cleanliness, order, system, courtesy 


and promptness were urged by the 
speaker who added that the customer’s 
desire to know when he can get his work 
and how much it will cost are fundamen- 
tals. He emphasized the fact that the 
public is pretty easy to get along with 
as long as “you do it his way and not try 
to force your own way upon him.” 
Greasy attendants, tools scattered about 
and grease over the floor, Mr. Chamber- 
lain said, antagonize the customer who 
in final analysis is the one who must 
be satisfied and pleased if the industry 
is to succeed. 

“Three factors to consider,” he con- 
tinued, “are ourselves and our policy, 
our employes and our customers.” 

He told of a St. Louis dealer who 
offered free serviee for a year and de- 
clared it an insult to every legitimate 
dealer and manufacturer at a time when 
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every one is bending efforts to build up 
the industry in the estimation of the 
public. He urged that the service policy 
must be sold to employe who in turn 
would sell it to the public, and deplored 


‘the attitude of employes “knocking” the 


dealer’s business by, sympathizing with 
complaining customers and endorsing 
plaints of poor service and overcharges. 


He told how he had established a service - 


selling policy by means of sales manual 
with rules and standards for every man 


MIDIIDIIIIL ILE 


HEN the Cadillac Motor Co. of 
Denver put up its new building re- 
: cently it was P. E. Chamberlain, general 
: manager, who was largely responsible 
for the establishment of a salesroom de- 
voted entirely to the selling of service. 
It is divorced from the salesroom for 
selling cars and the men in it do nothing 
but sell Cadillac service. Mr. Chamber- 
lain says service should be sold like any 
other commodity and is absolutely sold 
on the idea of a flat-rate plan for every 
shop. 


Cteeeeeteee 
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in his organization who meets the public 
so that all tell the same story. Loyalty 
of employes he urged as chief requisite 
and said it could not be bought. It could 
be earned solely by exercising humaniz- 
ing element that would inject punch and 
kick, fitting the employe to approach the 
public with full confidence in the efforts 
of his own organization. 


Act as a Doctor Would 

“Service in the broad sense is as much 
an effort to prevent damage as it is 
actual work on repairs,” said Mr, Cham- 
berlain. “Find out what your customer 
wants, diagnose his case and advise him 
as his physician would. If the customer 
wants his car overhauled it should be 
the same as one operation, and if we 
explain everything to him and tell him 
exactly what the expense will be there 
will be no trouble with the bill.” 

The speaker urged the necessity of 
establishing a point of contact between 
the service station and the public and 
declared that it was just as dignified to 
sell service as to sell a new car. Well 
dressed, courteous and friendly salesmen 
greeting the public on a friendly basis 
and establishing cordial relations is sell- 
ing service intelligently, he said. 

In urging a flat rate he said that the 
automobile business is the only one in 
which the price is made at the finish 
rather than in advance, and said that if 
the manufacturer and dealer expect to 
build up respect for the industry it must 
be through service organization. He 
declared that the “reason some of us 
are now in trouble with the banker is 
because we have mistreated him and not 
told him the truth and gained his respect. 
Just s0 must we engineer faith and re- 
spect through efforts in our service 
departments.” 

Faith that the majority of dealers have 
in the industry, Mr. Chamberlain said, is 
what is going to steer it safely through 
the present crisis. 
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Plows Attached to Trucks 
to Keep Roads Clear of Snow 


Massachusetts Takes Steps to Form 
Comprehensive Plan to Meet 
Situation This Winter 


ISTON, Oct. 21—Massachusetts is 

going to remove the snow from its 
highways this Winter. Not on every 
mile of highway throughout the state 
but on the main traveled thoroughfares. 
That much was settled on Tuesday after- 
noon at a conference attended by about 
one hundred men who were called io- 
gether by Commissioner John N. Cole of 
the Public Works Department. 

Mr. Cole opened the confergnce by 
making plain two things which had been 
misunderstood. He showed that the re- 
moval of snow was not a question for 
the state. The law specifically states 
that it is a matter for the cities and 
towns, and they have to pay the cost. He 
also pointed out that the $50,000 appro- 
priated by the legislature last spring was 
not to remove snow from the highways, 
but to be expended in investigating how 
it might be done, and trying to do it. 

He stated that his department had pur- 
chased some 60 plows that could be at- 
tached to motor trucks. Also it has extra 
attachments and will buy a lot more to 
meet the occasion. Therefore by plan- 
ning at this time he felt some compre- 
hensive plan could be outlined for hand- 
ling the matter through co-operation. 
The Commission promised to give some 
attention to erecting snow shields along 
the highways as the railroads do, for it 
was pointed out that drifts sometimes 
block up a road quickly after it has been 
cleared. With everyone planning to co- 
operate fully it looks as if Massachusetts 
will solve the snow problem this winter, 
and by spring taking advantage of what 
has been learned. Commissfoner Cole 
will make recommendations to the legis- 
lature for such appropriations as may be 
necessary to do the work on a larger 
scale when emergencies arise. 


Suggests Windshield Tags 
to Curtail Thefts of Cars 


Bethlehem, Pa., Oct. 29—A scheme to 
eliminate automobile thefts and crimes 
growing out of them, such as motor 
bandit robberies, is being fostered by 
C. A. Davies, superintendent of police of 
this city. The superintendent is inau- 
gurating a movement for a new law that 
would require the state to furnish a small 
replica of the regular automobile tags 
issued to each owner and make it com- 
pulsory that this small tag be visible in 
a corner of the windshield while the car 
is running. 

The small tag would be fastened with 
a clip and carried in the pocket when 
the car is not in operation. It would 
then be the duty of any officer to arrest, 
or investigate the driver of an automo- 
bile which did not exhibit his replica of 
the regular tag on the machine. 


























November 4, 1920 





Temporary Stabilization in ° 
Lines of Sharpest Price Cuts 





Outlook for Winter Is More En- 
couraging Than it Was Three 
Months Ago 


EW YORK, Oct. 29.—Evidence is 

found here and there that temporary 
stabilization has arrived or is approach- 
ing in some of the lines of manufacture 
where the sharpest priee cuts have been 
made. This is more apparent in the re- 
tail than in the wholesale field. It indi- 
cates that the general level of prices has 
reached a point where public resistance 
is weakening and the family purse 
strings are being loosened for the pur- 
chase of essential and seasonable com- 
modities. 

Cuts in wholesale prices which were 
made weeks ago are only now becoming 
apparent to the ultimate consumer. Not- 
withstanding the slashing of prices, there 
was little, if any, reduction in the cost 
of living for the average family last 
month, but the decline for October will 
be considerable. Furniture, for example, 
is now being offered in New York stores 
for exactly half the price demanded in 
August sales which were supposed to 
mark the year’s low ebb. There has been 
a sharp decline in clothing for both men 
and women and in dry goods. This has 
been due in part to sales resistance and 
in part to the remarkably mild October 
which has made it possible to wear sum- 
mer raiment. Retailers have decided to 
sacrifice profits and turn over their 
goods. Even food is coming down and 
a chain of New York’s most fashiun- 
able hotels and restaurants has decided 
to offer a table d’hote dinner for $1.75. 

Manufacturers and dealers in all lines 
should remember, however, that they 
will be doing business on a falling mar- 
ket for months, if not years to come, and 
purchases will be made with that fact 
constantly in mind. This is not a satis- 
factory condition from the viewpoint of 
anyone but the consumer, although it 
does not mean business cannot be done 
at a profit. The expansion bubble has 
burst and it will be a long time before 
another one is blown. 


Three Types of Bodies of New 
Truck of Commerce Motor Co. 


Deroit, Oct. 28.—The Commerce Motor 
Car Co., of this city, has added to its line 
a model which will be known as the 
mercantile express, with a capacity of 
1500 to 2500 lb. The chassis will sell for 
$1350 and it will be provided in three 
types of bodies all on the same 127 in. 
Wheelbase chassis. The bodies provided 
are the open express at $1550, flareboard 
express for $1450 and convertible stake 
type for $1505. In addition, an open cab 
top can be secured at $85, or an all- 
weather Pullman type cab for $125. 


The truck is assembled from standard 
units ineluding the Continental 3% by 5 


MOTOR AGE 


in., four-cylinder engine; Detroit Gear, 
truck type transmission; Zenith carbu- 
reter; Stewart vacuum system; Jacox 
steering gear; Spicer universal joints 
and Detroit Steel Product springs. It is 
equipped with Bijur electric lighting and 
starting and an Hisemann magneto. The 
truck is fitted with Goodyear pneumatic 
cord tires, all around. The truck, which 
will be known as model T, mercantile 
express, 1921 series, is now in produc- 
tion and is being shipped to dealers. 





RECEIVER FOR ESTOPINAL 

New Orleans, La., Nov. 1—Edward H. 
Ellis, a local attorney, has been named 
receiver for the Estopinal Motors Co., 
Inc., by Judge Skinner, of the Civil Dis- 
trict Court. The appointment was made 
on application of Martin C. Carter, who 
claims that the company is insolvent 
and owes him $2687.16 for salary and 
loans. The company concurred in the 
receivership and Mr. Ellis was appointed 
immediately. 


COSLEY WITH SPECIALTY FIRM 

Chicago, Oct. 30—Stacey H. Cosley has 
become associated with the Adams & 
Elting Co., manufacturer of automobile 
specialties here. He has been connected 
with the industry for the last fifteen 
years, traveling from coast to coast part 
of the time. In his present position he 
will sell to the jobbing trade. 





Boxing Matches Feature of 
Service Executives Meeting 


New York, Oct. 29.—Service executives 
from New York, Brooklyn and Newark 
gathered at the Automobile Dealers’ As- 
sociation to-night for an entertainment 
and smoker given by the Automotive 
Service Association of New York. The 
feature of the evening was a series of 
boxing matches which had been arranged 
between state and amateur champion 
boxers. Over two hundred attended and 
the event was such a success that it 
has been decided to make it an annual 
feature. One of the novelties introduced 
was a bout between “Kid Service Man- 
ager and Kid Automobile Owner,” the 
respective antagonists being youngsters 
aged seven and eight years. Of course 
the service manager got the best of it, 
but unlike real life, both the contestants 
were showered with coins. The commit- 
tee in charge provided not only a good 
entertainment program, but also plenty 
of.cigars, cigarettes, cider and eats of 
various kinds. 

Arrangements are now under way to 
run off a series of bowling tournaments 
between the three associations, and other 
activities are being considered to bring 
all the service executives in the Metro- 
politan area into closer touch with each 
other. This effort started with a service 
convention last January. In June there 
was a boat trip up the Hudson and 
during the summer there were several 
fishing trips and ball games. A moose 
dinner is contemplated for this winter. 
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Cut in Tire Prices Is Made 
By United States Rubber Co. 


Goodyear Officials Deny Report of 
Reduction Other Than That 
Made to Dealers 


NEw YORK, Nov. 1—Reductions in tire 
prices announced by the United 
States Rubber Co. range from 10 per 
cent on the larger size of fabrics up to 
12% per cent on Ford sizes of fabrics. 
Prices of tubes are cut 15 per cent and 
of solid tires 10 per cent. Slightly 
smaller reductions are made on cord 
tires. 

In explaining the cuts the company 
issued this statement: “The United 
States Rubber position as to crude rub- 
ber and other materials is such that it 
feels warranted in making the reduc- 
tions named. It is gratifying to the 
company to be able to meet promptly 
the trend of the time toward lower prices 
of commodities. They further trust 
that their action may assure an orterly 
procedure in the tire business during 
the coming year.” 








Akron, Chio, Nov. 1—Goodyear officials 
today flatly denied that prices on Good- 
year solid and pneumatic tires had been 
reduced from 15 to 17% per cent, effec- 
tive Nov. 1. ‘The only price reduction 
made by Goodyear is 3 per cent to 
dealers. This reduction does not affect 
consumers and is only to give the dealers 
a larger margin of profit. Goodyear fac- 
tories resumed operations today after a 
week’s shutdown for inventory. The 
company will abolish the four-day weekly 
basis of operation and will start running 
five days a week. Production on 12,000 
tires daily on a four day basis or 48,000 
a week will be changed to 10,500 daily 
on a five day basis or 52,000 tires weekly. 
Employees will be given a week off dur- 
ing the Christmas holidays. 


New Association Formed by 


Passenger Car Distributors 


Rochester, N. Y., Oct. 30—A new or- 
ganization known as_ the _ Rochester 
Automobile Dealers’ Association has 
been formed here by distributors of pas- 
senger cars. This association, which was 
behind the enclosed car show held here 
last week, will be a permanent one. 

Eugene J. Ellis, president of the new 
organization, states that the new organ- 
ization is entirely distinct from the 
Rochester Auto Trades Association, and 
it does not supersede in any way the 
organization which has conducted the 
midwinter automobile shows during the 
past twelve years. 

The old organization, which really is 
considered a parent body of the new 
one, includes dealers in passenger cars, 
motor trucks, accessories and other 
branches of the motor car industry. 

The officers of the new association ar:: 
Charles E. Baker, vice-president; Ed- 
mund M. Ailing, secretary, and Chas. F. 
Buelte, treasurer. 
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Truck Owners and Operators 
Entertained by Distributor 


Obligations Due Vehicle Discussed 
by Speaker Who Is Strong 


Believer in Service 


LEVELAND, Oct. 29—A. O. Wood, 

president of the Wood Motor Co., 
Federal truck distributor, spent more 
money one day last week on his busi- 
ness, exclusive of outlay for trucks, than 
he ever did in any other day of his busi- 
ness career. Although he didn’t sell a 
truck on the day that he made the lavish 
outlay yet he says he spent the most 
profitable day in his history. 

Mr. Wood is one of the progressive 
truck distributors and is of the opinion 
that the duty of a distributor commences 
when the truck is sold. In line witb 
this theory he decided to play host to 
truck owners and operators of his lLne 
in this territory. He sent out cordial 
invitations to the party, and announced 
the function was being given for the 
purpose of getting acquainted and also 
to enable the men who sell trucks to 
know something of the men who own 
and operate them. 

There was a liberal response to the 
invitations and a well filled room greeted 
the first speaker. One of the best fea- 
tures on the program came at the noon 
hour when dinner was served. Then 
there was music and a cabaret program. 

C. E. Mankin, manager of the Akron 
Wood branch, was chosen to put across 
the Wood idea and he did it in a forceful 
speech. He started by discussing the 
obligations that the owner and distrib- 
utor owe a truck. The vehicle was en- 
titled to considerate treatment from both 
and, if given, it would yield a good 
dividend. 

“One of the engineering problems of 
today is combating the speeding evils,” 
said Mr. Makin. “Manufacturers have 
provided for a load of 10 per cent more 
than the truck rating, but when a driver 
goes over this and, in addition, travels 
a rut lined road at excessive speed he 
is burning the candle at both ends.” 

He explained that the truck distrib- 
utor’s job was just started when he sold 
and delivered a truck. The big duty the 
distributor owes the truck and the owner 
is to see that both work in harmony and 
that the truck keeps running rather than 
piling up repair bills.” 


WINTON SALES MANAGER NAMED 

Cleveland, Oct. 29—H. J. C. Miller of 
New York has been appointed sales man- 
ager of the Winton Co. with headquarters 
here and will take complete charge of 
the sales department on Nov. 1. Mr. 
Miller attended the Winton school for 
salesmen in 1906 and immediately there- 
after became a salesman at the New 
York branch. He was appointed New 
York sales manager in 1915 and suc- 
ceeded Charles M. Brown as New York 
branch manager in 1919. O. F. Baugh- 
man, former sales manager, remains 
with the Winton Co. on special assign- 
ments of General Manager Churchill’s 
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office and will continue to. make his 
headquarters at the main office in Cleve- 
land. The successor to Mr. Miller as 
New York manager has not been an- 
nounced. 


ers 


ABANDONS AUTUMN EXHIBIT 


Chicago, Oct. 29—The board of direc- 
tors of the Chicago Automobile Trade 
Association has decided that it would be 
inadvisable to proceed with the contem- 
plated autumn automobile exhibit which 
was planned for Nov. 6 to 13. The rea- 
sons for this action are that the com- 
mittee’s analysis of the situation shows 
that the members of the association are 
not as enthusiastic about the event as 
they should be to make it a success and 
that the time in which to prepare is too 
short. 


St. Louis Dealers Set Aside 
Week to Hold Autumn Exhibit 


St. Louis, Oct. 29—Members of the St. 
Louis Automobile Manufacturers’ & 
Dealers’ Association are holding open 
house here this week. Those whose 
places are not on Locust Street, Auto- 
mobile Row, have been provided with 
show rooms there sharing spaces with 
firms already located on the street. The 
salesrooms have been elaborately decor- 
ated with bunting, palms and ferns. 
They remain open until 10 o’clock in the 
evening. 

The truck dealers have been provided 
with open air space by the street depart- 
ment. Each evening professional enter- 
tainers will move up and down the street, 
three sets of them on open trucks. 

Members of the Motor Accessory Trade 
Association selling accessory lines of 
the St. Louis Storage Battery Trade 
Association and of the St. Louis Tire 
Dealers Association have joined in the 
open week keeping their establishments 
open in the evening and decorating them 
in conformity with the plan of the entire 
street. 


RESTRICT FILLING STATIONS 

Joliet, Ill., Oct. 29—The members of 
the city council have adopted an ordi- 
nance effective Jan. 1, 1921, which 
abolishes all gasoline filling stations and 
air pumps from sidewalks. The council 
explained to a delegation of protesting 
dealers that the supreme court has ruled 
that the city is liable for all accidents 
that might occur on the sidewalks or 
streets and it became necessary to pro- 
tect the municipality by removing all 
possible causes for accidents. A request 
from the dealers for more time to make 
the removal was denied by the council. 


HUPMOBILE DEALERS MEET 

Peoria, Ill., Oct. 29—Hupmobile 
dealers and distributors in sixteen coun- 
ties of central Illinois have met here 
to discuss the situation in the motor car 
industry and outline a plan of campaign 
for the fall and winter. All were notified 
that the price of Hupmobiles would re- 
main unchanged. 
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Townsend Highway Bill Again 
to Be on Calendar of Congress 


Taxation Will Be Among First Ques- 
tions to Be Taken Up at the 
December Session 


ASHINGTON, Oct. 29—Important 

legislative measures directly affect- 
ing the automotive industry will be 
brought to the attention of Congress 
immediately after the formal convening 
in December. The question of taxation 
will have early attention because the 
public revenues for the fiscal year depend 
on this legislation. It is understood that 
spokesmen for the industry will urge the 
elimination of Federal taxes on motor 
trucks on the grounds that motor trucks 
have become a distinct transportation 
unit and entitled to such consideration 
in legislation. An effort will be made to 
obtain a lower rate on passenger Cars 
on similar grounds. 

Both the National Automobile Chamber 
of Commerce and the American Automo- 
bile Association will endeavor to advance 
hearings on the Pittman-Sweet bill, pro- 
viding for uniform registration of motor 
vehicles. The growing agitation against 
state restrictions is expected to influence 
legislators sufficiently to insure its pas- 
sage. The controversy between the Dis- 
trict of Columbia and Maryland as to 
licenses, headlight laws and registrations 
has also interested congressmen who 
own or use motor cars. Their experi- 
ences with the authorities have brought 
the subject of national registration laws 
sharply to mind. 

The Townsend highway bill on which 
hearings were conducted at the last term 
will again be on the calendar. 


REPOSSESSED CARS SOLD 

Boston, Oct. 29—Seventy automobiles, 
property of the Massachusetts Motors 
Co., Inec., of Boston, bankrupt, brought 
$65,200 at an auction conducted by the 
trustees of the bankrupt firm. Charles 
F. Rowley, one of the trustees, acted as 
auctioneer. There were three bidders. 
The automobiles were sold to David 
Stoneman, attorney representing the 
unknown purchaser. Ten per cent cash 
was paid in the courtroom, and the bal- 
ance will be made up in payments as 
agreed upon by the trustees. The sale 
was held for liquidation of the company’s 
principal asset. 


CLEVELAND READY FOR SNOW 


Cleveland, Oct. 29—The city and county 
authorities have made provision to keep 
the streets and county roads open next 
winter. Street Commissioner Thomsen 
has purchased for the city seven 5-ton 
trucks, equipped with the latest and most 
improved snow plows. Four large trucks 
have been equipped with snow plows by 
the county and will be used to keep main 
highways open throughout the winter. 
The county also has a caterpillar tractor, 
which has done effective work in pulling 
snow plows and opening snow-bound 
roadways, 
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Horsepower and Gasoline Tax 


Plan Is Dropped by Committee 


Spokesmen for Industry Before Gov- 
ernment Body Contend Levies 
Would Be Discriminatory 





GW YORK, Oct. 29—After vigorous 

representations in behalf of the auto- 
motive industry, the Tax Committee of 
the National Industrial Conference Board 
has decided to eliminate from its report 
recommending widespread changes in the 
tax laws, a proposal for a tax of 50 cents 
per hp. on automobiles and one cent a 
gallon on gasoline. At hearings given 
by the committee spokesmen for the 
industry contended that such _ taxes 
would be discriminatory. They pointed 
out that automobiles of all kinds are 
already bearing their full burden. 


The committee had estimated that the 
horsepower tax would yield $100,000,000 
and the gasoline import $45,000,000. This 
would have been in addition to present 
taxes. Among those who appeared in 
opposition to the proposal were repre- 
sentatives of the National Automobile 
Chamber of Commerce, the Motor & 
Accessory Manufacturers’ Association, 
the National Automobile Dealers’ Asso- 
ciation, the Rubber Association of Amer- 
ica and the American Automobile Asso- 
ciation. 


Alfred Reeves, general manager of the 
N. A. C. C., was the principal speaker 
against the plan. He showed by a chart 
that every user of a motor vehicle pays 
when he buys it, an excise tax, a state 
license fee, a driver’s license fee and 
a personal tax. 

“We know what trucks mean to the 
counry,” Mr. Reeves said, “and it is un- 
fortunate that people speak of the auto- 
mobile as a luxury. More than 2,250,000 
farmers and 101,000 doctors use auto- 
mobiles. One-third of all the automobiles 
in use are owned in towns of less than 
1,000 population. If there is any ques- 
tion about the automobile being a luxury 
I suggest that the use of them be for- 
bidden for four days. I object to four 
taxes on automobiles when there are 
only two on face powder.” 


Among Mr. Reeves supporters from 


- the N. A. C. C. were C. C. Hanch, H. H. 


Rice and J. S. Marvin. M. L. Heminway 
and Sidney S. Meyers appeared for the 
M. A. M. A. and A. L. Viles for the Rub- 
ber Association. The committee was so 
much impressed with the arguments pre- 
sented that it will drop the horsepower 
and gasoline tax plan without further 
question. 


AGREE ON BETHLEHEM PROGRAM 

New York, Oct. 29—Committees repre- 
senting the bank and merchandise 
creditors have agreed upon a program 
for the continued operation of the plants 
of the Bethlehem Motors Corp. under 
receivership through November and into 
December. This plan calls for the com- 
Dletion of fifty-five trucks in addition to 
those provided for the September-October 
program. Orders for trucks continue to 
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come in, especially from the foreign 
field, and the outlook for the company is 
more encouraging than it was a month 
ago. There now is talk of reorganiza- 
tion, Stockholders would be expected to 
take the initiative in such a movement 
but there is reason to believe the banks, 
which already are involved to the extent 
of $1,700,000, would be willing to co- 
operate. 
MACK TRUCK IN COLUMBUS 

Columbus, Ohio, Oct. 29—The Mack 
International Motor Truck Corp. has 
established a branch here under the 
management of Y. B. Jones, formerly 
president and manager of the Lawrence 
Motor Car Co. This concern has opened 
salesrooms and a service station in this 
city. Mr. Jones is well known in auto- 
motive circles and is president of the 
Columbus Automotive Trade Association. 


Implement Association Elects 


W. H. Stackhouse as President 


Atlantic City, Oct. 29—W. H. Stack- 
house of French & Hecht has been 
elected president of the National Imple- 
ment & Vehicle Association, succeeding 
H. M. Wallis of the J. I. Case Plow 
Works. Mr. Stackhouse has been chair- 
man of the Executive Committee and his 
promotion was greeted with hearty ap- 
plause at the convention held here. Wil- 
liam Black of B. F. Avery & Sons was 
elected chairman of the executive com- 
mittee, and H. J. Sameit was re-elected 
acting secretary. The subject of the 
three days’ convention held in the Hotel 
Traymore was the “co-ordination of Co- 
operation.” As interpreted by those in 
charge, this meant a co-ordination of the 
various efforts to educate the farmer in 
the use of the improved farm equipment 
and to assist in putting agriculture on 
a better business basis, through an im- 
provement of markets, transportation 
and credits. 

TRUCK BODY PRICES REDUCED 

Indianapolis, Oct. 29—F. M. Small, 
president of the Martin-Parry Corp., 
producers of commercial bodies, today 
announced substantial reductions on its 
complete line of bodies effective Nov. 1. 
The new prices show reductions of as 
much as 10 per cent on complete bodies 
and from 10 to 25 per cent on body equip- 
ment. 


MORE TIRES BEING REPAIRED 

Akron, Oct. 29—-Manufacturers here 
have learned that one important factor 
in keeping down the demand for auto- 
mobile tires is the steadily increasing 
number of motorists who are taking their 
tires to repair shops in all parts of the 
country. Companies making repair shop 
supplies report a good business and the 
repair men, generally speaking, are doing 
more vulcanizing now than they did 
when the factories were maintaining 
capacity production. There probably 
are more patched tires in motion today 
than ever before because of the increased 
economy of the average motorist. 
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Expect Refining Processes 
to Help Gasoline Reserves 


coments 


Unprecedented Consumption for 
August—Supply Will Be De- 
pleted by Winter Motoring 


ASHINGTON, Oct. 29—Gasoline con- 

sumption reached unprecedented 
proportions during August according to 
refinery statistics compiled by the Bureau 
of Mines. The stocks of gasoline at the 
refineries Aug. 31 amounted to eighteen 
days’ supply as compared with thirty- 
three days’ supply last year and twenty- 
three days in 1918, the period when the 
gasoline shortage was regarded as acute. 
This depletion resulted despite the fact 
that production was the highest of the 
year during August with a daily average 
of 14,327,143 gal., an increase of four 
million gallons over the corresponding 
period last year and in 1918. 


The total production of gasoline for 
August amounted to 444,141,422 gal. The 
total stocks at the end of August were 
323,239,991 gal. as against 434,531,446 gal. 
in August 1919 and 285,446,538 in 1918. 
Stocks of lubricating oil were also below 
the supply for August of last year when 
170,572,819 were on hand and only 130,- 
797,810 for the same period this year. 


Statistics of exports for September as 
compiled by the Department of Com- 
merce show that 28,454,243 gal. of lubri- 
cating oil valued at $11,787,544 were 
shipped abroad, a gain of nine million 
gallons over the same period last year. 
Gasoline exports increased by approxi- 
mately five million gallons as the total 
shipments for September, 1920, amounted 
to 39,969,725 gal. valued at $11,688,143. 
The total gasoline shipments for the nine 
months ended September, 1920, were 
470,774,375 gal. as against 271,529,174 gal. 
in the same months last year. 


Refiners anticipated a lessened demand 
for gasoline with the approach of cold 
weather. The fact that September and 
October have been unusually mild and 
excellent weather for motoring, is ex- 
pected to reflect in the consumption 
figures for these months. Refinery ex- 
perts have stated that the increased use. 
of closed cars and motor trucks during 
the winter months will, of course, influ- 
ence the reserves which have in the past 
been accumulated during winter seasons. 
These factors, it is said, will be offset 
more or less by the improved refining 
methods which permit a larger extraction 
of gasoline without the losses which have 
heretofore characterized refining pro- 
cesses. 


STORAGE CHARGES HIGHER 
Decatur, DJL, Oct. 29—Garages have 
decided to charge $10 per month for dead 
storage of cars during the coming win- 
ter, although a few, where there is base- 
ment room available, will make a rate 
of $6 to $8. Coal costs more this season 
than a year ago and other overhead ex- 
penses are higher, making it necessary 

to increase the charges for storage, 
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Truck Branch Brings Drivers 
Together to Exchange Notes 


Opportunities Offered Them Ex- 
plained by Manager—Talk on 
Service Also Given 


HILADELPHIA, Oct. 27—Something 
new for Philadelphia is being done 
by the Federal Motor Truck Co. branch 
here, in holding “get-together” meetings 
of drivers of Federal motor trucks. 
Drivers not only from Philadelphia, but 
also from outlying points were invited 
to the meeting, to become acquainted 
with one another for comparison of notes 
on truck operation and maintenance and 
to meet the members of the local organi- 
zation, and hear useful talks from repre- 
sentatives of the branch and the factory. 
William H. Bartleman, branch man- 
ager, presided and pointed out to the 
drivers the splendid opportunity they 
enjoy in one of the biggest and most 
necessary industries in the country, for 
helping to further efficiency in the use 
of trucks. He showed them that the use 
of trucks was growing rapidly, that com- 
petent drivers had opportunities as never 
before of becoming fleet managers as 
business increased and the need of more 
trucks developed and that it was neces- 
sary to absorb all the knowledge possi- 
ble, with the end in view of the care 
and maintenance of their vehicles. 
James T. Kenney, district service man- 
ager for the factory, gave the drivers a 
valuable talk on proper. lubrication as- 
serting that they could eliminate most of 
their troubles and greatly improve their 
service by giving periodic attention to 
parts needing lubrication, 


TO MAKE MORE SAMSON CARS 

Janesville, Wis., Nov. 1—The Samson 
truck operation of the General Motors 
Corp. will be concentrated on Dec. 1 at 
the works of the Samson Tractor Co. at 
Janesville, Wis., according to official an- 
nouncement made by W. C. Durant, pres- 
ident of the corporation, while inspecting 
the Janesville works during the week. 
The Samson line of trucks has been 
manufactured and assembled at a num- 
ber of other General Motors plants pend- 
ing the development of the Janesville 
works to the point where it can handle 
the truck production in addition to the 
Samson tractor. A 9-passenger car de- 
signed particularly for rural use, first 
shown in complete form a year ago, will 
also be put into quantity production by 
the end of the year. 


—_— 


MEMPHIS DEALERS HELP INDUSTRY 


Memphis, Tenn., Oct. 29—The Memphis 
Automotive Dealers Association is doing 
good work to put the industry on a high 
plane in the Bluff City, one of the great 
centers of the South. One of the rules 
stipulates that the automobile merchant 
must be a legitimate bona fide dealer, 
that he must handle cars of recognized 
merit, conduct a regularly established 
place of business, render efficient service, 
operate a repair shop and carry an ade- 
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quate supply of replacement parts and 
above all that he must do business on 
the square. 

From an infant industry a few years 
ago the automobile business has grown 
to be third if not second in the city, 
cotton in the great inland market and 
lumber in the greatest hardwood center 
being the rivals. The association started 
in 1916 with thirteen members, and now 
has forty-one. Steve H. Butler is the 
president and H. W. Osinach, secretary. 


HUPP SALES INCREASE 


Buffalo, Oct. 30—Hupmobile dealers 
of Pennsylvania and New York meeting 
here as guests of John J. Gibson, distrib- 
utor in the Buffalo territory, were told 
automobile sales will increase after elec- 
tion day. This prediction was made by 
Mr. Gibson. J. R. Whiting, district sales 
manager, said increases are already be- 
ing noted throughout the district. 

TRUMBULL TIRE SOLD 

Youngstown, O., Oct. 29—Negotiations 
by the Interlocking Cord Tire Co. of 
Akron for the purchase of the plant and 
business of the Trumbill Tire & Rubber 
Co., of Newton Falls, have been com- 
pleted, according to an announcement at 
the Newton Falls offices of the company. 
It is understood that another rubber 
goods plant in canton will become the 
property of the Interlocking Cord ‘lire 
Co. within a short time, increase of the 
capital stock from $1,000,000 to $5,000,000 
being made for the purpose of acquiring 
the Newton Falls and Canton properties. 


TO MOTORIZE FIRE DEPARTMENT 


Indianapolis, Ind., Oct. 29—The com- 
plete motorization of the Indianapolis 
fire department is expected within a 
short time. The process has been under 
way for a number of years, and it is 
believed that the City Council will ap- 
prove a municipal bond issue of $500,000 
to complete the work. Last week a con- 
ference of members of the council and 
the Board of Safety was held and it is 
understood that an agreement was made 
between the two that will result in the 
bond issue being authorized. 


Cleveland edie Will Hear 
Peake at First Fall Meeting 


Cleveland, Oct. 29—Cleveland automo- 
bile dealers are going to cut loose fox 
bigger and better business at their firs« 
big fall meeting, which will be held in 
the Hollenden Hotel ball room, Thursday. 

An excellent program has been ar- 
ranged and all through it will run a boos: 
for the coming automobile show. Edward 
E, Peake, of Kansas City, the president 
of the National Automobile Show and 
Association Managers, will speak on a 
subject to be given out later. Charles A. 
Otis, of this city, will tell of the financial 
situation, and whether or not bankers 
will lend any more money or extend addi- 
tional credit in 1921. Mr, Otis is one of 
the largest investment bankers in the 
middle west, and he has influential bank- 
ing connections in this city. 
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Colorado Dealers Separate 
Trade Bodies at Convention 


| cneemntamemenaneiinesdl 


Rocky Mountain and Denver Asso- 
ciations Divide at the Annual 


Meeting of Former 


OLORADO SPRINGS, Oct. 29—The 

division of the Rocky Mountain Auto 
Trades Association and the Denver Auto 
Trades Association into two independent 
co-operative bodies was the principal 
accomplishment of the fourth annual 
convention of the Rocky Mountain asso- 
siation here. By this arrangement the 
Denver association will continue to func- 
tion as a bureau of the Rock Mountain 
organization but the individual members 
of the Denver body will not be required 
to take out membership in the larger 
association. 

Finley L. MacFarland was re-elected 
president of the association. Other offi- 
cers chosen are as follows: C. V. Voll- 
mer, first vice president; A. H. Davis, 
second vice president; J. C. Hadley, 
treasurer. Harrison Goldsmith who ten- 
dered his resignation as secretary and 
business manager was prevailed upon to 
continue in that office temporarily pend- 
ing the election of a permanent officer. 

The following directors were elected: 
Finley L. McFarland, Denver; George 
Clark Gilman, Pueblo; D, E. Hunt, Chey- 
enne; Frank Farquarson, Trinidad; Fred 
J. Schick, Greeley; A. R. Davis, Raton; 
Robert R. Lohke, Colorado Springs; S. 
D. Hall, Fort Collins; J. C. Hadley, Den- 
ver; George D. McCutcheon, Denver; K. 
L. Mested, Rocky Ford; J. W. Sears, 
Walsenburg; C. V. Vollmer, Colorado 
Springs. 

The executive committee consists of 
Messrs. MacFarland, Hunt, Gilman, Voll- 
mer and Schick. 


PHILADELPHIA THEFTS FEWER 

Philadelphia, Oct. 29—Notwithstanding 
the still unduly large number of Cars 
stolen in Philadelphia, there was a re- 
duction of approximately 50 per cent in 
this city in the first nine months of this 
year as compared with the corresponding 
period in 1919, according to the police 
records. Recent legislation that makes 
it imperative that a prospective automo- 
bile salesman show a clean bill of owner- 
ship before he ean sell a car is regarded 
as largely responsible for the decrease 
in thefts, according to insurance agents. 
The police say that better co-operation 
between the police and detectives is the 
cause. 


GILLETTE RUBBER OPERATING 


EAU CLAIRE, Wis., Nov. 1~The Gil- 
lette Rubber Co. has resumed operations 
after suspending production for about 
two weeks, during which inventories were 
taken and readjustments made by which 
creditors accepted an extension agree- 
ment for the payment of claims to April 
5, 1921. For the present the company 
will employ only a part of its facilities, 
but will take on additional operatives as 
the demand warrants increased output. 
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Highway Official Says Winter 
Will See Survival of Fittest 


Many Dealers Will Be Eliminated— 
Advances Reasons for Condi- 
tion Prevailing in South 


Ne ORLEANS, La., Oct. 29—A rather 
new angle on the present automobile 
situation is given by Col. T. C. Campbell, 
vice-president of the Jackson Highway 
Association, which is constructing an 
improved road from Buffalo to New Or- 
leans. Col. Campbell takes the viewpoint 
of the motorist, and holds that the in- 
creasing knowledge of cars possessed by 
the automobile owner is so extending: the 
life of the average passenger car that 
the demand for new cars is thereby 
reduced. He also believes that most of 
the dealers now being eliminated, through 
carelessness or lack of business method, 
is due to the entry into the automotive 
industry of so many inexperienced men, 
who, having a little money to invest, saw 
what they believed to be an opportunity 
to make a great deal of money without 
working for it. 

“Recent reductions in prices of pas- 
senger cars have caused an unsettled 
and uncertain condition in the automo- 
tive industry in New Orleans, and in the 
South generally,” Col. Campbell says, 
“put the dealers, and the education of 
automobile owners, are largely respon- 
sible for this condition. For the past 
several years, the amounts of money the 
dealers have claimed to have made have 
lured a great many new and inexperi- 
enced men into the business of selling 
automobiles, and caused a number of 
people with money to invest it in a busi- 
ness about which they knew nothing, 
except that it was supposed to repay 
them big profits. 


Hard Times for Amateur Dealer 


“The keen competition these people 
encountered, coupled with the extra ex- 
pense of more costly labor, high rents 
for desirable show and salesrooms, larger 
salaries of salesmen and heavier com- 
missions, soon put many of these ama- 
teur dealers in a bad position. Many 
salesmen were employed who knew noth- 
ing of automobiles, especially the me- 
chanical end, and these men frequently 
took a perfectly good used-car in return 
for a new automobile, just to make their 
commissions, then reselling the old one, 
which was in such good condition that its 
sale spoiled the sale of a new car. 


“The average dealer nowadays appar- 
ently does not realize that the average 
automobile owner has become so well 
versed in taking care of his car, and in 
knowledge of its mechanical workings 
that he makes the new car of this year 
live efficiently a year or so longer than 
he ever did before. That is one of the 
Teasons that the demand for cars has 
fallen off. The same factor appears in 
the tire industry. The tire of today is 
g00d for 6,000 to 10,000 miles; whereas, a 
few years ago, even two years ago, it 
was good for only 3,000 to 4,000. 
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Atlanta Dealers Staged a Pretty Show 
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Thirty-six exhibitors made the Atlanta Automobile Show the largest in the South- 


east. 
the displays were made. 


Special attention was paid to he decorations of the large buildings where 
Hanson Six models are seen in the foreground and at 


the extreme left is shown a part of a Studebaker which rested on four scales to 
depict the evenness of its balance 


“In spite of these things, however, it 
seems to me there is no occasion for 
pessimism in the automobile industry. 
This winter will see again exemplified 
the unchangeable law of the survival of 
the fittest. Such newcomers in the auto- 
mobile industry as have no experience, 
and are in it solely because they hap- 
pened to have idle money to invest, or 
were able to persuade their friends to 
invest, will be cleaned out, and then the 
real, systematic, trained, businesslike 
automobile dealers will come into their 
own. They will regulate and standardize 
the industry, and the big business of 
selling automobiles will return to normal 
conditions. This clarification process is 
a good thing, both for the industry and 
for the motorist.” 


Castings Firm Cuts Cost of 
Labor to Meet Ford Demand 


Decatur, Ill., Oct. 29—The Malleable 
Iron Co. and the Wagner Castings Co., 
both of which are assured large orders 
from the Ford company if willing to 
accept a reduction in the price for parts, 
have placed in effect a new scale of wages 
for employes which is a slight reduction 
from the old and which will enable them 
to accept contracts for future construc- 
tion from the Ford company. Unless 
this reduction is accepted it will not be 
possible to continue operation with the 
same sized force. “All will have to do 
it, sooner or later,” asserted C, L. Liebau 
of the Decatur Malleable Co. “Companies 
are forced to sacrifice their profits in 
order to make the reduction and the 
employes have been asked to help. The 
Decatur Malleable has put the question 
of a reduction in wages up to its 
employes. The Ford company simply 
demands that supply companies like our 
own, make a cut in their prices, and, as 
it is a large buyer, the cut must be 
made,” 


More Capital Is Authorized 
for Kelly-Springfield Truck 


Affiliation With Hare Motors Re- 
garding Combination of Selling 
Forces Still in Abeyance 


PRINGFIELD, O., Oct. 27—The Secre- 

tary of State at Columbus today 
authorized the Kelly-Springfield Truck 
Co. to increase its capital stock from 
$6,000,000 to $8,000,000. This will take 
care of a proposed increase of the com- 
mon stock from $2,000,000 to $4,000,000. 
The par value of the common is $100 a 
share. 

President James L. Geddes announced 
that the stockholders have approved the 
increase in stock. Concerning a proposal 
to increase the number of directors, 
Geddes said no action had been taken. 

The proposed affiliation with the Hare 
Motors Corp. of New York City, especially 
regarding the combination of the selling 
forces, will be taken up later. Captain 
Marion MacMillen of the MacMillen Co., 
of New York, and James Willard Young, 
financial man of the same company will 
remain in the city for a few days. 

It is expected that an announcement 
will be made by the Kelly-Springfield Co. 
soon that it is prepared for an extensive 
business campaign. Its facilities have 
been greatly increased as a result of the 
erection of a large addition recently. 


BATTERY COMPANY REORGANIZES 

Columbus, Ohio, Oct. 29—Through a 
reorganization of the D. & D. Battery 
Service Co., of Columbus, G. A. Archer, 
Jr., has: purchased the interest formerly 
controlled by H. G. Godown and has 
become vice president and general man- 
ager. Leroy Dobyns, of Hillard, retains 
his interest and is president. The com- 
pany is central Ohio representative of 
the Willard battery. 
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Concerning Men You Know 








L. T. Kauffman, formerly president of the Auto 
Leather Mfg. Co. of Arlington, N. J., has joined 
the staff of Hughson & Merton, Inc.,, factory 
sales representatives. He will distribute for them 
the product of the Moloney Belting Co. of Chi- 
cago, manufacturers of leather belting and fan 
belts for automotive purposes. 


Frank J. Weston, who was formerly secretary 
of the Gartley-Weston Co., Inc., of Detroit, now 
heads his own company, the Weston Mfg. Co., of 
St. Louis, Mo. 


Wayne §S. Pickell, formerly with the Stude- 
baker Corp., has been made sales manager in 
the carriage division of the Packard Motor Car 
Co., Detroit branch. 


W. H. Herbert has been made manager of the 
new Detroit branch of the Denby Truck Co. 
L. B. Miles, factory service director, will super- 
vise the service end in the branch. 


Loren B. Curry, formerly advertising manager 
of the Illinois Moline Plow Co. of Bloomington, 
[ll., has been appointed sales manager for the 
Hart-Parr Co., with supervision over salesmen 
in the Minnesota, South Dakota, Nebraska and 
lowa territory. 


Roy Davey, who at the request of the receiver, 
returned to his old post as general sales manager 
of the Bethlehem Motors Corp., has resigned. 


Harry M. Pyke, formerly sales manager of the 
Marmon-Long Island Co. of Brooklyn, has joined 
Hare’s Motors, Inc., in the capacity of special 
representative, his field of operations including 
New York state. 


Robert G. Jones, manager of the Brockway 
Truck Co. of Boston recently opened new sales- 
rooms and service department in that city where 
all the Brockway truck models will be on exhi- 
bition. 

Charles Melhado, who has been in charge of 
export sales for the Bethlehem Motors Corp., 
Allentown, Pa., has been appointed general sales 
manager, 


L, E. Allmon, former president of the Missouri 
Auto Specialty Co. of St. Louis, which recently 
was sold to the Beckley Ralston Co. of Chicago, 
will become sales manager of the Ozark Motor & 
Supply Co. at Springfield, Mo. 








Columbus Automotive Trade 


Efforts Improve Conditions 


Columbus, Ohio, Oct. 30.—A marked 
easing up in money conditions as far as 
the automobile and motor truck indus- 
tries are concerned -has taken place in 
Columbus during the past month. The 
stringent money market which charac- 
terized the industry during the months 
of August and September has given way 
to a more liberal policy on the part of 
bankers generally. This is more appar- 
ent as time goes on and consequently 
there is now little complaint on the 
methods adopted by bankers in financing 
automotive dealers and distributors. 

Of course, bankers are still discourag- 
ing dealers from taking on a heavy sup- 
ply of cars, trucks or tractors under 
present conditions, when it is somewhat 
dificult to move stocks promptly. The 
stringency however does not amount to 
refusal of credit and any dealer who is 
responsible and well established can se- 
cure the necessary credit to carry on 
his business properly. This change has 
been brought about largely through the 
efforts of the Columbus Automotive 
Trade Association in co-operation with 
the state association. A campaign to 
show the necessity for unholding the 


William C. Mullin, formerly service manager of 
the Thornton-Fuller Automobile Co. of Philadel- 
phia, distributor of Dodge Brothers cars, has 
been named general manager of the company. 


E. C, Bernhard has been placed in charge of 
manufacturing in the plants of the H. Gilmer 
Co., manufacturers of solid woven belting and 
autcmotive products, whose home offices are in 
Tacony, Philadelphia. Mr. Bernhard, for the 
past seven years has been with the S J 
Industries, and prior to his joining the Gilmer 
organization was assistant general factory mana- 
ger of the organizations under S. K. F. control. 
We will have charge of the two Gilmer plants 
in Philadelphia, the plant in North Wales, Pa., 
and the mill at Millen, Ga. 

Col. Charles B. Hatch has purchased the in- 
terests of Frank Fanning in the Fanning-Hatch 
Co., Philadelphia, distributor of armon and 
Hupmobile cars and will be the active head of 
the Marmon-Hupmobile headquarters in that city 
which hereafter will trade as the Hatch Motors 
Co. Henry G. Pearce has been made vice-presi- 
dent and general sales manager. 


J. D. Flanagan, formerly in charge of the de- 
velopment of tires, tubes and accessories of the 
Firestone Tire & Rubber Co., has been appointed 
superintendent of The Rotary Tire & Rubber Co. 
at Zanesville, Ohio, succeeding William Sher- 
bondy, resigned. 

H. J. C. Henderson has resigned as sales man- 
ager of the Milwaukee Auto Service Co., Milwau- 
kee, distributor of the Velie in Wisconsin. R. M. 
— has assumed the duties of Mr. Hen- 

erson. 


R. H. Cory has been appointed manager of 
sales and service of the recently created tire and 
accessory department of the Badger Belt & Rub- 
ber Co. of Milwaukee, which has become distrib- 
utor of the Empire tire line in Wisconsin and 
vicinity. 

Geo. G. Reed has been appointed general sales 
manager of the Woodbridge Co., Inc., New Eng- 
land distributor of Denby trucks. He is a pio- 
neer in the automotive industry and is said to 
have sold the first gasoline trucks ever merchan- 
dised in New England. 

R. C. Brower, formerly branch manager of the 
Hyatt Roller Bearing Co., has returned to the 
ea Service Co. as manager of the Boston 
office. 








automobile business together with show- 
ing the utility of motor vehicles has 
brought the desired results. 


SPARK PLUG FIRM FILES PETITION 
Davenport, Ia., Oct. 25—E. J. Dough- 
erty, president of the Citizens Trust & 
Savings Bank, has been appointed re- 
ceiver of the Foul-Less Spark Plug Co. 
by Judge M. J. Wade in federal court 
following the filing by the company of 
a voluntary petition in bankruptcy. Mr. 
Dougherty was suggested as receiver in 
a petition accompanying the claims of 
creditors of the concern. In the plea for 
receivership it is stated that contracts 
made by the company called for the out- 
put of about $15,000 worth of orders and 
that sufficient business was in prospect 
to keep the company on a dividend pay- 
ing basis. 
HIGH RECORD FOR PARTS DISPLAY 
New York, Oot. 25—All records for 
the number of parts and accessory 
manufacturers exhibiting at the national 
automobile shows will be broken at the 
exhibitions to be held in New York and 
Chicago next January. Figures made 
public by the Motor & Accessory Manu- 
facturers’ Association indicate that a 
larger number of parts and unit makers 
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than ever before will take space at the 
national shows. 

Applications for space have already 
been received by the Association from 
120 manufacturers for the New York 
show and from 102 manufacturers for 
the Chicago show. Altogether, 129 mem- 
mers of the association are scheduled to 
exhibit. 


More Aavasiee Betabilidbed 
In New England From Boston 


Boston, Oct. 29—That business has not 
gone to smash is shown by the fact thal 
Boston distributors are signing up agents 
elsewhere. 

R. R. Ross, New England distributor 

of the Columbia Six has gone into Spring- 
field with an agency handled by the 
Dechert & Walker Motors Co., a new firm 
in that city. They have a finely-lighted 
and conveniently-arranged show room in 
the new Monitor Building. 
* Frederick J. Caldwell, New England 
distributor of the Templar car, has placed 
an agency for his car with the same 
people. 

F. J. Lucas, who distributes Mitchells 
in New England, has placed an agency to 
cover Hampden county with J. T. Bil- 
lings of the Billings Garage, a new auto- 
mobile agency in Springfield. 

The Puritan Motors Co., New England 
distributors of the Lincoln car, opened 
this week a Worcester branch in a new 
building especially fitted for the motor 
car trade and located in the heart of the 
Worcester automobile district. The com- 
pany is looking around the town for a 
suitable location for a service station so 
as to give owners of these cars the very 
best of care. 


South Anticipating Period 
of Prosperity and Activity 


Atlanta, Ga., Oct. 30—AIl lines of 
business in the South are destined to 
take a turn for the better in the very 
near fuure, according to a statement in 
one of the big Atlanta newspapers fol- 
lowing an interview with half a dozen 
of the largest bankers in the city, in- 
cluding Gov. M. B. Wellborn, of the Fed- 
eral Reserve Bank. 

Gov. Wellborn, in the interview, de- 
clared that the present business depres- 
sion is merely transitory and that a per- 
iod of prosperity and activity will suc- 
ceed it in the near future which will be 
all the more thorough because of this 
temporary lull. 

Virtually the same opinion was ex- 
pressed by other large bankers, and in- 
terviews with Atlanta automobile dealers 
bring to light the fact that the dealers 
are anticipating an immediate turn for 
the better. Already automobile sales 
are noted to be picking up in Atlanta, 
and the gradual climb in the price of 
cotton will shortly have that same ef- 
fect on the business of dealers in the 
smaller towns and cities. It is espectally 
noted that the public is displaying 4 
great deal more interest in automobiles 
than for several months. 
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Southern Dealers Set About 
to Meet Changed Conditions 


Steady Increase Noted in Sales With 
More Activity by Selling 
Forces 


EW ORLEANS, La., Oct. 29—Practi- 

cally all the automobile dealers of 
this part of the South are noting a slow 
but steady increase in the demand for 
passenger cars. Calls for some of the 
cars on which prices were reduced re- 
cently, have increased as much as 60 per 
cent in the thirty days ending Oct. 20; 
demand for the medium-priced cars, 
which, in the main, have not been low- 
ered to such a degree as the cheaper 
makes, has increased about 40 per cent, 
and the higher-priced cars alone have 
remained virtually at a standstill though 
some of the distributors of these cars 
report the demand is approximately the 
same as it was prior to the recent price- 
cutting at the factories? 

There is, however, a great change in 
the attitude and activity of the dealers 
here and in others of the larger towns of 
Louisiana, Mississippi, Alabama and East 
Texas. 

The situation, as viewed by the auto- 
mobile men of both sides, is summar- 
ized by J. H. Duncan, retiring secretary 
of the Louisiana-Mississippi Automotive 
Trade Association. 

“The southern dealers,” he says, “are 
confronted by an entirely new situation 
in which they have to get out and hustle 
to sell automobiles, instead of sitting at 
their desks taking orders, as they have 
been doing for the past three or four 
years. The demand is just as strong as 
ever, even stronger for some lines of 
cars; the field is here, greater than ever, 
and expanding all the time, but the buyer 
is doing more thinking; he wants to be 
told all about the different cars, and the 
salesman who makes the best sales-talk 
and the best demonstration, lands the 
‘prospect.’ 

“Another thing—the buyer is becoming 
more discriminating. He knows more 
about the automobile in general, and no 
longer will he buy anything with four 
wheels and an engine. The dealer must 
have the goods in his car, and have a fair 
price on it, or the prospective buyer 
simply will not buy, and that is why I 
believe that the next three years will see 
the automobile industry reduced to about 
ten makes of standardized automobiles, 
changing little from year to year except 
in powerplant improvements, and with a 
comparatively uniform body design, and 
With prices somewhat lower than at 
present on virtually all makes.” 
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PIERCE-ARROW EARNINGS SMALLER 

New York, Oct. 28—The Pierge-Arrow 
Motor Car Co. for the three months ended 
Sept. 30 reports a surplus, after charges 
and federal taxes, of $355,310, or the 
equivalent after preferred dividends of 
62 cents a share on the common stock. 
In the preceding quarter the earnings 
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were $705,779, or $2.02 a share. For the 
September quarter of last year the earn- 
ings were $476,852, or $1.10 a share. 


The surplus for the nine months of this 
year amounts to $1,778,854, or $4.71 a 
share on the common stock, after provid- 
ing for the preferred. For the same 
period of 1919 the balance of four divi- 
dends amounted to $1,670,540 or $4.28 a 
share for the common. The estimated 
federal taxes for the nine months of this 
year, together with interest charges, 
amount to $1,468,672, compared with 
$994,206 in 1919. 


SHREVEPORT ADOPTS OPEN SHOP 

Shreveport, La., Nov. 1—Shreveport 
garages and service and repair stations 
are now all open shops, the entire city 
having gone on the open shop basis, 
starting with Nov. 1. Agreement to pass 
from the closed to the open shop was 
reached at a meeting Oct. 2 of six hun- 
dred manufacturers, and business and 
professional men, including every auto- 
mobile dealer and service man in the 
city, but it was not possible, owing to 
existing contracts, to put the entire city 
on the new basis until Nov. 1. Even yet, 
some building contractors are so tied up 
with previous agreements that they will 
not be able to establish the open shop 
until after Jan. 1. More than eight hun- 
dred firms, corporations and individuals, 
all employers of labor, have signed the 
agreement on the open shop. 





CARRYING FOREIGN ACCESSORIES 


Philadelphia, Oct. 27—The Interna- 
tional Automotive Sales Co., a newly 
organized concern, of which Major Arthur 
E. Roberts is president, and his son, 
A. Stanley Roberts, vice president, has 
been opened here to sell automotive 
equipment, 


Two new accessories have been intro- 
duced by this concern—the Joly spark 
plug and the Lacharnay carbureter, man- 
ufactured in this country under arrange- 
ments with the French inventors and 
original manufacturers. 

A. Stanley Roberts is now obtaining 
service stations for the Lacharnay carbu- 
reter throughout Pennsylvania, Delaware 
and southern New Jersey. 


TO ROOT OUT STOLEN CAR DEALERS 

Detroit, Oct. 29—Automobile theft fig- 
ures for the first nine months of 1920 do 
not show such a gratifying decrease and 
Automobile Club officials are planning a 
campaign to prevent a similar showing in 
the next year. During the last nine 
months 2,632 cars were stolen and 2,066 
recovered. In the same period a year 
ago 2,665 cars were stolen and 2,047 
recovered. The figures show that thefts 
have decreased but 1.3 per cent while 
recoveries have increased 1.6 per cent. 
The plan of the Automobile Club is to 
devote greater energy to rooting out the 
dealers who handle stolen cars, realizing 
that there always will be thieves, despite 
heavy punishments, as long as those 
thieves can find a place to dispose of a 
stolen car. 
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Dealers Pudine Interests to 
Make Price of Alcohol Cheaper 


Will Buy in Bulk to Get Lower Rate 
and Keep Price at $1.50 
a Gallon 


OUNGSTOWN, O., Oct. 29 — Alcohol 

prices have been bothering Mahoning 
Valley automobile dealers. The cheapest 
quotation that has been obtained was 
$1.06 a gallon. A year ago alcohol in 
10-barrel lots was obtainable at 55 cents 
a gallon. The public in this valley raised 
rather strong objections to paying $1.20 
a gallon retail, the price necessary before 
the winter was very old. The automo- 
bile dealers are now wondering what the 
public will do when it must pay a retail 
charge based on alcohol at $1.06 a gallon 
wholesale. Members of the Youngstown 
Automobile Dealers’ Association have 
pooled their business and will buy in 
bulk in an effort to get a lower wholesale 
price to keep the retail price down to 
$1.50 a gallon if possible. 


MAY SELL PART OF IMMEL PLANT 


Columbus, Ohio—Receiver R. H. 
Schryver of the Immel Co., manufactur- 
ers of closed automobile bodies as well 
as doing a general automobile repair and 
painting business, reports that the output 
of the plant has been practically doubled 
since he took charge. He has eliminated 
a greater part of the heavy overhead and 
thus is showing a larger profit on the 
business. Among the steps contemplated 
toward retrenchment is giving up the 
plant on East Livingston Avenue where 
repairing and painting is done and sell- 
ing it as a going concern. This will 
probably be authorized by the court. 
The Livingston Avenue plant was estab- 
lished in 1865 as a wagon and vehicle 
manufacturing concern and later changed 
to the automobile repair and painting 
business. 


TRUCKS MAKE APPLES CHEAPER 


Fort Wayne, Ind., Nov. 1—The Hoosier 
Stores of this city, operating a dozen 
local grocery stores, are advertising that 
they can sell apples cheaper than other 
stores because their own three-ton trucks 
are making regular trips to the Indiana 
apple sections and bringing truckloads of 
apples direct to the stores each week, 
thereby saving freight costs and obviat- 
ing the possibility of the apples spoiling 
when being shipped by freight. 


MULES AND OXEN TO BE REPLACED 
New Orleans, La., Nov. 1—The South- 
ern Logging Association devoted an 
efitire day of its three-day session here 
late in October to the discussion of the 
uses of motor trucks and tractors in the 
lumber industry. All mules and oxen 
now in use in southern lumbering will be 
replaced by tractors and trucks within 
the next, three years, was the opinion 
expressed by several speakers. 








“PPPOW 1261 “4 SMOUNSAO-syPY “O-V *BePpPIg TeA ‘UIpyAoOIG-A So] |LATep-Sugog “-usyy-~—seyouropesds 
"Od suIqoRyW jesseaIUg “Oy “WW “f) fApsRET-prouregy], “YG, ‘psojzwezy “-2TePT—sypessaaqup, “HOPl-TOSA AA ‘POP(-1894, ‘DORON -OVTPIPSH “HUN -O ‘ser M-IOHJEA, “SSO M-M “VIQUINJOD “]oO—exy svey “edr'yj-uMoIg ‘"]-q SABMYVON “QO, Sseo"]-yUwIT) ‘T-4) 
—yssvan “opz|dg *y1ydg ‘asnoyFuysa\y-yosog * Ay-qosog ‘Iutjog “Jseg ‘Aurey-noysFury ‘Auay-y ‘4Seqy GION “AN PIB “TEA S@SNoysZuyseay “yseA4 ‘WUBUTVSIG’ ‘asIy ‘ynONeUUOD “UNO: ‘yUsy-JE}EMFY “Yy-y—uonjuby “seg Pp ABH “Gg PH -yNy-suNNG 
“H-g ‘popyydg ‘4:7dg ‘sueMyeyO-syTy “O-V ‘e[[tAeN-0000'] “N~T “9S8q YON “Gy “N :o}UsG “UG ‘preUOeyT-pse Ay “"]-A\ ‘O}V']-O]NY JO asnoyZurjse,y ‘Ff :osnoysuIseAy ‘*4S9A4 ‘9IV]-OYNY ‘]-Y—sOJOYY PUL JOWLIBUDE “APATINY “OINSSIY, “POCOIPUl Ss{MI0qj}0 aIIqM 
ydeoxe umnowa poay jen “woWsUYOS “sUyOL :MOSJOTILY, “OT[LL, ‘J2]QoGIg “Qoog ‘quIODMON “OMAN ‘UOYsZuTy-AajoR “Y-H{ ‘weMo}g “MIG ‘UBMEpUNg “puNg ‘joAIep “IByy ‘UosuYyor “UYOr ‘prayABY “AY ‘q7IN07 “uaz ‘ZIEquIOI}g ““WIONG—sojesNQseQ ~WOOAIA] UBA 
R oY “A YY ‘Bsequaseng Jo uosnoyy ‘f SURpsBJOY-10}09, yy-], {zweMG wz? deuyjeg ‘uapjor “g Pp “gq “4 ‘BuTMODZAT-z10q ,““OOAT-G *ButmooAy “ook ‘uvuNdg-[joqosiey “g-f ‘ACMAWON “GION ‘Ajeple ay “Prem ‘[e}UEUTUOD “yD Sequeyny “woyNy—seujhug 





OOAT] = OXF Eg) BUOISOILT) PEL] OTT SEPT 
*qU0D| FPxXTE] suopseIIy] PXES] OTISLT. 
"qUOD| =F PXFE)"“YUpooH} HxEE! SIT 
UMQ} fox} fel“ qoupoor) pxZE! FZI 000% 
ooAT-q| exfg| seeApoor| fex0g) FSOT|S90T 
UAC Gxp| seaApooy) exes) ZETISELF 
UMQ) FPxfg] peuordo) Fexze) HIT /Ssel 
SH] sxf¢ ¥Sty] $XZE] SIT 
"qU0D} FFxXTE} YoUpoorn| HxEE! OZT/S8Oz) 
UMO} Foxfg] [euondo) fpxPE] ZETOCSP’ 
UMO} ¢xzg} jeuondo) gxeg) Zp} *** 
GxX}g] SMO} HXEE] LULSHST 
Gxfg] euoysest.| FExZE aisct 
xfe FXZEl FST 
$XEC F£x0E] SO" ** 
Gx§g] Yyoupoor) HxZE) LITISSST 
Yoxfg| ouoqsomy| fpxEe] SzTlOsEe 
foxfe] eu0zselly) HxXZE] STT|SS2T 
#Pxfg] emoysemy) CxEg! LZ1/0SzE 
Gxt} Iva{poon)| fFxZE} OZTOS 
Gxfg] ataXpoor| HxEg] LIT}OSET 
#$xg] Youpoor) HxZE] ZIT/SeHT 
ToxF{e| seaApooy] HxEg] O11/CPET 
Px¥fE] sevaApoory] Fx1¢] 201/028 
exfg] youpoon|) $xEg) ZI 
Gxfg] YoUpoory| HxZE} SII 
exfg] Yyolupoor| Fexze 
fexte] [eaondo) fpxgg 
foxtg| [euondo) #xz¢E 
¥exfg} svaXpoor) FpxHE 
¥oxtg] jeuondo| ¢xeg 
#xig| seaApoor)| fpxpE 


5 hd 1G | 

9 IBIIq 

9F-9 AuI0N0d"] 

Vy uo, np 

cI 30g 

08-9 SLIZ0(] 
s19q}0Ig ISPOC] 
OL-S-H 494) 1 OFT 
Tg SIAR 

qd spraeg 

$A WeysuuGN,) 
9-S9-S HEY -MoIH 


PpPAUB}g) WeMsg, “Gy “Oj Asnqsiyeg 819}9g aun; “gq pue-g) Oc F “m01}9—] |09 61 
PpPaAuyjs] Wweasjg) “SY “O} Aunqstyeg 819}8g srouny| “| pue'g) Oc F “"M0l}G—FI |g SZ 
SU0 SII]  VMI}G] JO[IeMzIGG) Ammqsyeg} yjeMsoN uojsung! “gq pue’g) 0c’ “u97—I |G¢°Sz 
QUOjseN |  JOUICA, xoour a (ue) wards Td T-} oh uUBME—FI|CL $2 
PUBiedg()} yBAAIg xooer qOYJ] SUBYyoWy} SormEqooW ua} 20° PYV)—T 09°61 
QUO SAINI] UIPAIG “A ssoy wexuIty, waidg JoUIBA| JIA} OS “m013S—F1|0F 8E 
Aasjay| suey “f TAO AKC) uO) wai) UM) QT “m91S—F11£0 $2 
prepurys) uyWIS"A) “S"*¥ “OD neg) HPOL TD) “@Pue a) 22 "m0Ng— [09°61 
U0 SeI,J; JWeMIIG J9UIe |  woxUy, 819}0g sauIBA\| “g pue “g “m10199—}1 |GE Sz 
QU0jsell J}  JIvMIIG) JOUTUIET) uayunty, qo1dg uM() UM! OF “ueZ—}1/02 6E 
@u0 se]  JUIBA\) JOUIUION)  caxuty, pveug UMC) Td “m10139—F1|00 SF 
QUuOISIII]  JWBMIIG) Ja[IOMzICT nag *quog PeA0D} “g pus “g “u9z— +=ige'Sz 
P-OO-T Wey YY -MOID “uu0y) ; “uAq!| "891g BU0jSaIIy]  WBMI}G) JO[IAMZICT neg “quoy qAeA0D} “g pus “g 09°61 
0F-9-0Z PsojMesy qsog) * “WSOM) PIPULEM em0%zSeI1, WBMI}S) JOUTUIeS) I BUut]I99 Td T-d 

qungy-Breag} “auog|""** **° eaee oe errr, f pcsen Seen es . 
0F-F Ti[omuoUTEIED) os “ahq) “381g Premueys) waIS"A) “SV "O Honeq) o1ouny] “gd pue “g 
€6-Q PUIND FUT TOUSE A] PIPE eu0zselly] WMI}G} JOUTUTEr) aBAly atouny| “@ pue ‘g 
OQ Biqumjoy y-V T-V| ‘seg 9u0jsel | WeMI}G] JOUIUIEr))  GoyxUy, qwoidg} + woysing)| “gq pus “g 3 “m01}9—} I 
018 I43Iq OY BOD OPC) §— faq} «= OTC] PIELEM, ouojyselly]  J8UIe A) JeuTUTA) ‘PO goods "GHON| =—"'YMON} SF “aqor—FI 

9 RqQUYD ?sog] "}S9M “9S9M] PIB @U0}SeII| UITYIG “A JIUIVAA}] DAY] | ps0jziepy T-d| “@ pus ‘g “m101}9— 

% QUO MV} “389A “989M ) PIPE LOSE] WI]FOWS *A JOUIv SUIBpY) psojweH Taj df Pes ‘a ‘ “mong 

OF PUBPARID psog! APD) APD) 8g omozsary] THIS “A} J9]19a7I WMO} solUBqooWy| SoruBqoey! “ Pus “g “mmONS—| 
"ad “A }}01A04 AuoYy TV TV) PAPE “Sowp-fieg) — 4BMaxg uC) TMQ} JoUre uA) "u2e7—{I 
06-F 39}0442q5 Amayy 'T-V PACA “yowp-[eg] — esMozg} rr) uA) uae) uMO} 9° # w297—FI 
zojpueqy ayy . “4801q euoysell{] WVMIIG) “Gy” piojzae yy UMQ} “g pus 'g ; “sey—tl 
F9 uoiduey,) ‘us 4801 Pleaue}s) WapxoIg “A ; TD} “d pue“g 
+O uorduegs o9}9] PAB Peas TD] “f put“ 
a-tg s18UTTeY ig uO 
Orce sismIyeyD UA()|° 
A 88D MA} P2BITEAL @U04SAN J] U9}HIS “A 81999 q pus “g 
6S 9ETIIPED apixg Aagjay{] U2] H01g “A “yu ~C qoidg uC) 
6F1Z PMY ‘ PIE, UA ory TAQ) 
Sr 1c PING PIETIEAL uM() orv es fPxfe] seeApoon) FxE¢g 
Pe-F P008LIG : “q80lg BeABTT]  448M99C uM) gxtg| jeuondo) pxI¢ 
2 ySMIIg OU0zS2I1J}  41BM9}G , 09° S-Ay]oy | fFxPE 

moj Aqpeag|-° Schwa sce: = SEE Pe AR ere Aer Greyeneres eee ‘ Py : 

“UP 'S 12 SABG-mMog PLETE OU0{8ONT] EMS auIABT) Arngstyes seats spany : "U97—F1/0F" fxee 
leg "489 AA 3 “4891 OU0}SILJ]  VMIzIG BUI neg yey ewunyy| pea ae "m0NS—T j0¢ JIA] PXTE 
9 sa39q TV oprra OU0zS82I{) WBMI}S) JO[lomzIq(] JBq-UeS “oBAIY womjeq) “G pas gq)" "| + “Mongs—T jee qoupooh)| Fxee 
M9 H 6-9 Gangny Away PIBUEAL auozsel]] WABM2xg xoour OO} psojqaey TD] “a put -g “ACY—T oe" youpoon}] Hxg¢e 
02-8 uosreddy antig fq) Pre OU0zS82I1J) TPIS “A UA UHO} Butpi07g aa() uAQ) “aqof—F1/08 1e24poor))| FFXPE 
Asesiaatuuy uosieddy infig fq] Peta, OUO4SAI]] W2PHOIS “A re) uM} suyserg uO) us) “ayor—41\08 S| foxpe 
0€ Selieg UOSEpuy AWaY PIBYILA SU0}SN]  4IBMIzG xooer) Aunqsieg H-29yL}  woysing] ‘g pus -g “ABY ce qoupoor)| pxgg 
Aqngeg ueoeury 80M) “984\) PAELLA euozsauly] WBA! “GS "y"O} GexUNy, omy} yoajzoq]) “g pue g “SOY—T1\¢¢" ou0zseN14) PXEE 
O UwoLEUTY ‘ary PABA, QUozsatyf] UIYIS A} eure} Amqsteg WEY] sour) “Gf pur “g “wlOgS—FT eg" [euonjdo) #xzg 
$h WIV 382M Ts a Ppeausjg) yzeMayg UMO} BquINJOD| yo3aq UNO} “g pur “g "wIONIS—T |09 DIN] PXZE 
1 Ley TV irs 'a eu0j}se11J] yIvMe}G) JEUTUTIEr) ayotdg 1049q JOUWIE A yyepeq ‘mONng—fI\¢¢" auojsestg| $xzE 


999) PC;  SPfFC| PETA) 06 
FP) PC} P19) PIRI) 06 
een *, cy TYV| P#PIEM) 06 
OS] «= OM) = "OM (OPI 
“TUOD| §=— “SPM = “98PAA] "T'S “A 96 
(og * “S2M) PIBIIM 
cA “A N] P2PILM) 0 
| “aC PrPIILA\) 08 
oP} = — 999 O9]9CT| PARTIE) 08 
OO) =P} = 999) PASM 
OFT) =P) OFC) PABIIEM| OZT 
“uuo0y “adq| "jseg 


osc 


November 4, 1926 


oo 


— 


“999-8 MeYAA-MAD 
“WEST BBY A-HON) 
“"""OF9-0Z psojasesy 


CHOOHDOHONSTOOCOCHOSO 
ee ee ee 


revoessoone 
LO HO OO OH HO mM HOO MH 


OF-F Tem TOUTED 


OD IquIN}o;) 

“O28 TBI 49V 900) 
a Ls) 
p 2quNIK,) 

OF Purjead|;) 

wss-+ sage om gemmananey 


ovovecovoe & 


oo 
© 


21+ «ete 
"gege suourpeqe 
ose Ssoul]ey yy 

A 28%) 

6¢ 9EITIPED 

"""6r1z yong, 

sr iz yng, 

Fe-F 9008uIg 

497} SMO1g 

mo Aalptig 

‘""* 9g 1g stauq-anog 


eonvpevovovvovevorcoeoec se 





oooeoveoovo © 


fy) 
S 
NX 
mx 
eo) 
how 
ee) 
= 


co 


© 
(HH OOD HOOMHOWMOMO WOO w 


NX 
= 





“Arespatuuy uosieddy 
“"""@E SoLI9g UoswpUy 
eee *Aqneog uvoueuly 


oeoecovoeco © 


7 
© 


Se ee 
HKOGCHGK KR HEH HE GHGGHGKK SE GHNK GH HK HOM HHA HOHHEKRGHSKKHH BK HH OHH 


COwHMOO SOO OO wt © 














[2poW Pay corey 




















aye 10,0; 











s08e}[0 4 dureT 
oqsy TONTas] 
QYVjy JOPeIOUF) 
ayeyy A127}8g 
duy 410348 
830, A109;%q 
JoyemOpaedg 
Ivar) Fu1II049 
aIXY 1894] 
Jas1Bar) 
O18] 489K) 
VY Pus azig 
4938INQIB/) 
dH 00 'V'N 
OYBpy oulsayq 
QI], JO ABW 
azig I], 189xy 


Osbq[90q AA 
Aypeded suyje0g 


| | | 
| | ! 

































































‘A[UO sjapour saBuassed-uaaas pue aay 0} Ajdde sadiid 


So[qe, UONVoIJIDedG Avr) Josuesseg A[yUOP 98 OVOP 











“SOUCY O-SYTY “D-¥ | Uapyoig WV A* TO/HdIIg- 4 9] |LAUwpy-saqor *-Uep-p—sozoWMOpeEdE 

OQ omioeyy fesmeAmmQ “OD ‘WW “f) SApmey-prommagy, “H-OY, ‘prop zePY “7IVPT—sessoAqup, “}OP{-70ISO4 “}}0F{~190.4 SMOHOIL]-OE]PIPD) “YOM ~~) ‘819 4 -JOP! AA “SSI A\~AA SMIQUINjo, “]OQ—epxy sway “Ody j-uMOIy ““]-GF SABMYON “YHON :8907]-7UBIE) “Tf 

—wsivesy “Propzids ‘“q1dg ‘osnoqsurjyse 44 -qosog ‘*4-qosog ‘3utjseg ‘*j19gq *AuTeyY-UO sBULy ‘AuIEYy-y ISB YON “YN ‘PsvijiAy “TILAA S@SNOYysUIse Ay “4994\ ‘UUBUTASTT ‘stg +yNO1}0IUUO,) ““UUOL) :yUey-Je;eA}Y “Y-V uoyyuby “stag, PY AQIN “Gq BP “pH ‘yNy-surug 

“H-g {popiydg “yIdg ‘susueyD-syty “O-V feq]tAeN-00007 “N~T ‘3seq GON “q “N ‘ood “UAq ‘pavuoe]-pieAy ‘']-AA ‘e71'J-OJNY JO GsHoYsUTyseA\ ‘F :osNOYsUIQSA AA ‘989M ‘OFI]-OINY “"]-Y—sOJOYY PUB JOyeJOUa_ “APATIHF “CINSSAT, “POFBOIPUl VSTMIVYIO GI0qM 

gdaoxe minnow paozjeng ‘uojsayor “sugor ‘aoszorLy, ““JO]]L], ‘A91qQeY9g “qoayIg ‘quICDMeN ““OMON ‘OIsBUTYy-AOT[OP] “Y-}] ‘7aBMo}g “MOZG SUBUTIEpUNg “puNg ‘joaepy “IVY ‘uosuyOr “UYOr :pjoyARyy “ABY ‘qZ1Ue7 “U97 ‘d1eqUIOI}S “W0JIG—AOJOINGUILD §“JIOOAIIG] UBA 

RP 0m “A P “UW ‘Brquesong so wosuopy ‘# ‘uvpygow-s0peLop-J, ‘z1IVMg ® deuxjeg ‘uepjor “g 3 “g “NH ‘FuIMODA]-10qq “ODATT-q] ‘BuIA * ODA] SaBUTTTIdg-[JoyosseF “G-FY ‘ABAYWION “GIION :Ajopla.yy “ploy ‘7eIUOUTFUOK “quog ‘sequayny ‘aaqn yy] —seushug 
"Wa7—#1/06'91| > um()) f—xX{g) sBeApoory FEXZE| SIT OFFI ore 6-§ eosu0py 
‘wong—I |ge'¢z| 9 "wuoy} forts) soln] PxEe) TZI e282 2 “28g 7p “ sopNOPy 
UMO} gxtE PXEE) oct |oge OF-T 19 4oq TY 
“meyny| == ¢xfg] YyoUpooy) PxZE) OT |S661 ress 9 9g JOBSBYY BOP 
“Wesenc] Qxp]  [vuoNdo) FFxZE) 621 009s "eres oT MY doaqapy 
uM! %Oxheg] [vuondo! FFxzZ~E! ZET OCGE ***"*9@ sallag 19000] 
UMO] 9xX¥F] YoLUpooy exce| OF1/0089 “'* DoT page joy 
UMQ| fPxig fexog) 601/966 : "OZ [omxeyy 
uMQ} ¥oxkg| peuondo) $#xz~! 9ET/000¢ PE UOMIEy 
UMO) FHXxFE S| HXSE} OTIT/SLGI “og uNyOQrepy 
SH) sxfe} onqndoy) xcg) FIT/SL1 Tress -QUTBIOT] 
UM] Foxfp] [euoNdo) Sx¢g) ZHO¢eL "Te 8 "9 "8% QTIGouI00074 


3) 
oN 











“aUud0y T-¥ T-¥\ “I'S ‘Al 08 GUO; WUMIS! “GV ‘O) UM} [Bs1aAlu/) a1oun yy | UMO| OCF 
“au09 usg “mAq) ‘382g! OT Pjeaueyg) 4IeMo}9 Q| “saeq-0eyg oii 7-5) ‘q puesgi:**"° | 
Amey} Amey) Auroy) prey plomunyg) = 4.18979 uC UMO) “A pue'g) IF “ABY—FI1 |G8 “Gz 
“WOH a-o d-D} PATEL Ou0peN YT)  WeMeg WoyUILY, Ta! “ad puta) = €9 "mONg—| (FF Sz 
smog; = anfig anfig| PzeiTtAL JOUIVM| = JOUIMIIH)) prepuvig UMO) “Gq puv’g) IF "u97Z—F1 09 G2 
“989M ) PICEA Our)  JOUIGM) JOUTUIOE) TMQ qoordg uaQ uM) 08" li®a—F1|0¢ 22 
; eu0sey]  yeMojg] JeuIMIeN))|  wUoxUNY, $1949q Td) “a pue'g| o¢ 09 SF 
veseeeereel  aapmagg uMG uM, uae amg umo| ge'e|"** 80°12 
PIETIEM P[PMUe}S) DapWoIg “A GAQ 20 aooids UAC) UMQ} SL" #'U101}S—F | G2" SE 
PIBTIEM Ppemuejs] = —yawmajg] = snasong —— a fo GMO) “Gf pus gd) Og THL—T [PP Ss 
1°30 PfOMUeIS) =CMOIG) JOUTUTOE)) pispuTys euloy TD) “A Pueg) gL" “aqof—T 09 61 

oprxg OU0;SN J) MIS ) uAQ UMQ) 08 09S 


Covers 6 oe Co ceeesesiesoses.ses 


6-g 20100 yy 

$ 29g P “WW JOWTUOWY 
OFA 1199 

Q 1048 ZIOFV 
a YW 409 W 

Q SOLIDg 1001 
LOT pus] se JOW 
GZ [PmxB Wy 

pg UOULIe 

@ MYyOgIe Hy 
@UIBLIOT 

BP aI!GouI000"] 
i8}g og0'T 
ajooury 

Or Ay0qrT 

g u0;ZuIxe] 
V-02 Your] 
HABITS] 
W-SS-9 ey ourly 
[PSST] 

H 3u1y 

99-9 Aqyomuey 
08-F AyIOMUOYy 
W uepior 

J wepsor 

8% Souor 

ALA ‘yonboer 
8E-9 UoSsyoer 

YW efqomdny 

y ueugny 

© ‘ospnyy 








‘-eooovooecwoovos 


oxig Exgg! OFT)009F eee eee 
ex}g] aeeApoory) $xZE) LIT/C6LT reese ss nT AOgry 
¥$xfo] euondo}) PxZE} 2Z1/¢87z : M § wopsunxey 
foxfg] swwodpoory| FFxZeE) $9ZT/0089 Terese sss We Yotey 
UM} Fx}g} 9UOJseITy] SxEg}) TET/Sc9¢ 97,0A8 8] 
"qu0D] §Px}g] sweApoon) HxEE) TZ1/06zz og-9 AB your y 
amo} §9xax¢] swaApoor] FFxZE] FZT|OLFE sige eee a) 
UMO} xg} [euorjdo) fpxZE) OZT/9z2z tn ee 
“quop] FGx¥e] peaondo|FFxze) OFlloczt ¢¢-g Aqyi0muey 
“uasanqd QX F [ euoyjdo FPXZE OST j000¢ “"** "09-5 AyyoMuey 
"qu0p| §PxT¢} JeaApoor) HxZeE] OZT/0G92 sereeeeses’W Utplor 
4u0g| %gx¥e] avakpoor] FFxzZe] LZ1/¢28z 
quo} FEx¥e] Yyoupoor))| FHxze} 9ZT/OG2z Reeeeaet: 
“SIM Oxfp] 9UOj}SII1T] ExEe| FET}*** covery *‘ganbour 
*yUoK)| + FPx}g] IWakpoory| HxEE) TSI} °° °° 
UMQ} Fox}g) avakpoorn) HxZE] ZIT/CR9I : *** 97 ayiqomdnyy 
S-H| $XfE] euoysosty}] $xZE) 021/661 sereeses sq] UemIgnA 
UAGQ gxte [euoiydo fExPe| SZ1100FZ ee 
UM] xg] seoApoor) FHxpe! 9ZIloSEE 
‘qu0y|) FPXxXTE] Youpoor) HxEg) 021/861 
prem! §sxie] youpoon| fpxz¢) 0Z1)¢262 : $0 'H 
uAQG oxte |euondo fpxpe| ZELiogie “Lp soudeyy 
UM} Sxtz} jeuorndo) FExpE) ZETicege sgh gy soude Ey 
S-H| ¢xte] euojsomtg) xze] STI/¢691 
SH] ¢x%e] youpoor| fexog) 801 
UMO} FxF¢E ryt | £€x08) 901/611 
‘quog! Fxtg| jeuondo} Fxze] 1Z1]¢9ez vores ew e5e GOsURET 
W4ystay} =f PXty ystq|FPxtE] SBI" * }ysiuy-Aojpuey 
JoqyBA\| FPXtg) —peaonjdo bxEE 9IT\OSST X-H Wty 
euoldng exfg} euojsety| FXZE | oe sha oe 80 ae 
“u94nyy ¢x¥g| avaApoor) PXZE| ZZT/S66T steers s = **-QUITUOIer) 
‘akq]  gxfg] avospoor) fexze] SI1/8T1 “soupaey) 
uA() 3| IBaApoory] HXZE] STI\OOTE 1-6 ayyaey 
UMC) : ¥£x0E] OOT/0bF “e897 ploy 
uAa() ExCg) PETOSED “""" O-OIe $y 
ou0jzSoIt,] | FHXZE} OFT/G29E seceseces a ae 
-hesenenl Gmeel ObtI°°*’ 


» 


. 


o9/9q 
0038 \\ qoude\), PCIE 
ae) G-D} PAPE 
ojo] oojeq "$801 
o9]9q Oofeq} = SPIXG 
“uu0g JOUSE AY “4801 
Atay) PABA 
“989M; “9881 
“989M) Opry 
antig) 9ptxq 
odjoq) P2eTIIM 
O9]9q | PAPI 
TV “Pel 
anfig) = Opixq 
a1 eau 
“yS9M\) PIBTTTAL 
“aAq| PreyiiA 
Oofeq) = 9px 
SoUr[O}T “aAq) PrBIILM 

1-902 2HIOH “989 
S°O H 09/9 

Lp SOUATT NT) PJP 

SP soudByHy N~T| P2PIItAL 

ery PIPsIFH “uu0s) “ahd Prelit 
prealey w-V ‘usq| 04s01g 

Z-Y-V unosreyy Amayy Ardy] "4801g 
Y p¢ uosueyy oojaq 09/9] “4801 
343tayy-Aojpuv yyy. ** “uu0g TV 
X-H BIH -V anfig 
eqolDh “"f  Oofaq 
oulluoler) ojeg “ug epixg 
Joupseyy “2M “98241 PAVIA 

9-6 ape u-V “aA | Prelit 

LL paog uAQ uA_) do 

FOS F8Iy TPs Wy UMQ) JOpNy 

06-D Size] NI N- N71) PIBlEM 


QUOI]  JABMIIG) JOUTUION) UeqUILy, wo1dg yloajog| “gq pue *g “m01}g—] “$2 
Aasjeyy] — AwMaIG S'v'O bon 8) Apavy dome) “A pus “g “ABY—FI/G8 oz 
wag ate AyI9qQIT| = psepuezg qaaidg T-€ T-d : “sey — 62 
OU0j}SON]| WeyI[e AA uUMQG UAC) UMC UA() umgo}**** 240) —Z £e 
QUu04zS9JI,] PBMI}G) QGBaTGOA| plepurjc O7IX9] J T-D| “ad pur “g “AB —TI CZ 
9U0zs0II]}  41BM24CG xoour 7 Ye) aoo1dg JOTIV AA JOUIB AA “m01}9—}] 
prepueyg) WapyoIg *A xoour PO) =HeEL uMQ} ~ 0I70q] leg—t1 
douse s80Y ‘19; H-°4L edvy-_q) = edvI-g “mIONg— 
ectaplal =e ; H-4.L Td Td "W044 --FI 
9U0}SeIT,]| WI]YOIG A} seUTUTOF) yuat qv01dg 410130] pon9q “m014G—}] 
OU0WOIL])| WIYOIG *Aj} sUTUTE) aa01dg 310139q yorjaq] m1019g—f]} 
soxey] = weMag] “SV O} segues] = ovary T-D| “a pur “g “ACY—F1 
ce aN Cie Urey ye A dJaulUIar) WayxwIy, peeug;-*-*.. 4OMIT A)” “ud7 — $y] 
uoxer uMgQ} Aingsyeg 410149 949A0/| “G pus g “m01}g—*] 
Aas|ey xoour UA.) yo139q TAQ) UA() “m0119— | 
91104891) qaBmazg) Jajtomqiq| Anqstjeg OIXAp J qOA0D] “G pus “g 7 
Aasjey} qavaojg] sJouIUIaNH} usexUy qao1dg UMC) TMC) 
9u0ysell]] UIyoIg *Aj} seUNMeN))  UsyUIT], yao1dg T-d Td “OM9N—T 
904891] JoUIe UAG NY 23][0,J “ua7—T 
Sate sourTUIer) uAQd) eereeeevees JOTIE AA *"m10149— 
OU0zSaN |  WCMIAG xooer bes 8) UMO) “@ pus ’g “ACY—TI 
4noH TOUTE aAQ) UM) “A pus “gq ; “ACY—FI 
@U0}SeN,j]  JIBMIzC ‘190 TD] “@ pue'g “037 —T 
ppasurg qaeaayg] Ja[loAaziq] nieg 310139q T-D| @pue-ai oc’ “097—F1/09° 
Pjemutig) 4IeMazg oulAey] surepy uAG TD) UM() : “m04S—T 106 
Aasjay} qaemojyg}) Jouruer) udyuny, 710139q] Vlosjaq| “gq pue: “mv —TIIce 
OUOzS0ILT| WOPHOS “Aj soUIMeH)  woyxUny, H-4L TO) @ pac THREAT £2" 
QU04SII YJ} WI]YOIG “A xoovr] BiquInjon qao1dg uoysing} “{ pue’ ; “M0NS—T] |z¢ 
ee oe ee qouruls!) ae ware) “ pue-gi-**"- |" a 
Weems; SV ‘DO a ty wey TD} “d pus: c “m0S—T 
JABM9}Q] JO[TOAAZICT] «ESTO. - 4 81949} Sofaeyoeyy| “g pus - I9IvQ—] 
JIBMIzC uA.) UA uAG) UMQ] “G pue-g) EE" uMO—T 
WIEMIIS UAQ) AQ uAQ GAG GAO #M-H—I 
JIBM94C uA) UAG umo}*"**** uAQ— 
JeuIe AA} + JoeUTUTer ’ ’ “u97— 
8N3194 09/9(] anftg antig) : “We7— {g€ 
y xossq pq) cp o919q| apt Aaspeyy JAB M919 weyulty, qa01dg y UMQ—FIIEZ jeuondo] pxZe! $801 /¢6C1 
Y se1eg ult 20038 Ay | Jouse | A9THV | PIBLIA\! 06 9U0}sII J] UWIpHoIg “A ‘s’y- JOO] SoluByosopy | SOTUBTIATy ; “"m01}9—| jeuondo! PXEE} STIT/¢Z21 


oo 


o 0 
oo 


MOTOR AGE 


_ 


— 














‘-eououeoevoevovovenvovveovovwovvowoooovoeso 


oneoeo 
_ el 








-Oon 





~eOoOoowtrotwownotwowdttnowowovoowowoowowtwtonmnovowmowvonwowoowowwoso 


























v=) 


STP 

















| 











'—— -'-—-— 








) 








ar 




















[Ppo-= pus owen 


O sueeg 


put azig 


[epo] pus sure; 


SQ ON 
g pue o10g 

agly aly, Way 
2q 124.4 


n 





N 


J9}0INQIBD 


AML], JO BABY 


November 4, 1920 
ayvyy Arayyeg 
‘day A19,%q 
83]0 4 Alaqyeg 
JOSIBAL) 
suaputy: 
8401} 


3 


soFe}/0 \ due] 

YB UoNmsy 
By 10307 

OYe]Y 107 Bs0UN 


a 
S4yoede 























"PPOW 1Z61 ‘4 {MOUNSYO-SUTV “O-V *BePpIg TEA ‘TO]AOIG-A ‘o1[LATBy-—SUQOF “~USyy-¢—seourOpesds 


"clea td EE 


mar moran serena 

PPONW * “S29UNEYO-SULV ~O-V 2° Pts GEA GOPPIS-A ‘oNtAdeyy-sagor “aeye-f—sspeusnpeess 

‘OD ouTqoepy festa4iag “OD ‘PW “QO ‘ApreE-Ploumey], “H-19G], ‘PlOszIeFY *zAVPZ—syessoaqugy “FIOPY-TWOWIM, FFOPV-7890M SUOMMLL-W[IPCH “AMLL-D “Ss Ay-APF[BM SSO M-M “BIQUIN|OD "joH—sxy seo “odryj-umoig ‘"]-q *‘AemyqyWON ‘qyION ‘se07[-FuBIT ‘FO 
—ywsuwar “yopytdg “yIdg ‘osnoyZurjse4-qosog **\-4yosog ‘Fuysog “[49g ‘AtIeY-UOysFury ‘AuoY-Yy *9SVq WON “A “N ‘PIELILM “TELM ‘eShogsuyse Ay ‘7SeA4 SUUBMESIY ‘ast ynoTZI9UUOD “dUOD ‘yuay-JEzEMzy “Y-yY—uopuBy “SARC P ABAD “CY “DH *HNA-SaIMNs 
"HS ‘jzoprydg ‘-31dg ‘sueuljeyp-sy[y ““O-V *1[T49N-2000T “N~T ‘488g GION ‘GN ‘OJoUAG “UA, ‘prBUOey-pie yy ‘J-\y :O71T-OFN'Y JO asnoyFuIysey ‘f SosNOYFUr}sa Ay “4yS9\\ ‘o}I'T-OINY ‘“T-Y—sOJO|) PUB JOJBIOUdE) “A}LAVIH# “OINSSAIG, “Po}BOIPUl VSIMIJIq4O B194MH 
qdeoxe unova pooyfan,g “WoHsuYOL “suYOL +WOSPO]PLY, “FOUL *491G9Y9g ““qoyos :quioMeN “OMEN ‘UOISTUTY-A]joH ““Y-H ‘WASIg “MOG ‘URULEpUNg ““puUNg *[oaIvyy “svyy suosuyoL ““UYoL :pjayAvy “Avy -yyIUeZ “UaZ ‘BioquIOI}g *"UIOI}g—sOJOINGUUD =*}1OOAIOT] UC) 
R yoy A PY ‘Bsoquesonqy 10 uosuoyy ‘# SuUpswJoW-10JIa]OW-], ‘ZIIVMg =P deuyjog ‘uopjory ‘*g 2? “g “4 ‘BurmM0dA]-ys0qy ‘*O9A]-({ ‘BaIMODATT “OAT SuvuT[idg-[joqosiexy ‘G-Fy ‘ABMGWON “GION Ajapra yy “pray ‘[e}UIUIZUOD *-UOD ‘zequeyNy “ueyny—seuliuy 








GE Oz}94S “M09; “989 AA “980q\; “21g; Cg | 9 PPmueys) — 41BM9}5) SVD Nidg| [Bssealuy)) sdunyy ¥ JPBO—T |09 61 see tite: oxtg fEXSE) SIT/G6ZT] ¢ GE UOz99g 
pF UBpleys|""** | Og) jeg) meq) = “g] "| your yy}**** * “*]  a@adigh=* ss sess es ‘“: waQ— j°°° HON | Foxe "| pxee] OT] [2-9 | b aepLayg 
g uepueyg coe oq oofed o9j9q “"ysoag|*** eee eeccceces yome|* °° pats cael saoids| ee oe bie -eekee 6k gPXEE cece exes] zetlss lag |- °° °° - °° g uepueyg 
aeysg GughYd JOUIE AA xoovr)  uayuIty, H-qy Ta ° : 896! zt ; 6x34z getioogs| 2 fccccccaegg 
H Wuaseg JOUZE AA 
rT Booueg “mu0g oO-V 
6&- Yoog-sdd1i0g Aurayy} = Auray 
XIg suadeg op” OPC PLETE 
wOox®g JOUsE | JOUZBAA| JOUTVA\) “4S 
4 sy A YU JURE] JOUTVA\) JoUBE AA) PIe[IA, 
ryqauy A PU souse yy) Louse Ay) JouseA\| PIVITEAL 
59-9-D JoMIvOY wsog; = anfig antig 99 
0 9 APN “$S80M) PLETAL 
OL 98 AN} PAPE 
petuey : cavaw oa < | 
O€-F ‘IeoOUIEIg : “UW PABA @uO}SIIIT|  4IBMI4g sj eaniq| wayeult | [esseAtuy sun] ‘gq pue “g a ‘weZ—-T 
d-9 Jo1me1g PIB 9u0zs91L J uMO JouIe\) “IE J-08}g) 8129424 | UMO| “Gg pus -g ; ‘aqor—i 
QF 194109 ; f QU0}S29IIq|  41BMIICG uAQ | ua) . UA()} “WY pus “yw | "ua7— FZ 
CH-9 20} g “ psepueis 4ABM94S To[L9MFI | ayoedg| ewunyW| “gq pue “g . ; “WULL—T 
SP MOLy-00121 J ‘ : YoIpoor)) weyy/e\\ uA()) uQ| uM uUAG uM . uAQ— 
BE MOL Y-00J014 ; Youpoos) wvYI|e A en umM| re) 10) uso} SL" uMQ— 
OF-9 JUOMIpeTy PIB QuOjSelLy)  jBMIIG ouLAR’T eyoedg} y[BAION TD| ‘Gq pus -g ‘ “m0S—T 
Of-F JUOWIpelT : "1 PIELLLAA 9U04SOI1J 41BM9}C} JaTIemjzIg] neg) psoyzs8 7] TD) ‘gq pue-g ; 1}IVQ—T 
y Buueiyg ple QU04zSAIL J JOUIE uAQ “PUY | UAQG UAC) UM) “"molng—FI 
@ SeLIag 889]199g PICA, OU0}SOII,J| UWITWOIG “A doeurmer) uA()| qeo1dg uAQ UA ; “1®q—k1 
0¢-g UosI19}B HeLaILG, AN uoXBr} = 4BM94S xooes) “JB q-Ue}G| piojiz8H| uojsing| ‘gq pus -“g ; “‘m0g—F] 
Wualeg}**** ‘ ft fig} “IS JABMAYS H-40y | ‘g pue “g : 
aosvleg . “* re 
99-2 o218g ‘ “S| PIPE Aaspay} — ABM94G Aingstjeg qaordg| ‘g pue -g ‘ “ACY —II 
ZE-g OFIBY “+)) PIPL Aaspey JABM24S c | Aingstyeg 710.139¢] | ‘g put -g ; “ml01yg—T 
Tg Ula], preyoeg ft it) PAPI 9u0z8eJ1,J UAC) qaoidg} TAC) +14Q— 
pivyoeg age Senanen TMG H-294,, uMG|* UMD 
09 Njeuze;y-uaMH opixy OUO sl) Wye | ‘qegq-urig qeo"tg| vere) uAY) ‘ “ua7— FI 
} puvji2ag 7 '3°n sees) pyamueyg) = 4.1BM99G uM(| wMQ)| was) TAC) eve) , # VOU L—I 
op uvidulATE) PREM ueul[l38g WBAI4C IOI A | neq] — 3f0.1}aq7) uM) “g pues -g “m0Ng— | 
OF 2[IQouSpjO ple uoxer) = 418Maqg xOBf' 190] ~489\\ | qoo1dg} JOUIB AY uUMGO (l*gq—fI 
¥-LE BIqouspio Prey uoxer) = 418999 XO0Bf|}}0]] 482 4 | seords} JOUIT AA uUMG “uyor—fI 
09-9 19130 PlBqILAA 9U94SelLJ J9UIv oulAvy| JO} Wey) = OlouNnW JIISOOPy “AVY —TL 
OPE purpyto “4801g uoxer} = 418Ma}9 XOOBS|1}0FY-999 M| solmeyoopy| =: ION te) “Ie —T 
S-M O8-F FPAION Se LL. UOT) = FABMAIS) JO]19M717) Nid) [VssoAtu/)| TD) a pue “gq "027 — 31 
q-I suion PIB ynoy] = =yaemaqg oULAe’y] WayWIL| , Jeoidg} poneq) ‘g pus -g “u97— ¥1 
q wosjen PIB, , Aasjay JABMI}C uA()| UA] * uUMQ UMC) uMGQ “u97—I 
Ad }9}k9g [euojeN "y801g au0zselly TOMI M4 | JOUIE A | 190 oBAIy Td) ‘g pue-g “ABY—FI 
289 YSBN PIelEAL [euorjdo} 44¥Mo3g} sauTUTes)| uAG ‘gd pus -g ‘we —TI 
189 4StN JOUZE AA PIE qABMA4S ‘gq pue -g 
b qstN; wouse ay)’ "* °°) PABITLAA ae ‘ ‘a pas gy: 
‘d 


a) 


vseeeesss* "HT GUaaeg 
veseeessees =n goameg 


***68-q qj00g-sdduog 


November 4, 1920 


Quo sal}  4IeMI9g sulAey| Ainqstitg $1248q sun] ‘gq pue “g | *wos3g— ; ; JOT] FXZE) FST 0GGZ 
UOXBP) = 4AVMI}G) JOTIOM IC] tusg| [esoAtuy use| “gq pus “g “qey9S—T ; I $exie JIU $EXOE} SOT 
Aaspy JIBMI4G XOIBl'|94OP-459 M | $1949 | JOUIE AY “YWION| |  “wyy—T ; | Epx9tZ| seaApoor| PxZE} SIT 

OU0{SEN YT} FVM} JOUIEA\) “IBY-UBYg) oBAly| TD) “a pat “ag | | “W0135—T “GAO, OXTE bXEE) SIT 

auojselly; 41BM9IS} “G “Vy “O uA()| £19}9q| 94A0D) 110.4} | : “M01}G— FT} EZ" 4 oxig)" PXZE} ZIT 

QUO SAI]  41BMIIG xooes| = Arnqsiyeg} q901d Ta) ‘gq pue be ; W039 —FT OS” cxfg| jeuondo; pxzZE! CIT 





“oe agqaay A Py 
£qzy A Py 





QUOWSAT)  4uBMazG! xoaee'| uayunt| sao1dg Ta) “ad pue “gd w0Ng—TI #ox7E} [euordo) #HxZE) 2Z1 
Pjemutyg) WIAA xoote| “It q-ue}g| H-9q | TD! ‘d pus “g | “wmong—tI Igxfg] swospoor| foxzeE] 81 

qnoy]} juemajg) + seuuleN) = paepuryg| qao1dg} Td Ta ‘mong—t Qxtp| euondo| fpxzZeE) TSI 
QU0{SAIy; — 44BM9}C) ug) uMQ| uMG : oxi g ‘S| bXee) OZT 


-ooovosoocovo sd © 


wrwoocoaowmwwmovovoeowomwm .- 


GXfg} uoysaury| FEXTE] STI 
foxte] ouosouy) $$xZE) F9ZT 
E9X9 'F ‘Sal Sxee) SbT 
oxi¢ PI] FXZE} O21 
¥exfp} Yyoupoon) exee) ZI 
SXp]  YOpOor| FPXPE) FET 
FPX"E| IaApooy| HxXZE! B21 
Exfg} uoysesty) FEXZE] OTT 
OxzE g "Sal fpxze] Szt 
Gxtg] IeaApoon|FPxPE) ZI 
fexte] saondo| pxg¢g) OZT 
Mis ezI 
¥OXES ad ti 
GxEg} [euondo) fpxgg 
ext} [euondo! #xzE 
¢xg} jeuondo 
epxyg|oor 
"exp jeaondo) gxcg 
pxEE 4814] $EX0E 
f#xtE] sIvoApoor) fexze 
Ebx{Z| seaApoon) fPxEE 
EbXg1Z| waApooy] FXZE 
rexfg} avadpoon) ¢exgg 
EPX21Z Ieafpooy| FxZE 
CXf gE} BUoysosl | FEXZE 
fpxt¢] seaApoon) fFxzZE 
EPX¥E| sBaApooy) HxZE 
rox$e} = jwuonjdo| ¢pxzZe 
Wextg} euordo| Fxpg 
7¢--£6 PXEE 
oxtg|" {EXSE 
Ox ig J9[ITN | FFXTE 
PX TE INA] FXZE 


© 


“*"*" "RE MOIIY-OO0LT 


“779 "O-g JuOUparg 





(OEE HHO OWHhR HOt Oh OM 161 1) OO 





"°° "SIG UMA, pasyor, 
"* XIG opsuig paeyoug 
“*'Q9 d1j0URt y-TeMG_ 


— 





N 


Q) 
> 
yg 
& 
© 
“iad 
© 
= 


"*°°*" “Qi BfIGOUISPIC 
“**** WoZE OIGOUISPIO 


OPE PUBPIEO 
"SH ‘OS “APMION 


a 











eoeooneovoeoooocso 





ee 





> | ‘s8y—I 
y | ‘Aey—ti 


89-9 UOOW, o9[9q epixy U0 }SOL qzemozg)| 42018 M\| UayWly, a201dg ‘g pue 
8F-9 TOO; o0]9q eprxy | QuUO}sellg}  42Maz¢) JouIe A} Uayully, qa01dg y “J pue 


oowrowcwowmwowrwovocomowwrwwowoneoso 


oo 











| Oe eh Oh & Oe Oe 








| 





















































ue azig 


3799JNG18) 


J9poyy pave omen 


ssopuljA,) ‘ON 


aal|, JO OYRpY 


TVW 
oyeyy sulsagq 


SABI 10,0 
ayeyy Aia4eg 
Jajamiopeadg 
8] BSJ9AIU 
qn 
t 
dyOu}g pus s10g 
dZIg WI, IVOY 
Apotdey Burjtog 


8938}/04 durey 
ays Optus 
Oy] 10}BIIN0F) 


| }9popy pues carey 
| 








‘£quo s[apour joSuassed-uaaes pue aay 0} Ajdde Sodtid ssou TL 


So[quy, UOTBOITJIN0dG ABD Josussseg A[YJUOPT 88 1IO}O/T 

















If 


a basement is used it should be extended 


the 
under the sidewalk at least 3 or 4 ft. so 


He 
The 
tractor 
They 


function as sellers 
is is 


. 


It is the 


REPAIRS 
(Concluded from page 33) 

sort of work. He is laying stress upon 
kind of. service for which a charge can 
The dealer is ren- 

dering a distinct service to his customers 
in insisting that they have their tractors 
overhauled and in providing the shop 
Since this is a necessity 
if first class work is to be done, the 


the advantage of attending to this during 
The stairway is conveniently 
placed and of sufficient width with an 


is growing among 
easy incline and spacious landings. 


GOING TO BUILD? 

(Concluded from page 48) 
plenty of room to do his work and make 
requires an outside entrance. 


Otherwise it could be at the front as 
The paint shop and more especially the 


He is also sending out personal letters 
emphasizing the same idea and urging 
his customers to take advantage of the 

No basement plan has been made but 
it would be a duplicate of the first floor, 

The second floor layout is, of course, 
“subject to change without notice,” as 

varnish room should be carefully en- 


opportunities he is offering them. 
It is worth while considering the fact 


details had better be carried out while 


closed with dust proof walls and weil 
the building is being put up. 


This dealer has been given merely as 
an example of recognizing the responsi- 
a shop layout and while this one seems 
about right to us there is no reason why 
it cannot be improved. 


bility due the trade in this respect. 


conviction 


fitting doors. 


the winter season when the farmer has 
no immediate use for his tractor and 
when the shop has time to devote to it 
their job to see that every tractor they 
with heavier columns and without win- 
that street lights can be used for light. 
The heating plant should be at the rear 
end of the basement if the town ordi- 
well, though there might be difficulty in 
finding a suitable place to pass the chim- 
ney up through the first and second floor. 
merchants say of their prices nowadays. 
Every service man has his own idea of 


sell keeps in a condition to work. 
cannot do this without the intelligent 


co-operation of the owner, and it is nec- 
dered for his individual benefit, and as 


such he is perfectly willing to pay all it 


is worth. 
dows, partitions or outside doorways. 


essary to interest his consideration by 
some such appeal to his good sense as 
the winter overhaul idea. 

kind of service the farmer is quick to see 
is advantageous to him, that it is ren- 


goes so far as to tell his patrons that if 
should perform, but that it is part of 


requested to do so he will himself see 
about getting the tractor from the farm 


to the shop and back again. 
of tractors is not the only function they 


WINTER—THE TIME FOR TRACTOR 
that this is not free service. 
facilities for doing the work. Th 


dealers that their 
and should be made. 


estimates. 
nance 
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MOTOR AGE 


Yom theClour 
7 (_“hinppses at the\\ Joridl of 


COMING MOTOR EVENTS 


Automobile Shows 


Annual Automobile Show Oct. 30-Nov. 4 
Automobile Salon Nov. 14-21 
Automotive Equipment Show Nov. 15-20 
Annual Automobile Show Nov. 15-20 
Annual Automobile Show Nov. 18-27 
Automobile Show Nov. 20-28 
Motor Show Jan. 7, 1921 
\National Passenger Car Show Jan. 8-15, 1921 
Annual Winter Show.... Jan. 14-21, 1921 

(a. SRR a -Annual Automobile Show Jan. 16-22, 1921 
Annual Automobile Show Jan. 22-29, 1921 
Nat’l Motor Show of Eastern Canada 1921 
Annual Automobile 1991 
.........-National Passenger Car Show % - » 1921 
Automobile Jan. 30-Feb. 5, 1921 
eae eee 1921 
Automobile 1921 
Automobile 1921 
Automobile 1921 
Automobile 1921 
Automobile 1921 
......Annual Automobile 1921 


Tractor Shows 
National Tractor Show 


Foreign Shows 
Passenger Car Show, Olympia.... 
ee Olympia Motor Exhibition 
Sydney, Australia Automobile S i es 
OS RE SS ee eres omnes .National Tractor Show Feb. 6-12, 1921 


Conventions 

National Implement and Vehicle Association Twenty- 

seventh Annual Convention 
I a laser sciracnndemniaee Indiana Automotive Dealers’ Assn 
Cleveland Service Managers’ Convention 
6 ES en ..Automotive Equipment Assn 
Cincinnati. ......Ohio Automobile Trade Assn. Fourth Annual Convention..Dec. 8-10 
Cedar Rapids, Ia Iowa Motor Trades Bureau Dec. 8-9 
Cincinnati Annual Convention Ohio Automobile Jobbers’ Assn ” 
Columbia, S. C Annual Meeting South Carolina Automotive Trade Assn....Dec. 9-10 
ET .Wisconsin Automotive Dealers’ Assn Jan. 19, 1921 
0 eae A. D. A, Annual Meeting Jan. 31-Feb. 1, 1921 


Races 
Thanksgiving Day Speedway 
Classic, Beverly Hills Speedway. 


Long Beach, N. J 
New York 
Chicago ne 
Jersey City, N. J 

Jacksonville, Fla... 
Houston, Texas 

Los Angeles, Cal 



































Milwaukee 
Schenectady, 
Cleveland 
Montreal 
Amsterdam, N. Y 
Chicago ‘ 
Hudson, N. Y 
Minneapolis 
Newberg, N 
Kansas City, Mo 

Pittsfield, Mass 

SITE, BRS iM asivensicesesenkisscnnrensetaal 
Torrington, Conn... il 
J ae 





























Columbus,O 1921 





Christchurch, N. Z 





Atlantic City 





Nov. 4-5 























Los Angeles Nov. 25, "20 
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Many automobiles have been fitted with special wheels to permit them to run on 

railroads, but this is the first time that the transformation has been attractively 

done. This car, although it has been changed but little, looks as much like a 

locomotive as it does an automobile. This is due to the excellent proportions of 

the wheels and the use of a light cowcatcher. Note that one set of brakes 

operate against the front wheels and that the other act on the rear wheels, the 
usual brake drums being discarded. 
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BUSINESS NOTES 
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The Morse Chain Co. of Ithaca, N. Y., manu- 
facturers of the Morse “Rocker-joint” silent chain 
has opened a Detroit plant which will be devoted 
exclusively to the manufacture of Morse silent 
chain sprockets and the Morse adjustment. The 
new plant will be in operation within the next 
few weeks. The sales and engineering offices will 
‘be moved to the plant from the present Detroit 
offices. 


The Smith-Waring Co., organized to manufac- 
ture the Smith-Waring Tractor Cultivator, a 350- 
lb., 10 hp. tractor, has bought a plant at Harris- 
burg, Pa., and will use it for precision work, 
assembling and finishing. Production is to begin 
with close to one hundred tractors a day, it is 
announced, 


The New York Bearings Co., established five 
years ago and engaged in the jobbing of new 
bearings of all kinds and in the regrinding busi- 
ness, has purchased the plant of the R & L 
Bearings Co, in Long Island City, recently com- 
pleted and well equipped with the most modern 
machinery, 

The New Era Spring & Specialty Co. has given 
the sole license to manufacture and market New 
Era bumpers in Canada to the Richard Wilcox 
Canadian Co., of London, Ont. It is understood 
that Richard-Wilcox of Canada will also make 
H. & D. shock absorbers and perfection heaters 
for Canadian trade. 

The Akron Rubber Mold & Machine Co., of 
Akron, Ohio., is erecting an addition to its plant 
which when completed will give the company 
approximately double its present output. 


The Wildman Rubber Co., organized to manu- 
facture tires and tubes, has started work on its 
plant at Bay City, Mich. 

The Waukesha Motor Co., Waukesha, Wis., 
one of the largest manufacturers of truck and 
tractor motors exclusively in this country, has 
closed a contract with important truck interests 
under which it will furnish engines valued at 
five million dollars, with contingent orders 
amounting to ten million dollars additional. 

The M. C. Youmens Motor Co. has been or- 
ganized in Columbia, S. C., to handle the prod- 
el of the Pilot Motor Car Co., of Richmond, 

nd. 


The Wyoming Tire & Rubber Co. has acquired 
the interests and properties of the Perms-Loc Co. 
at Wilkesbarre, Pa. It is announced that addi- 
tions will be made to the products manufactured 
by the Perma-Loc Co. which include the self- 
vulcanizing patch and many articles of automo- 
tive equipment. 

The Clucker Hixon Co., 47 Murray Street, New 
York City, has taken over the sales of the entire 
line of accessories of the Standley Skid Chain Co., 
of Boone, Iowa. 


The Row Motor Mfg. Co. has purchased the 

assets of the Lancaster Body Co., Lancaster, 
Pa., and this business will now be conducted as 
the body department of the former concern. 
_ The Hilvo Sales Corp., Rock Island, dealers 
in automobiles, tires and accessories, has certi- 
fied to a change of name to the Hildebrandt- 
Rietzler Co. 


_ The Warren Gear Co., Warren, Pa., has closed 
its plant for an indefinite period and laid off its 
three hundred employes. The firm manufactures 
automobile gears. General laxity of conditions is 
said to be responsible. 

Nichols & De Linde, whose headquarters are 
in Cincinnati, will represent the Cincinnati Ball 
Crank Co. in southern territory. 


The Standard Automobile Horn Co., Everett, 
Mass., has made an assignment for the benefit of 
creditors. This action was made necessary be 
cause it could not turn its assets into cash, The 
liabilities are $9,029 and the assets $7,915. 


M. F. Stapleton, formerly western sales man- 
ager of the radiator division of the Marlin-Rock- 
well Corp., has been appointed sales representa 
tive of the Motor Wheel Corp. of Lansing, his 
territory including Illinois, Indiana and Wis 
consin. 





